


CAPPING 
THE CLIMAX 


IN WIRE SCREEN CLOTH: 


® 
The New Package 
SPIRAL WRAP-END CAP 
e 


@ We now present for your further profit 
the new, perfected, automatic machine- 
wrapped package — original and exclusive. 


The ends of rolls are fully protected by 


heavy duplex fabric tape in red color. 


This package preserves the cloth in transit, 
saves freight, reduces storage space, 
and is distinctive and attractive 
in appearance. 
2 * . 


SUN-RED EDGE screen 
cloth, the Quality Leader, 
is identified on every foot 
of the fabric, and meas- 
ure-marked every six 
inches for our dealers’ 


convenience and profit. 


REYNOLDS J 
WIRE CO. 


DIXON, ILL. 
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A conversation overheard at the convention between 
two hardware jobbers. “Believe me, Bill, in picking the lines to 
receive my aggressive support during 1933, I’m looking for those 
that offer the best prospects of furnishing worthwhile merchan- 
dising co-operation. One of the best guides to what a company 
will do in 1933 is to look over what they’ve done in 1932.” 





LET’S EXAMINE ILCO’S RECORD 
JANUARY 1932 A padlock campaign. Three fast seiling 


numbers---the Black Knight—45c. retail, the Tembo—50c. retail 





and the Cromo—60c. retail. Developed a nice volume for 
jobbers from coast to coast 


FEBRUARY 1932 A Spring Door Closer Promotion. Dis- 


plays were furnished for counter use. Jobbers were offered a 


special direct mail campaign to their dealer lists. 


ge MDEPENOENT Lock COMPARY 





WHEN YOU HAVE A LOCK 
asgodas this 


JULY 1932 The new Extruded Padlock. A display was enclosed 
with each carton and helped to move this popular item, bringing 





in a nice volume for jobber and dealer. 


WOEPENDENT LOCK COMPANY © Fitcbborg. Mass. 
2 EEO 





YOUR answer to. & 
" crime — S35 ly 


eis) 


bes ane aso 6 (0S A quality lock that offers the utmost in protection to the home 


& : owner. 


ay 


DEPENDENT LOCK COMPANY § © Fitchburg. Mass. 
« 


SEPTEMBER 1932 The “400” jimmy-proof lock. A new 


addition to the line. Attractive mounted display for counter use. 











WHAT ABOUT 19337 During the coming year the Ilco 
organization will release a series of special jobber promotions 
designed to stimulate business for their jobbing customers. 
Greatly enlarged manufacturing facilities insure a continuation 
of Ilco quality and assure prompt service on all orders. Send 
for our new catalog No. 10, listing our complete line of cylinder 
locks, padlocks, night latches, door closers, key blanks, and 
hardware specialties. 
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IS THE KIND OF WINDOW GLASS YOU CAN SELL 





Tas is one of the most 
exacting tests of window glass that can be 
made ... photographing, through it, a build- 
ing which has many clearly defined vertical 
lines. L-O-F Quality Glass is so flat and of 
such exceptionally high quality that the de- 
tail of those lines is remarkably clear and 
sharp even to the keenly critical eye of the 


camera. There is no difference in the way 





they appear through the glass or above it. 


Fy e e 
Hardware stores that feature and display 
Libbey-Owens-Ford Quality Glass are build- 
ing a profitable, consistent business in glass 
replacements. Do not neglect this opportun- 
ity to add to your income. Write us for any 
information you may desire on how to carry 
a balanced stock of window glass that will 
assure profitable turnover. 


LIBBEY: OweENS:ForpD 
QUALITY GLASS 


LIBBEY. OWENS-FORD GLASS COMPANY, TOLEDO, O. 


OCTOBER 27, 1932 


Manufacturers of Highest Quality Flat Drawa Window 

Glass, Polished Plate Glass and Safety Glass; also distrib- 

utors of Figured and Wire Glass manufactured by the Blue 
Ridge Glass Corporation of Kingsport, Tennessee. 








PLYMOUTH 


SHIP BRAND MANILA ROPE 








Buy 
QUALITY PRODUCTS 
















- buying public is slowly but surely awakening to the 
fact that economy can never depend™on price alone. The 
price must be right, of course: it must reflect accurately 
current costs of materials and labor. But in the last analysis 
true economy is the result of a fair price plus quality. The 
quality of Plymouth Ship Brand cordage and twine prod- 
ucts is the result of manufacturing policies that are as old as 
the Plymouth Cordage Company itself. These are the poli- 
cies which have given Plymouth products their reputation 
for strength, satisfaction, and dependability — their repu- 
tation for service. They are the policies which have main- 


SALES BRANCHES tained high standards in the face of a seemingly great 





eg oe tl demand for cheapened products. They are the policies 
a which in the future as in the past will govern the 


manufacture of all Plymouth cordage products that 


bear the famous Ship trademark. 


PLYMOUTH CORDAGE COMPANY 
North Plymouth, Mass., and Welland, Canada 





The Rope You Can Irust 
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Labels Now Die Pressed Into the Wood 


(PATENT PENDING) 


NG 


ABW SI 


utilated — that reach the Dealer with labels off or torn 
labels make an attractive display? 


hed of With this in mind and also because of 
our pride in the finish and appearance of our 


O more torn, scratched 
labels —no more shovels 
missing—for the new ABW 
marking has solved this problem. 
shovels, we were prompted to tackle this 
age old problem of Shoveldom with the 
result — another AB W development we are 


Instead of a printed label pasted See 
handle, the Brand name is now die pre 
in colors into the wood by means of ste& 


dies and a special process. re you will like. 


This new marking can’t come off or be- And by the way, we have reduced the 
come mutilated — it is as permanent as the OMEBA for full burlapping from 60¢ to 25¢ 
handle itself. Unique and attractive, it adds periazen. This method of packaging is an 
to the appearance and finish of the shovel. — addeMilicsurang inst damage to the finish 

Display is a big factor in successful in traniae ae — specify full bur- 
Dealer Merchandising— but how can shovels _ laggy i 









ASK YOUR 


LEADING ABW BRANS 


©. AMES ABW 
RED EDGE BRONCO 
MONONGAH PONY 
KNOX-ALL HUSKY 
PACEMAKER GOLD BUG 
NOTE: This special mark- HUBBARD SOCKET SHANK 


ing available for Jobbers’ 
brands—write for details. 


AMES BALDWIN WYOMING SHOVEL Co. 
PARKERSBURG, W. VA. 


THERE ARE MORE ABW SHOVELS SOLD THAN ANY OTHER MAKE 


OCTOBER 27, 1932 5 











When you receive this powerful win- 
dow banner, lithographed in full 
color, size 18” x 36” with a smaller 
poe which says “Buy ’em here” 
¢ sure and put it on your window. 
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” Line up in this drive 
for BIGGER LAMP SALES 


WITH the banner shown above you can link your store 
with the biggest advertising smash in the twenty consecutive 
years of Edison Mazpa lamp advertising, a campaign which 
will blanket the country this fall to focus people’s attention 
on the need for high quality lamps made by General Electric. 


This window banner will be pictured in our advertising 
in the country’s leading magazines. Readers will be urged 
to buy lamps where they see this window banner. It is a 
buying guide that people will look for when they buy lamps 
in October and November. 

Listeners to the General Electric program over a nation- 
wide radio network will be told the same message. 

Every class of people will be reached—the people on your 
street—the people in your neighborhood—your customers 
—your prospects. 

No doubt you have already received this banner. If not, 
ask your lamp supplier for it. And ask him for the details 
of the Edison Fall Activity. It is chock full of ideas to 
make sales and profits for you and to bring traffic into your 
store. 





THE LAMP QUALITY STORY 


THE G. E. MONOGRAM ON A LAMP IS A TRADE- 
MARK worthy of the customer’s confidence because: 


(a) General Electric is the world’s oldest and largest in- 
candescent lamp manufacturer. 


(b) General Electric leads in research and development 
which have made lamps better, year after years 


(c) General Electric is the only American manufacturer 
doing the complete job of lamp manufacture, from 
raw material to finished product, in its own -plants, 
guarding the quality of its*lamps by 480 processes, 
checks, tests and inspections. 











$1500 in prizes will be awarded to the dealers who best 
carry out the suggestions. Ask him how you can win a 
share. 


And don’t fail to put the banner up on your window and 
direct customers to your store and your lamp counter. 


EDISON MAZDA LAMPS 


GENERAL ID) y 2O Bae 
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MORE VALUE! 


HAT is the biggest point for 

you to remember—and your 
customers to know—about wire 
baskets. That is the sales point 
that makes the sale. 


Cyclone Burnit and Catch-All 
Baskets sell at popular prices, 
but in quality and construction 
they challenge all comparison. 
High-grade heavy steel wire, 
crimped for extra strength— 
then spot-welded at intersec- 
tions by a process that is exclu- 
sive with Cyclone! Heavy gal- 
vanizing or paint finish are the 
answers to the rubbish burner 
corrosion problem. Three sizes 
of Burnits, the large Catch-All 
and the 3 foot square leaf bas- 
ket meet every need. The 3 
foot square leaf basket is par- 
ticularly valuable where large 
quantities are to be destroyed. 





Cyclone “pedfag” 


WIRE SCREEN CLOTH 


a Cyclone 
Basket 


Wires CANNOT Slip in 
a Cyclone Catch-All or Burnit 


Basket because intersections 


are ELECTRICALLY WELDED 
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MORE VALUE! 


Cyclone builds extra value into “Red Tag” products at no extra cost to the dealer. Cyclone—in Wire Screen Cloth, 
Lawn Fence, and “45” Chain Link Lawn Fence—thus offers the dealer better and more profitable items. Order 
from your jobber. If he cannot supply you, write us. 


Cyclone Fence Company 
Branch Offices in All Principal Cities 


SUBSIDIARY OF UNITED,MO)STATES STEEL CORPORATION 


Pacific Coast Division: 


General Offices, Waukegan, Ill. 


. STANDARD FENCE COMPANY, Oakland, Calif. 


OCTOBER 27, 1932 














American READY-LITE Lamps and Lanterns 


at New Low Delivered Prices 





No. 301 READY-LITE LANTERN. 
Match generating. Has straight genera- 
tor, blue porcelain top, nickel plated 
fount, combination built-in pump and 
filler plug. Holds one quart gasoline, 
sufficient for 12 to 15 hours. Dealer’s 
net price, delivered in U.S. A., $4.20. 

No. 302 READY-LITE LANTERN. 
Same as No. 301 but with wide shade. 
oe net price, delivered in U.S.A,, 
4.50. 





No. 290 READY-LITE LAMP. Lights 
instantly, no generating required. Fin- 
ished in walnut brown with a light veil- 
ing of black, producing a dark walnut 
effect. Shade decorated with a painting 
in full color. Shade protected from heat 
by mica chimney. Has generator with 
auto cleaner. uilt-in pump. Holds 
three pints fuel, sufficient for 15 to 18 
hours. Dealer’s net price, delivered in 
U.S. A., $4.80 








No. 304 READY-LITE LANTERN. 
Instant lighting. Has extra large gen- 
erator with auto cleaner. Blue porcelain 
top, nickel plated fount, combination 
built-in pump and filler plug. Holds one 
quart gasoline, sufficient for 12 to 15 
hours. Dealer’s net price, delivered in 
U.S. A., $5.05. 

No. 303 READY-LITE LANTERN. 
Same as No. 304 but with narrow shade. 
~~ eh net price, delivered in U.S.A., 
4.75. 





No. 595 READY-LITE LAMP. Two 
mantles, match generating. Finished in 
dark green, baked-on, crystallizing 
enamel. Has straight generator. Extra 
large filler opening. Opal glass shade. 
Holds 3 pints, sufficient for 15 to 18 
hours. Dealer’s net price, delivered in 
U.S.A., $4.30. 


American Ready-Lite Generators 


BSE —E a ——— Es 


No. L35 AMERICAN READY-LITE STRAIGHT GEN- 
ERATOR. Per dozen $1.60, 3 dozen lots, delivered, per dozen, 


$1.50. 
No. 


L109. AMERICAN READY-LITE GENERATOR 


WITH AUTO CLEANER. Per dozen $4.00, 3 dozen lots, 


delivered, per dozen $3.80. 


No. Li4 AMERICAN READY-LITE COIL GENERATOR. 


Per dozen $2.80, 3 dozen lots, delivered, per dozen $2.65. 
(Above generators fit American Ready- hi 


L109 ard makes.) 


t d oth 7 
ites and other stand L14 





No. 337 READY-LITE LANTERN. 
A one-mantle, match-generating lantern. 
Has straight generator, combination 
built-in pump and filler plug, blue porce- 
lain top. Other parts plated with rust- 
proof cadmium. Holds one quart gas- 
oline, sufficient for 12 to 15 hours. 
Dealer’s net price, delivered in U.S. A., 
$3.45. 
No. L344 REMOVABLE WIDE 
SHADE. For No. 337 Lantern only. 
Dealer’s net price, $ .33 each. 


Lowest Prices in History — 
plus Free Delivery! 


V Check the quality . .. V check the 
unparalleled low prices ... V check the 
free delivery to your door... V check 
the incomparable values you are getting 
in American Ready-Lite Lamps, Lan- 
terns, Mantles and Generators. 


Lamps and lanterns delivered free, any 
quantity. Mantles delivered in quantities 
of one gross or more. Generators de- 
livered in any quantity when ordered 
with lamps or lanterns—otherwise de- 
livered in three dozen lots. 





Ready-Lite Mantles 
Made of rayon, saturated with the — 


light-giving chemicals. Sewed and re- 
inforced across the bottom by a new 
atented method. 

eady-Lite Mantles withstand remark- 
ably severe shock tests. Packed only 
six (three pairs) in a carton, making it 
easy to sell them by the box. Price per 
gross, delivered to dealers in U.S.A., 


AMERICAN GAS MACHINE COMPANY, Inc. 


. Brooklyn, N. Y. 


ALBERT LEA, MINN. 


Oakland, Calif. 
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Wire Screen 


Cloth 


Sun-Red Edge 
Self-Measured 







































Measure Marks Every Six Inches 





‘“‘REST BY WEATHER TEST’’ 


All Sun-Red Edge cloth furnished in one-piece, 100-foot rolls of perfect cloth. 

Not sold through chain stores. 

All Sun-Red Edge cloth conforms to the industry’s Simplified Practice Recommendation 
R. 122, issued by the U. S. Dept. of Commerce, Bureau of 

Standards, and adopted by the Wire Screen Cloth Manu- 

facturers’ Institute. 

All wire is drawn in our own wire mill and every step in 

processing is under our own control. 


ALUMINA 


Reg. Trade Mark 


Woven of special grade open hearth steel wire and covered with 
fourteen coats of chemically pure zinc by electro-plating process. 
A transparent coat of varnish is then baked on. The best quality 
electro-plated screen cloth. Furnished in standard 12, 14, 16 and 
18 fneshes in widths 18” to 42”, also 48”; special extra wide widths, 
12 x 12 54, 60, 66 and 72 inches in 16-mesh only. Medium priced, high- 16x16 


grade cloth. 
BLACK PAINTED 


Woven of special grade of open-hearth steel wire. Coated with 
high-grade black enamel giving an elastic finish which will not 
flake off. Made in standard 12, and special 14 and 16 meshes and 
in widths 18” to 42”, also 48”. Special extra wide widths, 54, 60 
66 and 72 inches in 12-mesh only. A low priced but very satis- 


factory cloth. 
BRONZE 


Made of commercial bronze wire, 90% copper, 10% zinc. Made in 
standard 14, 16 and 18 meshes, in widths 18” to 42”, also 48”. 
Special extra wide widths, 54, 60, 66 and 72 inches in 16-mesh 
only. <A very high-grade and higher priced cloth which will last 
indefinitely, and is a gy oe J recommended along the sea coast. 
Bright, natural copper finish, unless otherwise specified. Our 
Noxide Bronze has antique finish. 


















Best insect protection with 14 or 16 mesh. In malaria sections 18x18 
14x14 16-mesh is vital. (U. S. Public Health Dept.) 
. i a 
Sun-Red Edge Standard Hardware | NEW PACKAGE 
Cloth SPIRAL WRAP-END CAP 
a v4 a x ns : x . Original and Exclu- epee 
x 4,0x 6 andox sive, automatic ma- 'O ects 

meshes of standard chine method of pack- pameetne 9 
gauge wire, in stock ing with 120 Ib. Kraft - ae 
widths as follows: spirally wound. Ends Ry 
2x 2—24, 30, 36, 42, 48 of rolls are fully pro- 
3 x 3— 24, 30, 36, 42, 48 tected by heavy du- 
4x ey 6 ye 42, 48 plex fabric tape’in red 
6 x — ’ ’ ; 
‘ihe a color. This package 

preserves the cloth in 
Bound with box strap- transit, saves freight, 
ping as shown in illus- reduces storage space, - 
tration. No sharp ends and is distinctive and 
of wire protruding. attractive in appear- 

ance. 





Sun-Red Edge Stove Pipe Wire 


Made of strong, specially drawn wire. Rust- 
proofed by our special process. No tie wires 
used and coils can be easily opened or tied by 
thumb pressure. Put up in 50-foot coils, 12 
coils to the carton, 50 cartons to the case. 
Made in No. 18, 19 and 20 gauges, also in 20 
gauge coppered. 


REYNOLDS WIRE CO. DIXON, ILLINOIS 
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The Entering Wedge To An 
Increased ROPE Business 


Tue Columbian line is a builder for rope sales. It repre- 
sents the last word in rope-making. 













Every known successful feature is found, considerably 
improved, in all Columbian Tape-Marked Rope. Colum- 
bian leads in being waterproofed and is the most flexible 
rope, when wet, on the market. It is a perfectly balanced 
rope, having great strength and durability. It is also rot- 
proof and will not kink. 










Your customers have learned and will continue to learn 
of these features through consistant Columbian advertising 
and effective Columbian display material. They are also 
familiar with the famous 7ape-Marker which contains the 
significant Columbian Guarantee and can easily identify 
Columbian 34 inches or larger in diameter by the red, white 
and blue surface markers. 











Columbian Tape-Marked Rope is the entering wedge for 
increased rope business in your vicinity. Carry a complete 
line of Columbian. If your jobber cannot supply you, write” 
to us. 













COLUMBIAN ROPE COMPANY 
352-80 Genesee Street, Auburn, N. Y. ‘The Cordage City’’ 
Branches— New York Chicago Boston New Orleans 
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Zinc-Insulated Fence 
Steel Fence Posts 
American Steel Gates 
Poultry Fence 
Netting 
Nails, Staples 
Barbed Wire 


National Expanding 
Anchor End & Comer 
osts 
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“1 INCREASED PROFITS by 
REDUCING MY INVESTMENT ” 





AMERICAN STEEL & WIRE COMPANY 
It's simple as A-B-C. When You buy your wire products from 


several different sources you have so many different brands to 
sell” your customer on. 
How much better it is to buy from a single source—not only less 
bother—but MORE PROFIT. You can often make real savings 
on quantity orders and delivery. By selecting the American Steel 
& Wire Company as your source of supply you get this advantage 

D RO [) UJ CTS —plus the line that's first in sales—first in demand—and first in 
profit, throughout the country. 


Now—is the time to investigate. Write us today. 


18351 1932 
AMERICAN STEEL & WIRE COMPANY 


208 South La Salle Street, Chicago SUBSIDIARY OF waren OS stares STEEL CORPORATION eens oes ry ay ‘ New York 
94 Grove Street, Worcester AND ALL PRINCIP AL CITIES irst National Ban g., Baltimore 
Pacific Coast Distributors: Columbia Steel | Company, Russ Building, San Francisc ___ Export Distributors: United States : Steel Products Company, New York _ 


2. = % 
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What Is The Other 





Fellow Doing? 


Meaning, what about your competition from outside the hardware field; and 


what are you doing to meet it ? 


It comes from the mail order house’s lo- 
cal branch, from the department store 
and the chain, and it runs from the major 
lines to the five and ten. The latter is 
easily met. It should not be over- 
emphasized or time wasted in selling it. 
The former presents a greater problem 
because it hits you on the lines which run 
into money and require real selling effort. 


Still, these stores have no magic formula 
which you cannot use also. They carry 
merchandise which people want and they 
persuade them to go to THEIR PARTIC- 
ULAR STORE to buy it. In other words, 
they have the goods and THEY TELL 
THE PUBLIC ABOUT IT! 


As far as getting the merchandise goes 
with which to meet this competition, and 
still make a profit, any first class hard- 
ware jobber should be able to supply it. 
If you don’t believe that, take a trip into 
our store with our local representative 
some time—and let us prove it. 


The machinery of distribution, then, is 


already set up and operating efficiently. 
You can BUY the goods. To SELL them 
you must advertise! And right here, 
Mr. Dealer, is where so many hardware 
merchants fall down. They may have 
just as good values to offer as anybody 
else, but what of it—if the people aren’t 
told? 


Certainly, neither you nor any other 
dealer can compete with the department 
store or the mail order house for news- 
paper space. But suppose a dozen or 
more dealers pool their resources on, say, 
half a page a week? Very soon people 
begin to realize that their local hardware 
stores are offering them just as fine 
values as anybody else, and that there is 
one near their homes where it is more 
convenient to shop. 


Where cooperative advertising efforts 
are impossible we urge you to supple- 
ment your own efforts by.making more 
use of the merchandising aids which 
your jobber has to offer. 


We happen to have two very efficient propositions at the present time which will 
stimulate sales. You will probably find they can be adapted to your needs quite as 
well as anything you could make up yourself—and for a small fraction of the cost. 


If a Worthington representative is calling on you, go over the matter with him. 


THE GEO. WORTHINGTON CO. 
CLEVELAND 
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Most Every Hardware 
Dealer Finds Roller 
Skates Profitable... 


In 1929 the Census Bureau made an investiga- 
tion of the sale of Roller Skates in the United 
States and found that 2,614,944 pairs were sold 
by manufacturers during that year, which 
were valued at $2,925,034. 


Just how many of these skates were sold to 
children we do not know, but we are told that 
each year two million children reach the age 
where they are prospective customers for roller 
skates. 


Established 1854 


HARDWARE COMPANY 


Reg. U. S. Pat. Off. 


a) Ball Bearing ites 
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are profitable sellers to this ever growing 
market. Made with finest ball-bearings, self- 
contained steel rolls, oscillating trucks with 
best rubber cushions, straps of sturdy leather 
and an extension feature which makes one size 
skate fit practically all sizes of shoes. 


These features, Union Hardware quality, long 
established reputation (over 75 years), and 
steadily increasing demand are why hardware 
dealers find these roller skates so profitable to 
sell. Keep stocked. 


All Jobbers Handle Union Hardware Roller Skates 





Reg. U. S. Pat. Off. 
Established 1854 


TORRINGTON, CONN. 
New York Office: 151 Chambers St. 


HARDWARE COMPANY 
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Dull finish galvanized-electro-zinc coated and enameled 
with a white transparent varnish—a double protection 
against corrosion. Made from Open Hearth Copper- 
Bearing Steel and full gauge wire—to insure greatest 
durability. 


Makes fine looking screens due to its extra heavy coating 
and attractive appearance. Every conceivable advantage 
is woven into this cloth. 


Other Popular Brands 


CORTLAND BLACK 


A low-priced painted screen cloth that looks well and 
gives splendid service. Made from Open Hearth Copper- 
Bearing Steel—strong, durable and uniformly woven. 


Made only in 12-mesh from .011 ga. wire both ways 
All widths in even inches from 18 to 42 ins. inclusive. 
Also 48-in. double selvage as standard. Extra wide widths, 
54, 60, 66 and 72 ins. 100 lineal ft. in roll. Shipped in 
individual fibre carton. 


of 


A Popular Line for 
Jobbers and Dealers 


Cortland Wire Products are known the world 
over for their unvarying high quality and long, 
satisfactory service. The Cortland Line sells 
readily and profitably—makes satisfied custom- 
ers. 


All our steel products are made from Copper- 
Bearing Open Hearth Steel. We control every 
operation from raw materials to finished 


products. 


All grades of our Screen Wire Cloth are made 
to comply with specifications adopted by the 
Bureau of Standards, Department of Commerce, 
S.P.R. 122-31. 


CORTLAND GRAY-WICK SCREEN CLOTH 


It is one of the leading brands and most popular sellers 
on the market. 


Made in 12, 14, 16 and 18-mesh from .011 gauge wire 
both ways. All widths in even inches from 18 to 42 ins 
inclusive, also 48-in. double selvage as standard. Extra 
wide widths, 54 and 60 ins. Standard rolls of 100 lineal 
ft. Each roll shipped in strong individual roll fibre carton 


Cortland Screen Cloth 


CORTLAND BRONZE 


For customers who want the best. Made of special alloy, 
90% copper and 10% zinc, producing the elasticity of 
hard steel wire cloth with greater durability than copper. 
Absolutely rustless. 14, 16 and 18-mesh made from 
.0113 ga. wire both ways. Also a heavy grade of 16 mesh 
made of .015 ga. All widths in even inches from 18 to 
48 in. inclusive. Also 48-in. double selvage as standard. 
Extra wide widths, 54, 60, 66 and 72 in. Bright or antique 
finish. 100 lineal ft. in roll. Shipped in individual fibre 
carton. 78 





CORTLAND PREMIER 


A special, extra heawy grade particularly adaptable 
for doors. Made of 14-mesh, 32-ga. wire about 
50% heavier than 12 mesh standard cloth. Made 
from Open Hearth Copper-Bearing Steel, electro- 
zinc coated and enameled with transparent varnish 
—double protection against corrosion. All widths 
in even inches from 18 to 42 ins. inclusive. Also 
48-in. double selvage as standard. Extra wide 
widths, 54 and 60 ins. 100 lineal ft. in roll. 
Shipped in individual fibre carton 


CORTLAND COPPER 


We do not recommend pure copper wire cloth, but 
when customers insist you can sell Wickwire Cort- 
land with every assurance that it is as reliable as 
can be made, considering the limitations of pure 
copper for screen purposes. Made from Special 
Hard Drawn Copper Wire covered with transparent 
varnish as an added protection in handling. 14, 16 
and 18-mesh made from 0113 ga. wire both ways. 
All widths in even inches from 18 to 42 ins. in- 
clusive. Also 48-in. double selvage as standard 
Bright finish only. 100 lineal ft. in roll. Shipped 
in individual fibre carton. 















HARDWARE AGE 














CLOVER MFG. CO. 


Norwalk, Conn. 


ABRASIVE PAPERS AND CLOTHS — GRINDING COMPOUNDS 





CLOVER GREEN-STRIPE 


FLINT SANDPAPER 
Unit 1 Ream 


NE Ff 


Standard Special 
os = 33" 8%” x 10%” 
Sheets Sheets 


in grits 
No. 3/0 to No. 3 


AY 


CLOVER YELLOW-STRIPE 
ALUMINOUS OXIDE CLOTH 
Unit % Ream 


Standard 9” x 11” sheets 
in grits No. 7/0 to No. 2 


Also packed in Display Shelf Boxes 











‘ 


















CLOVER YELLOW-STRIPE 
ALUMINOUS OXIDE 
CLOTH ROLLS 
50-yard 


ECONOMY ROLLS 
in Grits 


No. 7/0 to No. 2 











SANDPAPER IN 
DISPLAY 
SHELF BOXES 
Standard Special 
= 32" 8%” x 10%” 
Sheets Sheets 
SAND. 
PAPER 
ROLLS 
1 inch wide 
in grits 
No. 2/0 and 
No. 1/0 
50 yards 

















CLOVER YELLOW-STRIPE 
ALUMINOUS OXIDE ROLLS 
METAL-CUTTING CLOTH 


in withs 244” to 24” 
in grits No. 4/0 to No, 2 
50 yards 








CLOVER GREEN-STRIPE 
FLINT SANDPAPER 
HOUSEHOLD PACKAGES 


36-10c. packs of 
20 sheets each 





CLOVER YELLOW-STRIPE 
ALUMINOUS OXIDE PAPER 
Beg ye re ROLLS 

or Closed Coat 
60 sk in widths 4” to 12” 
in Grits No. % to No. 3% 








CLOVER RED-STRIPE 
TURKISH EMERY CLOTH 


Unit % Ream 
Standard 9” x 11” ‘sheets 


n gr 
No. 3/0 to No. 3 
Also packed in Display Shelf Boxes 

















HOUSEHOLD METAL- 
CUTTING AND EMERY 
CLOTH 


12-10c. packs, 6 sheets each, 
assorted grits 











CLOVER ORANGE-STRIPE 
GARNET FINISHING PAPER 


made in Open ngs oa is 
Grits No. 7/0 to No. 0 
Unit % Ream 


GARNET CABINET PAPER 


made in both Open and Closed Coat 
Grits No. 4/0 to No. 2 
Unit % Ream 


CLOVER YELLOW-STRIPE 
ALUMINOUS OXIDE METAL- 
CUTTING CLOTH BELTS 


Widths 2%” to 14” 
Grits No. 4/0 to No. 2 











"CLOVER ORANGE-STRIPE 
GARNET ROLL PAPER 


Made in both Open and Closed Coat 
Widths 4” to 24” 
Grits No. 6/0 to No. 2 











CLOVER VALVE-GRINDING COMPOUND 


4-ez. and 2-oz. tee geod — 








CLOVER WATER-MIXED 





=) a 


Containing equal p: 
Grades E for Roughing, A vor Finishing 


The compound in these cans is suitable for 
grinding ate oe cylinders, fitting 
piston rings, etc. 








VALVE-GRINDING 
CLOVER LAPPING COMPOUNDS COMPOUND 
For Shop, Tool Room and Garage One Grade to the Can 
Two Grades 


Put wo One Grade to the Can 
%-Ib., ‘ani, Se a 5-lb. Cans 


es 2-02., 
From Grade 2-A to Grade 50 





Medium and Coarse 


%4-lb., 1-lb. Cans 
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ATLANTA 
BALTIMORE 
BIRMINGHAM 
BOSTON 
BUFFALO 
CHICAGO 
CINCINNATI 





CLEVELAND 
DALLAS 
DENVER 
DETROIT 
INDIANAPOLIS 


ae St0t09 Rebbe, 
Det, Laenenend 


KANSAS CITY 
MILWAUKEE 
MINNEAPOLIS 





NEW ORLEANS 
NEW YORK 
OMAHA 

















HERE'S WHAT 
WE MEAN BY 


CO-OPERATION 





1. NATIONAL ADVERTISING in the Saturday 
Evening Post and in Better Homes and Gardens, 


telling millions of home owners about this new 
and better U. S. Lawn Hose and reminding them 
that it's time to buy. 


2. LOCAL NEWSPAPER ADVERTISING Electros, 
which will help you to identify your name with 
those nationally advertised products and cash-in 
on the demand for them. 


3. WINDOW DISPLAY MATERIAL, a complete 
four-piece display in full colors that will help you 
sell U. S. Lawn Hose, and other garden equip- 
ment as well. 


4. DIRECT MAIL AND COUNTER FOLDERS, just 
the thing to place on your counter and send 
out with your regular monthly statements at the 
beginning of the season. 


Our 1933 program is the most complete in our 
history. It has everything a retailer could ask for 
—everything a manufacturer can give. It’s just the 
kind of merchandising program you would expect 
to go hand-in-hand with the world’s finest, tough- 
est, most economical hose ... U. S. Royal Cord, 
Rainbow and Neptune. 


Get the whole story of this new and better lawn hose propo- 


sition NOW. Write today to any “U.S. branch or to the 
United States Rubber Company, 1790 Broadway, New York City 


LOS ANGELES 


PORTLAND 

SALT LAKE CITY 
PHILADELPHIA SAN FRANCISCO 
PITTSBURGH SEATTLE 
ST. LOUIS MEMPHIS 
SYRACUSE SPOKANE 
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Try THIS PLAN OF SELLING 


~Y AL E- 
DOOR CLOSERS 


Others have found that it pays! 


These are days when it is necessary to go after business; 
and experience has proved to hardware merchants of 
our acquaintance that this can profitably be done in the 
case of the Yale Door Closer. 


Here is the idea: Just assign one of your men to devote 
an hour or two each day to calling on stores, restaurants, 
banks and on large residences in your community. He 
is sure to find many entrance doors where Yale Door 
Closers are vitally needed—to keep out cold and drafts, 
to insure quiet and comfort. It should not require a 
great deal of time or effort to turn many calls into sales. 


You may find it advisable to install Yale Door Closers on 
g 10-days free trial. Few will want to be without this comfort 
4 and convenience after they have actually enjoyed it. You 
can, of course, add a moderate charge for installation. 
Why not give this plan a fair trial? This is the time to 
do it profitably! 


























f yo 
5 This is Yale Door Closer ; 

Model YR. There are other \ 

sizes and types to fit every need. 47 |! \ 

4 li 
I|- | 
THE YALE & TOWNE MFG. CO. 

k STAMFORD, CONNECTICUT, U. S. A. 
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IN EVERY PRICE RA 
VLCHEK Offers 


Outstanding Value 


QUALITY 
| TOOLS 








VLCHEK PARATHIN, PARALLOY 





THE FINEST IN WRENCHES 





FINEST QUALITY DRIVERS 





SUPER ALLOY, ALLOY, GLADIATOR 








VLCHEK VANADIUM 





@ Do your customers de- 
mand quality tools? Do 
they look for price? With 
the complete Vichek line 
you meet both demands 
with value plus items in 
every price range. 


Whatever the price... 
when you sell a customer 
Vichek tools, you can count 
him among your satisfied 
patrons. For every Vichek 
item in every price range 
gives the customer his full 
money’s worth. 

Concentrate on the low 
inventory line that meets 
every demand with full 
value in every price class. 


THE VLCHEK TOOL Co. 
3006 East 87th Street, Cleveland, Ohio 


POPULAR 
PRICE 





VLCHEK HIGH CARBON STEEL 
POPULAR PRICED WRENCHES 








BUCKEYE, EUCLID, INSULGRIP 
VLCHEK POPULAR PRICED DRIVERS 











HIGH CARBON STEEL 
CHISELS AND PUNCHES 





CHISELS AND PUNCHES 


-, 


“ALL PURPOSE” CHISEL AND 
PUNCH SETS AND“FITZ-ALL” 
WRENCH SETS—POPULAR 
ITEMS PIONEERED BY VLCHEK 


EACH LINE SCIENTIFICALLY TESTED TO INCLUDE ALL THE ITEMS THAT ARE PROFITABLE TO CARRY 
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NEW LOW PRICES 
Will Double Your Market 


“RE is news that will stir every thrifty 

housewife. The prices of all Pyrex 
dishes have been reduced, in some cases as 
much as one half, and the deepest cuts apply 
to the most popular dishes. 

Prices now start at a nickel... with a new 
custard cup, No. 414, larger than the old No. 
410 and half the price. 

Hundreds of women in your neighborhood 
will buy when they learn of this new price 
level... and we are telling them. Look at 
the advertising on the opposite page... full 
page advertisements in the leading women’s 
magazines, some in color, and two full color 
pages in American Weekly. 

It’s up to you how much business you get 
out of this campaign. We will help . . . see 


the second page following. 


Here are some of the Reductions 
WAS NOW 


= NO. 209 
PIE PLATE 90c 45c 


NO. 410 


SAME GUARANTEED FOS 80 vr 


PYREX OVENWARE an 
AT NEW LOWPRICES Wage [oar'tan 
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iated Press International News, Un | 
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HERE IS THE LIST 
of powerful national publications 
that carry this news to millions. 


Lapigs’ Home Journat 2,697,336 
Woman’s Home Companion 2,615,583 
McCatv's 2,506,831 
Goop Housekgepinc.. 1,899,469 
Betrer Homes & Garpens .. 1,391,914 * 
DELINEATOR 7 2,408,629 
Farmer’s Wire . .1,007,453 
AMERICAN COOKERY whe 51,250 
And another full page, December 4th in 
Tue American WEeKLY 
followed by other" Pyrex” ads in this magazine. 


|. oT ov Nee 








PROMOTE YOUR 


IE up with this powerful campaign 

—while the news is hot. Bring into 
your store the new prospects these low 
prices will create. Four out of five fami- 
lies in your neighborhood are reading the 
advertising — put in a window display 
now and get their business. 












































All dealer helps sent free on request. 


















































The Effective 
ENVELOPE 
ENCLOSURE 
Use this freely, in your 
' "e statements, with your 
The Complete Houseware WINDOW DISPLAY .. . Free inne. dei itil wll 
This is a proved sales builder. Send for it and make your houseware \ ies Maina eae stery and 
sales jump as well as your Pyrex ware business. \ SELL it for you. 7 


SAVE f ly | ) ~ Low prices 


Solve the 
CHRISTMAS GIFT CATALOG 


and Consumer 


Pollen PRICE LIST 


that will increase sales 
of all items ... dis- 
tribute it over the 
counter or give one 
with each dish sold. 
Ask for a quantity. 


FREE COUNTER CARDS CHRISTMAS COUNTER CARD 
that will stop the shoppers and pull their Your Christmas business will be greater 
attention to your Pyrex ware display. _ than ever this year. Use this FREE card. 


NEWSPAPER 


\ ADS 
e | will repeat the neus... 
‘UP TO @) . \QEMR | but will put the em- 
fount) phasis on YOUR 


STORE. Arrange for 
your space at once and 
ask us to send you the 
mats. They are FREE 


New Low Prices Just Announced... : , in the following sizes: 
’ 3 column by 10, 2 


THIS WINDOW STREAMER TS in column by 634, 1 col- 


will stop them in the street. Send for a supply . . . they’re free. umn by 6. 


*“PYREX” is a trade-mark and indicates manufacture by Corntnc GLAss Works, Cornine, N. Y. 


PYREX NOW 







































N such times as these, when buyers are extremely conservative 
and persist in demanding full value for every dollar they 
spend, Myers Self-Oiling Bulldozer Power Pumps offer more 

opportunities for profitable business than ever. 

Considering the completeness of the Myers Line, its outstanding quality, 
its wide adaptability, its favorable low prices, its national recognition—its 
sales possibilities are so apparent that more and more far sighted dealers 
from coast to coast are recognizing Myers superiority and are taking advan- 
tage of it in securing much of the desirable pump business in their respec- 
tive localities. 












Ow It will pay any dealer to thoroughly investigate the Myers Line, but it 
will pay him better to start selling it today. 
m- Our new catalog for 1933 is now being distributed. 
the A copy with complete information will be mailed prompt- 
ly on request. 
lay 
Deep and Shal- i 

¥ low Well Types ‘ we A 
our nt in Sizes for Ser- F 
— ns vice Up to 10,000 
tell % Gallons of Water 
sale : Per Hour. 





THE F. E. MYERS & BRO. CO., Ashland, Ohio 

















Th WOOD SCREWS 


Wood, Drive, Coach, Machine, Set, Cap, Thumb 
SCREWS 
SPECIAL AUTOMATIC SCREW MACHINE PRODUCTS 
Stove, Tire, Sink 
BOLTS 


Machine Screw, Stove and Tire Bolt Nuts, U. S. S. Nuts, 
S. A. E. — S. A. E. Plain 


Jack, Plumbers’, Register, ros # Furnace, Ladder, Sash 
CHAIN 


Escutcheon Pins Speedometers Tachometers 
THE CORBIN SCREW CORPORATION 


THE AMERICAN HARDWARE CORPORATION, SUCCESSOR 
NEW BRITAIN, CONN. 
Warehouses: New York Chicago Philadelphia 
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Chis ROBERTSHAW 


BAISPLAY & ready for you / 


EALERS everywhere are speeding up 

their Gas Range Sales this simple, 
sure way. They keep this Robertshaw 
full color lithographed Display always 
working for them, either in the window 
or show room. As shown above, it is just 
the right size to place on a range. 


With this Display in use, you automatically 
extend an invitation to every woman com- 












ing in or near your store to have a visual 
demonstration of Robertshaw oven control. 


It will pay you well to use this Display, 
for demonstrating the Robertshaw is the 
best way to make a woman think seriously 
about a new range. 


And that is the kind of sales strategy you 
need right now. The Display is yours for 
the asking. Just drop us a line today. 


ROBERTSHAW THERMOSTAT COMPANY 
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RATER VALUE THAN EVER 


The New Improved 


WOOSTER 
SAMPLER 









ALL FOR 


1252 


Including a Carton of 
BRUSH CLEANER 
by WOOSTER 





We make it extra profitable for you to buy the new 
Sampler Deal—to get you to try it—to see for your- 





self how this modern, simplified system will reduce your brush invest- ‘ Mic Guba disabis ennied tte 
ment, speed turnover, increase sales and profits. play with a complete model line 
of 26 selected WOOSTER Foss-Set 


It’s no trouble at all to make this valuable test. For $12.50 you get the BRUSHES. 


Sampler System complete. In less than five minutes you can attach the metal The new combination handy 
stock control guide and brush?® 


swinging display panel to the vertical paint shelving. You can see how this  gaies-aia card. 




















novel display makes customers stop, look and buy better brushes—how it saves 3 A Self-display carton containing 

4 i. ‘ é Y 24 fyll 3 oz. 10c. packages of 

valuable display space, yet is never in the way. And equally important. You BRUSH CLEANER by WOOSTER. 

can compare the sales appeal of the 26 “best selling” Wooster Sampler Brushes rrocahaee advertising to iden- 

: é ify your store as headquarters 

with the brushes you now carry. With the Wooster model stock you can dis- for nationally advertised WOOSTER 
cover how to operate a complete brush department Foss-Set BRUSHES. 

# A, 5 The new book of ‘‘quick order’ 
with a surprisingly small inventory and fewer idle Ab hike ‘viak thi an 
lines. You will realize the real value of featuring prevent over-buying. 

BRUSH CLEANER by WOOSTER as an aid in 

selling better brushes—the convenience of the 50% MARGIN 

“quick order” book—the W . 

Sampler “quick order” book—the Wooster adver- a” 

tisi Sampler costs ...... $12.50 

ising. Retail value ...... 18.80 

9. ° . . 

ve t miss this opportunity. Let the Wooster Waite: cle $ 6.30 
Helpful brush information right Sampler System prove its profitable worth to you. Ties uieee ‘eidinceiia Gite 
~ F ppl Pg Ey Ask your jobber or write. = makes *em—send for 
sizes, retail prices, sto k con . 1 - . wets. 
ivol guide, sales aid data, ete. #THE WOOSTER BRUSH CO., WOOSTER, OHIO 
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Sweepinc Price Repuctions Pur 


LASBAKE 


Wiruin THe Reacu or Every FAMILy 


Price barriers are down. Women have always wanted GLASBAKE—now they can satisfy that buying 
impulse. And remember the quality is the same—same attractive desirable shapes—the only difference 
is in the radically reduced prices to enable you to sell three times the volume. 


a oueht 5 ag ey 
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ORDER THIS FOR 


A QUICK CASH-IN 


eet. , 2 nt SN 
a Deal for retailers consists of the following: Wo MEN ARE BEING 
0. Cost Retail 


“oh 244% Pie ee rie $1336 840 DIRECTED TO YOUR 
24 207 Round Gawercieand cove tose 3: 6| S&S LORE BY NATIONAL 
12 225 Oval Casserole and Cover.. 7.20 1.00 


12 217 Open Baker 20200020 o¢ 636 |ADVERTISING IN 


a.) Ck Ora 6.24 65 





et 








24 264 Oblong Utility .......... 10. ‘ ; 
180 286 Seapet ae ws chan aae S49 os MAGAZINES Like These 
12 549 Oval Beefsteak and Cover. 9. 1.25 
12 240 Oval Baker ............. 5.40 .75 7,490,000 families (easily 21,000,000 women) are being 
Above prices and quantities correct those erroneously | {eure for GLASBAKE at new low prices, Each ed tells 
listed in our advertisement appearing in the October them to make their pyrchase at their favorite Hardware, 
13th issue of Hardware Age. Housefurnishing or rtment store. Display GLAS- 


Full Deal 416 Pieces costs you only BAKE and Cash-In. Order your stock now. 


$100°° 
.» THE NEW COLORFUL 
Half Del (hal quantity) cows you only 880.0, KEN = LABEL IDENTIFIES 


ORDER FROM YOUR JOBBER EVERY PIECE OF 
GLASBAKE 


GLASBAKE 


THE OVEN GLASS THAT BAKES QUICKER 
MCKEE GLASS CO. 10101 BULLET AVE. JEANNETTE, PA. 


ESTABLISHED 1853 
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know YOUR 
NICHOLSON FILES: 


‘ 


a policy of 68 YEARS 





From the year 1864, in which the Nicholson File lg high 
Company was founded, its management, believing in | wigs 


the quality of its products, made it a policy to keep 
the name Nicholson constantly in front of the public. 


With the development of modern publicity, the Com- 
pany adopted the newest methods of advertising to 
help you sell Nicholson Files. 


Today Nicholson Files are the most widely used files 
in the world—because they set a standard of quality 
and because they are the most widely advertised files. 


Your jobber carries a complete line 


NICHOLSON FILE CO., Providence, R.1.,U.S.A. 





FOR FVERY PURPOS & 
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Osborn Offers Values 
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No. 4530 VARNISH BRUSH ASSORTMENT 


Values Make Sales 


HRIFTY days these! Everyone seeks VALUES. 

Give them VALUES and they BUY! Right in 
tune with this popular demand is the No. 4530 
Varnish Brush Assortment. 


See the price on the display box up there? 10 cents 
each! Place this bargain in the limelight — where 
buyers can SEE it. Then let these brushes SELL 
THEMSELVES! 


Here's the assortment: 36 Osborn No. 4530 Flat 


Varnish Brushes as follows: 


Suggested 

Quantity Width Length Retail Price 
12 1-inch 1%-inch 10c each 
18 1\%-inch 1%-inch 10c each 
6 9-inch 1%%-inch 10c each 








Made of Pure Chinese Bristle — vulcanized in 
rubber. Nickeled ferrules, and last, but quite im- 
portant, Red and Black lacquered handles. That 
color combination certainly demands attention! 


Three other outstanding values in Osborn Brushes 
offer quick sales and profits. Ask your jobber or 
write us for complete information about: 


No. 4530 Varnish Brush Assortment (illus- 
trated above) 


' No. 4360 Wall Paint Brush Assortment 
No. 1933 Varnish Brush Assortment 
No. 1773 Wire Scratch Brush Assortment 


THE OS80RN MANUFACTURING COMPANY 


5401 Hamilton Avenue ’ Cleveland, Ohio 
Sales Branches — New York, Detroit, Chicago, San Francisco 
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The Story of the 


ATLANTIC CIiry CONVENTION 


IGGING deeper than ever before in the search for further econ- 
omy and greater efficiency in distribution, leading wholesalers 
and manufacturers of hardware held their annual joint con- 


vention Oct. 17 to 20, 1932, inclusive. 


This year they returned to 


Atlantic City, N. J., with headquarters and meetings at the Marlbor- 


ough-Blenheim Hotel. 


What the convention lacked in numbers was 


more than offset by intense interest and active participation of the 
two groups both in their separate and joint sessions. 
While there was no disposition to dodge the fact that volume and 


profits have been unsatisfactory for 
some time, there was an unmistak- 
able fighting spirit at the convention. 
The hardware industry does see a 
little light ahead and is prepared to 
work intelligently toward and for an 
upturn in business conditions. One 
speaker, Alexander Wall, represent- 
ing banking interests, specifically de- 
clared the “upturn” started four 
months ago and that in his judgment 
business recovery would not be. the 
long, painful process expected by so 
many prophets. Realizing that Mr. 
Wall worked only with facts obtained 
from financial sources, the conven- 
tion was much impressed with his 
statements. 

Both associations adopted resolu- 
tions endorsing the work of the Na- 
tional Economy League, which is 
seeking lowered costs of government 
and is fighting particularly what it 
considers unfair and uneconomic 
soldier bonus legislation. Both 
groups also passed a resolution ad- 
vocating less stringent interpreta- 
tions of existing anti-trust laws and 
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also their own joint demand for 
greater economy in government. 

G. Sumner Wilson, Decatur & 
Hopkins Co., Boston, Mass., who pre- 
sided over the wholesalers’ sessions 
as president of the National Hard- 


ware Association, was succeeded by 
C. J. Whipple, Hibbard, Spencer, 
Bartlett & Co., Chicago, Ill. A. E. 
Alverson, Greenlee Tool Co., Rock- 
ford, Ill., president of the American 
Hardware Manufacturers’ Associ- 
ation, was re-elected to succeed him- 


self. 

The program was very well bal- 
anced due to the untiring coordi- 
nated efforts of Secretaries George A. 
Fernley and Chas. F. Rockwell, who 
will, of course, continue to operate 
in their official capacities with the 
wholesalers and manufacturers re- 
spectively. 

A running story of the joint At- 
lantic City convention follows. 


Joint Opening Session 


HE customary joint opening 
session was held Monday night 
with + Mr. Wilson presiding. 
Dr. Robert Arthur Elwood, Atlantic 
City, N. J., delivered the invocation 
following the singing of “America.” 
The presiding officer declared the 
convention in session and officially 
welcomed members of both groups 
and their guests. As head of the 
wholesalers’ organization he thanked 
manufacturers for their continued 
participation in joint annual conven- 
tion and urged active participation 
in the discussions, saying in part: 
“Let us also develop courage and 
enthusiasm for the work to which we 
have devoted the best part of our 
lives. It is the power of enthusiasm 
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that stimulates action, which in turn 
makes things in this world move. No 
matter how powerfully a locomotive 
may be built, steam is required. 
Without the pressure of steam it does 
not function. 

“Personally I strongly feel that 
the time for intelligent enthusiasm 
and courage is at hand—steam is ris- 
ing in industry. Powerful forces for 
the stimulation of business in this 
country and abroad are being ap- 
plied. Results are becoming mani- 
fest. Commodity prices are gradu- 
ally stabilizing. The financial pres- 
sure to which industry was subjected 
is being relaxed. Gold, the basis for 
all credit, is again flowing into this 


country and many other signs point 
toward relief from the strain to 
which all business has been sub- 
jected. There is every reason to be- 
lieve they will multiply and increase, 
and I believe we can now look to the 
future with hope and confidence.” 

On behalf of the manufacturers 
Mr. Alverson responded and gave 
their welcome. Fred C. Kelly, Penin- 
sula, Ohio, made the principal ad- 
dress under the whimsical title, “Our 
Need for More Stupidity.” An in- 
formal reception and dancing fol- 
lowed. 

Tuesday morning each group held 
its own meeting. 


Tuesday Wholesalers’ Session 


In his annual message as president 
of the National Hardware Associa- 
tion, G. Sumner Wilson opened the 
jobbers’ Tuesday morning session, 
stating that the complexities of mod- 
ern business had been magnified dur- 
ing the past twelve months. He 
emphasized the importance of the 
convention theme, “Economy and 
Efficiency in Wholesale Distribu- 
tion,” saying in part: 

“We must consider our tasks and 
the changes everywhere apparent not 
only from our standpoint but also 
from the point of view of the manu- 
facturer and the retailer. As has fre- 
quently been emphasized at our meet- 
ings, our success is closely allied 
with the success of retailers. The 
day has passed when the retail mer- 
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chant can simply ‘have a store.’ He 
must do more than that. To be suc- 
cessful he must ‘conduct a business,’ 
and our problem in serving him is 
to determine how we can aid him to 
conduct his business with the great- 
est measure of profit. 
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“It has been estimated that the 
sale of hardware in 1929 totaled ap- 
proximately one and one-quarter bil- 
lion dollars. Wholesalers and retail- 
ers are mutually interested in having 
as much of this business as is pos- 
sible pass through regular hardware 
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channels. To accomplish that pur- 
pose both branches of the trade must 
give the utmost in service and func- 
tion with the greatest economy and 
efficiency. It is consequently impera- 
tive that wholesalers and retailers 
recognize the mutuality of their in- 
terests and as a result of my work 
during the past two years as presi- 
dent of our Association, I am con- 
fident in saying that our members 
are prepared and anxious to cooper- 
ate one hundred per cent with re- 
tailers who in a like manner will 
cooperate with them in making the 
wholesaler-to-retailer method of dis- 
tribution the most economic, efficient, 
and satisfactory means of getting 
merchandise from the manufacturer 





into the hands of the ultimate con- 
sumer. 

“Accomplishment of that objec- 
tive, however, does not rest entirely 
in the hands of the wholesaler and 
retailer. Manufacturers also must do 
their part by refraining from policies 
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which intensify the complexities of 
modern distribution and which make 
it difficult for the wholesaler and 
retailer to function naturally and 
with the. greatest degree of efficiency. 

“It is estimated that the purchas- 
ing power of this country has de- 
creased approximately twenty-five 
billion dollars since 1929. If that be 
true, it is impossible to expect that 
the public will absorb and consume 
commodities as rapidly as it did a 
few years ago. Consequently, the 
channels of distribution will be dis- 
rupted and disorganized if manufac- 
turers in their desire for volume 
pour into them surplus quantities of 
material. Under such conditions 
overflows and wash-outs of serious 
proportions are inevitable. These in 
turn will cause endless trouble, in- 
crease sharp competitive practices, 
and simply delay the adjustments 
that are necessary for everyone to 
again secure profit. 


Consumer Purchasing Power 


“A close study of consumer pur- 
chasing power and consumer outlets 
on the part of the manufacturer with 
the necessary adjustments in his pro- 
duction schedules with the view to 
avoiding accumulation of surplus in- 
ventories, is just as important as the 
economic functioning of wholesalers 
and retailers, otherwise all avenues 
will be clogged with merchandise. A 
broader understanding of that fact 
would be of material value, particu- 
larly under present conditions, as it 
must be realized markets that are 
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continually flooded with surplus or 


‘ distress stocks cannot be stabilized. 


“Increase in commodity prices and 
the rising values in the stock market 
foreshadow the return of better busi- 
ness. Increases in carloading is a 
sound development, while that of 
less-than-carload freight denotes the 
replacements of stocks that were ex- 
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hausted. According to a well-known 
authority (Ernst & Ernst) the finan- 
cial position of many of our leading 
corporations is much more liquid 
than in previous periods of readjust- 
ment. 

“For instance, the ratio of current 
assets, less inventories, to current 
liabilities of 468 large. corporations 
at the close of 1931 was 3.82 to 1, 
as against 1.87 to 1 at the close of 
1921. Moreover, this superior show- 
ing has been made despite the fact 
that dividend payments were rela- 
tively larger in 1931 than was the 
case ten years ago. 

“Merchandise inventories every- 
where are low and when business 
improvement is more clearly discern- 
ible, the liquidity of the large corpo- 
rations will enable them to freely 
anticipate their requirements, there- 
by swelling the demand for commod- 
ities of all kinds and providing in- 
creased employment for thousands of 
men in all sections of the country.” 

In conclusion Mr. Wilson ex- 
pressed his appreciation for the 
splendid assistance rendered by Sec- 
retary-Treasurer George A. Fernley 
and his office staff. 


Secretary’s Report 


Mr. Fernley then made his annual 
report, which was distributed in 
printed form. He read extracts from 
this report emphasizing certain 
points which he particularly wanted 
members to consider. From these we 
quote the following: “No longer can 
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the position of the hardware whole- 
saler be questioned—if indeed it 
ever could. Recent conditions have 
served to emphasize the wholesaler’s 
importance to the retailer and manu- 
facturer. They afforded the acid test 
in proving the fallacy of various 
schemes to supplant or circumvent 
him. 

“Retailers know from experience 
that they can depend on wholesalers 
to supply their needs and give 
prompt, adequate service at fair 
prices. They realize that by draw- 
ing upon wholesalers’ stocks their 
inventory investment can be substan- 
tially lowered, and their overhead 
proportionately reduced. 

“Manufacturers are also realizing 
that the cost of obtaining business is 
excessive when they attempt to sell 
direct, and that they can more eco- 
nomically distribute their line when 
the services of the wholesaler are 
utilized. This trend should be con- 
stantly fostered and encouraged to 
avoid unwarranted future criticism. 

“This year’s Overhead Expense 
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Chart shows a general average ex- 
pense of 22.78 per cent of sales. In 
past reports, however, 6 per cent on 
capital and surplus was included as 
an expense item. This item was omit- 
ted in the current report because of 
the objection of several members 
who, in accord with leading authori- 
ties, claim that such interest figures 
have no place in reports of this na- 
ture. Therefore, to compare this 
year’s average expense with the fig- 
ures of past years, it will be neces- 
sary to add 6 per cent. Thus, we 
find that the total for 1931 as shown 
on our comparative small chart be- 
comes 26.47 as compared with 22.19 
per cent for 1930. Figured on the 
same basis as 1930, the general aver- 
age net loss of reporting members in 
1931 was 5.08 per cent. With inter- 
est on capital and surplus elimi- 






nated, however, our Overhead Ex- 
pense Chart shows an average loss 
of 1.39. 

“Among other important trends 
indicated in this report is an in- 
crease in trucking costs from 0.72 
per cent of sales in 1930 to 0.83 per 
cent in 1931. Compensation and ex- 
penses of salesmen jumped from 
5.04 per cent in 1930 to 6.14 per 
cent in 1931, while bad debt losses 
reached the total of 1.35 per cent as 
compared to 0.82 for 1930. Simi- 
larly, returned goods showed an in- 
crease from 2.86 per cent of sales in 
1930 to 3.03 per cent for the year 
just past. 


Voluntary Chains 


“The Association made a careful 
study of this form of cooperative re- 
tail buying. Resulting facts clearly 
revealed that such organizations can 
offer but few, if any, advantages not 
now obtainable through established 
wholesalers. 

“We have long advocated the ad- 
visability of retailers concentrating 
their purchases. This will not only 
enable the established wholesaler to 
render greater service but will make 
possible the material reduction in 
distribution costs generally—espe- 
cially if retailers are educated to dis- 
count their bills within ten days as 
they are required to do in most co- 
operative buying organizations. 

“The established wholesale houses 
are operated by men of wide experi- 
ence and their years in business have 
better fitted them to serve the trade 
than any other known agency. 

“The functions performed by 
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wholesalers cannot be eliminated and 
time has demonstrated the fact that 
the most economical method of get- 
ting goods from the manufacturer to 
the retailer is through the large num- 
ber of efficient established whole- 
salers.” 
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G. E. Jennings, Wright & Wil- 
helmy Co., Omaha, Neb., made a 
brief report for the executive com- 
mittee. F. E. Pharr, Buhrman-Pharr, 
Texarkana, Ark., read a report pre- 
pared by A. L. Philbrick, The Cong- 
den & Carpenter Co., Providence, 
R. I., as chairman of the Overhead 
Expense Committee. Details of both 
reports were printed and distributed. 

Bringing a banker’s viewpoint to 
the convention, Alexander Wall, sec- 
retary, Robert Morris Associates, 
Philadelphia, told what a_ banker 
knows and wants to know about the 
wholesale hardware business. He ex- 
plained his organization as com- 
prised of three hundred of the coun- 
try’s largest banks, including all 
twelve of the Federal Reserve banks. 
Drawing on the archives of that 
group, the speaker explained a series 
of tables (printed and distributed at 
the start of his talk) that indicated 
the trend of the wholesale hardware 
business from the banking view. 
When asked by Secretary Fernley to 
sum it all up in a few words, Mr. 
Wall said the wholesale hardware 
business looked like a tough but not 
impossible business. At one point in 
his talk, he expressed the personal 
opinion that an upturn in business 
had started four months ago and 
that recovery would not be the long, 
painful process expected by so many 
prophets. His entire talk was quite 
encouraging to the convention, which 
realized that any encouraging views 
held by the speaker were prompted 
entirely by factual data available to 
him in his official capacity. It was 
announced that the National Hard- 
ware Association would publish Mr. 
Wall’s talk in full and send a copy 
to all members. 


The Banker’s View 


Among the interesting points cov- 

ered by the speaker are the follow- 
ing: 
“The banker wants to know when 
he sees the statement of the whole- 
sale hardware merchant whether that 
statement indicates a progress from 
the preceding statements, whether it 
indicates an increasing strength, or 
whether it indicates that that partic- 
ular house is backsliding. 

“The banker is particularly inter- 
ested in supporting credit. That is 
his business. Contrary-to the belief 
of a good many merchants, the 
banker is no longer a Shylock. There 
has developed within the last ten 
years, as the direct result of the col- 
lapse of 1920, a different kind of 
attitude in the credit business of pro- 
gressive banks. 

“You have been talking here this 
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morning about reducing expenses 
and you are going to pass out a ques- 
tionnaire as to how you will reduce 
expenses, and I dare say if you passed 
that kind of questionnaire to 4 group 
of bankers today, one of the princi- 
pal answers would be that the best 
way to reduce expenses and losses 
is to understand your customer’s 
problems and try to keep him 
alive. 

“During the last four years it has 
been my observation that more com- 
panies have been kept alive because 
there has been a greater intelligence 
in the handling of the problems 
based on a greater knowledge of 
facts than in any other crisis in this 
country. So, I can answer the ques- 
tion of what the banker wants by 
stating that he wants to make the 
credit department, the loaning offi- 
cers of his bank, productive by de- 
veloping business in one of two 
ways, preventing failure by coopera- 
tion with the business executive or 
by taking the smaller units in the in- 
dustry and from a composite knowl- 
edge that he may be able to get, 
helping them to grow intelligently 
and become really productive units.” 


Economies Effected 


Secretary Fernley then read un- 
signed written reports telling how 
various members had effected econ- 
omies in their own firms. Practically 
all reported salary cuts, many on a 
sliding scale. Other economies in- 
cluded: lower insurance due to re- 
duced merchandise stocks, curtailed 
trucking costs by using lighter and 
fewer trucks for deliveries, consoli- 
dated territories with fewer salesmen 
on reduced drawing accounts, five- 
day week for employees, reduced 
personnel and two executives re- 
ported cutting their qwn salaries 50 
per cent. 

The popularity of salary cuts as a 
move for economy and greater effi- 
ciency, as the question was asked, 
marked a contrast to a concluding 
comment of Mr. Wall when he said: 
“If I would leave any message with 
you, it is, don’t forget your pruning 
shears when the next revival comes. 
Keep your business close—but don’t 
be tight. I think the strangulation of 
individual initiative with too much 
cutting in salaries is a bad thing. I 
think it is just as bad to give too 
much salary to people who don’t 
deserve it. 

“I made the statement to the presi- 
dent of a bank in 1908, ‘If you will 
give me complete charge of your 
payroll, I will reduce the cost of the 
payroll 10 per cent and increase the 
salaries 10 per cent.’ I think that is 











the kind of thing to bear in mind, to 
pay the producer and not the lag- 
gard, but we don’t do that in good 
times.” 

J. D. Braswell, King Hardware 
Co., Atlanta, Ga., gave his experi- 
ences on the wholesale distribution 
of electrical appliances, radio and 
auto accessories through hardware 
channels, saying in part: 

“The automobile accessory end of 
our business for the last two years 
has shown a larger percentage of 
profit for us than any other line that 
we have. We attribute this more to 
the young man in charge of that de- 
partment because he stays with it. 
He buys his stocks in small quanti- 
ties and turns them over. We have a 
better turnover in that than in any 
other line. 

“In our radio department we do 
not try to job radios. We do a nice 
business with radios but only in a 
retail way. The electrical refriger- 
ator end of our business is handled 
on the same basis. 

“We got up some figures with the 
other companies who own refriger- 
ators and we actually found we sold 
second to the largest number of elec- 
trical refrigerators in the city this 
season. 

“Recently we put in an electrical 
washing machine department which, 
to our surprise, has gone over very, 
very well. We haven’t started job- 
ing those, but we are going to. We 
also carry a line of vacuum cleaners, 
and we do job vacuum cleaners and 
also retail them and we are doing a 
nice business on that, and I should 
like to say in our general line of 
hardware house furnishings that we 
find in the last six weeks that our 
business has increased about 33 1/3 
per cent all the way through and we 
feel, like almost everyone else, that 
we have got over the turn and we are 
going up the hill in place of sliding 
back, and I think all we will have to 
do is keep right on buying, and buy 
right, not like we used to. We used 
to think we couldn’t buy anything 
unless we bought a carload and now 
we do well if we buy enough to make 
a shipment, sometimes.” 


Electrical Appliances 


W. W. Stake, Bond Electric Corp., 
Jersey City, N. J., said electrical ap- 
pliances offered hardware dealers 
and wholesalers a great sales oppor- 
tunity and urged both factors to give 
this line greater attention. He 
stressed the attractive margins and 
the widespread consumer acceptance 
of electrical equipment. 

The final talk of the session was 
made by F. A. Walter, The Wagner 
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Hardware Co., Mansfield, Ohio, 
whose assignment was “Have recent 
changed conditions improved the op- 
portunity of hardware wholesalers 
and retailers to secure an increased 
volume of shelf automobile acces- 
sories?” Mr. Walter said in part: 
“The difficulty that we experience 
in getting this thing across is one 
that we attribute largely to our sales- 
men. It requires a peculiar type of 
salesman who is going to a dealer 
along with the regular line of hard- 
ware to sell him the idea. . . . The 
dealer looks to him, if he has not 
been handling this merchandise, to 
set him right on the kind of mer- 
chandise he should buy and stock. 
“We find that tires are about the 
best entering wedge when you are 
contacting a dealer you are trying 
to interest. Every dealer has an 


automobile and is interested in buy- 
ing tires for his own use, and natu- 
rally he wants to buy them at the 
wholesale price. If you can induce 
that dealer and show him the possi- 
bility of tire business, if he will 
stock a few of the more salable- 
sized tires, he is more accessible to 
stocking spark plugs. You can show 
him that if he will take the trouble, 
small expense and time to notify his 
trade that he is in position to supply 
that merchandise, that it will pay 
him. Many such have been devel- 
oped into very valuable dealers. 

“I believe when a dealer is select- 
ed with care and judgment and is 
stocked with items which are sure 
in the turnover, there is really a 
very fertile field for development 
along this line.” 


Manufacturers’ Tuesday Morning 
Session 


The annual address of President 
A. E. Alverson was the opening fea- 
ture of the Manufacturer’s Tuesday 
morning session. He said in part: 

“The year of 1932 has not been 
a happy one for anyone in business. 
New lows in prices, in volume, and 
in mental attitude have all too often 
colored the picture. In this long 
period of failures and liquidation, 
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we in the hardware industry should 
be proud of the fact that so few 
of our representatives have fallen by 
the wayside. 

“Ours is not a speculative indus- 
try. We have seldom known sky- 
rocket development with vast for- 
tunes growing over night, so we have 
not had the crunching thud of the 
stick returning to earth. 
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“T feel we are beginning to see 
the dawn of a brighter day. Our in- 
dustry reaches to all corners and any 
improvement anywhere must eventu- 
ally come to us. Marked improve- 
ments have appeared in the textile 
lines. Car loadings are showing bet- 
ter than the seasonal advance. A 
representative who just returned 
from the Pacific Coast reports the 
lumber industry much encouraged 
over two September price advances. 

“Bank failures have been material- 
ly reduced. Even the stock market 
reflects some degree of optimism if 
that is not too strong a word to be 
used now. 

“In the hardware industry, from 
talks with many factors, I believe 
the low was reached in June or July. 
August stepped upward and Septem- 
ber continued. National politics are 
a subject of keen interest but in just 
a few days that will be settled. 
Whatever the outcome of this elec- 
tion, it will represent the will of the 
majority. Therefore it should not 
deter business advancement. 

“Let us hope the improvements 
will continue until we can soon say 
‘That was a terrible depression.’ 
Perhaps it is safer and wiser to talk 
of the past rather than the future. 
Keep this thought in mind.” 

Dr. Arthur L. Faubel, associate 
professor of economics, New York 
University, then talked on “Taxation 
and Industry,” giving a complete 
picture of the costs of conducting 
our government, its needs and means 
of raising revenue and advocated in 
principle the general sales tax. Dr. 


Faubel’s attitude on the sales tax 
confirmed the editorial opinion of 
HarpwakE AGE as expressed in the 
Oct. 13 issue. Some of the facts he 
presented on government costs were 
discussed by A. I. Findley in the 
same issue. This talk was an out- 
standing contribution to the conven- 
tion and hit a very responsive chord 
even among those who oppose some 
of Dr. Faubel’s views on taxation. 
Space here does not permit an ade- 
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quate summary of this talk. It must 
be read in its entirety to be appre- 
ciated. For that reason it will be 
published in full in the Nov. 11 issue 
of HarpwarE ACE. 

A proper sequel to the appeal 
made by Dr. Faubel was presented 
by Col. Arthur F. Hatch, The Stan- 
ley Works of Canada, Ltd., Hamil- 
ton, Ont. He gave his observation 
of the operation of the sales tax in 
Canada, prefacing his remarks with 
the statement that he spoke neither as 
supporter nor opponent of the sales 
tax idea. 


Sales Tax in Canada 


Colonel Hatch indicated that, al- 
though the‘sales tax is no more 
popular in Canada than taxes are 
elsewhere, it is at present a neces- 
sity. Canadians hope it will disap- 
pear gradually as their expenditures 
fall and their income rises. The 
Canadian sales tax started with a 
rate of 1 per cent, rose gradually 
until the rate reached 6 per cent, 
then was reduced gradually during 
the good times again to the rate of 
1 per cent, and with the need of 
revenue, following bad times, it has 
gradually been raised again to 6 per 
cent which has been the legal rate 
since April 7, 1932. It was first 
established in Canada in 1920, its 
first form being really a turnover 
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tax, which was changed in 1924 so 
as to apply the tax on sales by 
Canadian manufacturers of finished 
goods ready for the ultimate con- 
sumer. Manufacturers were com- 
pelled to take out sales tax licenses 
which authorized them to purchase 
materials for remanufacture into tax- 
able goods for sale, free of sales tax. 

Under the present system whole- 
salers may obtain a license which en- 
ables them to sell to licensed manu- 


facturers for remanufacture without, 


being accountable for sales tax on 
such sales. When such a licensed 
wholesaler sells to non-licensees, he 
is only accountable for sales tax 
on the price he paid for the goods. 

The Canadian sales tax system is, 
he believed, a more simple system 
and presents fewer administrative 
difficulties than any other sales tax 
system of which he had knowledge. 
Colonel Hatch said Canadians are 
opposed to the sales tax in principle 
because in periods of world depres- 
sion, manufacturers must sell goods 
at cost in order to keep their fac- 
tory organizations together. In such 
cases the sales tax is a penalty. But 
when governments have exhausted 
every avenue of taxation, as Canada 
apparently has, the sales tax system 
as in operation there permits the col- 
lection of large additional revenue 
without undue expense to the gov- 
ernment. 


Trade Acceptances 


Declaring that the Trade Ac- 
ceptance system makes the buyer 
more independent and does not mort- 
gage his future to sellers for financ- 
ing services that should be rendered 
by a bank, E. W. Shepard, treasurer, 
Graybar Electric Co., New York 
City, told how his firm had since 
1918 encouraged customers who did 
not discount to give trade accept- 
ances. “Qur experience,” he said, 
“justifies the statement that they are 
sounder instruments to use than open 
accounts or notes, and do increase 
the net return on investment. 

“However, the terms in the elec- 
trical industry are too short for us 
to increase the volume of acceptances 
to a great extent. Terms are usually 
30 days net with allowances for cash 
discounts when payments are made 
in 10 days. But in those industries 
where terms are 60 days or longer, 
trade acceptances have a real func- 
tion to perform and business con- 
cerns cannot afford to ignore them.” 

Mr. Shepard then told of the bene- 
fits of the Trade Acceptance system 
to banks, sellers and buyers as fol- 
lows: 

Benefits to Banks—1l. This two- 
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name paper strengthens the security 
of loans. 2. Diversifies the risks. 
3. When discounted they transfer 
banking function to banks where it 
belongs. 4. Federal Reserve Banks 
will rediscount them. 5. Loans to 
one firm are not limited to 10 per 
cent of capital and surplus, as in the 
case of single-name papers. 6. 
Strengthen the position of bank cus- 
tomers (or borrowers). 

Benefits to Seller — Increase net 





E. W. SHEPARD 


Graybar Electric Co., 
Convention Speaker 


return on investment by (a) reduc: 
tion of credit losses. 
of Receivables Investment to cash 
which may be reinvested. 2. Dis- 
count rate should be lower than on 
single-name paper. 3. They are ac- 
knowledgments of debts. 4. Less 
capital needed. 5. May anticipate 
customer’s payments more closely 
and regulate his finances accord- 
ingly. 

Benefits to Buyers—1. Make them 
more independent. Their future is 
not mortgaged to sellers for a bank- 
ing service. 2. Estdblish a better 
credit position. 3. Competitive posi- 
tion improved by getting terms given 
to favored customers. 4. Will im- 
prove methods of buying and collec- 
tion of accounts. 

The chair then appointed commit- 
tees and the meeting adjourned. 


Group Meetings 


Tuesday afternoon the Mechanics’ 
Tools and _ Builders’ Hardware 
groups of the Manufacturers Asso- 
ciation held separate executive ses- 
sions. C. L. Gairoard, Kraeuter & 
Co., Newark, N. J., was chairman of 
the tool group. His program com- 
mittee chairman was John M. Wil- 
liams, Fayette R. Plumb, Inc., Phila- 
delphia, who was assisted by H. B. 
Wilson, Mathias Klein & Sons, Chi- 
cago, Ill., and A. E. Alverson, 


(b) Transfer 





Greenlee Tool Co., Rockford, Ill. 
The meeting was an informal discus- 
sion without prepared papers or 
scheduled speakers. 

P. F. King, The Stanley Works, 
New Britain, Conn., was chairman 
of the Builders’ Hardware Group 
Program Committee. He was assisted 
by W. B. Dodge, Yale & Towne Mfg. 
Co., Stamford, Conn., and V. H. 
Whiting, Norwalk Lock Co., South 
Norwalk, Conn. Robert D. Kohn, 
chairman, National Construction 
League and a past president of the 
American Institute of Architects, ad- 
dressed this group in a short talk, 
“A Look Ahead in the Construction 
Industry,” from which we quote the 
following extracts. 

“The majority of people seems to 
have no idea other than to find the 
way back out of our present sad 
state and into the happy conditions 
that were supposed to have prevailed 
in 1928. It seems to me that anyone 
that has even a faintest realization 
of the causes of our fall must hope 
for a new course of action and a 
new direction for our constructive 
effort. More than that, we ought to 
acknowledge that it would be simply 
deplorable if we were to go back to 
the methods that prevailed during 
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the so-called prosperity, a prosperity 
for a minority. We would only be 
heading for another fall worse than 
the tumble we have just had. 


* * * * 


“In the construction industry we 
have a particularly difficult task to 
face. As an industry we have gradu- 
ally allowed ourselves to be pushed 
into a perfectly helpless position. We 
are no longer the masters of our 
work. We are the servants of a 
control; frequently unintelligent, 
sometimes very mistaken and some- 
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times even iniquitous. Promoters 
and speculators have gotten their 
grip on construction as a medium 
for their own advantage as once 
many years ago they used the rail- 
roads. The blow has been a bad 
one, but it is in no Pollyanna spiril 
that we may say that from this 
crushing blow some good may result 
if all of us confess our sins, discover 
our mistakes and try to mend our 
ways. But we cannot do this alone. 
Every part of industry, every pro- 
fession, by group action must study 
the failures in the performance of 
its own function. 
* * * * 


“Little by little we are working to 
bring together locally and nationally 
the various elements of the construc- 
tion industry so that each may un- 
derstand better the other’s function 
in relation to his own. Eventually 
ways will be found whereby the in- 
dustry can in some small degree 
finance its own well - thought - out 
projects rather than to be solely de- 
pendent on the whim of the present 
frequently unenlightened financing. 
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There will surely come out of this a 
basis for study of a planned produc- 
tion in this important field of con- 
struction; a production which will 
be directed toward social need rather 
than solely motivated on maximum 
profits. 


* * * 


“How will the coming years affect 
a group like yours? While it is 
dangerous to prophesy, I dare to 
make the statement that during the 
next five years the whole trend of 
construction will be away from ex- 
travagance and towards simplicity. 
It seems to me that luxury articles 
have been overproduced, but that 
underproduction actually exists in 
those classes of goods that should be 
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provided for the people in the lesser 
income group. For instance, we 
know that only the upper third of 
the population has ever been con- 
sidered in the field of housing. Actu- 
ally two-thirds of the people of the 
United States have lived in left- 
overs. It seems to me that a certain 
percentage of those people can and 
must be provided for in low cost 
housing during the next decade. That 
sort of development will probably 
provide the major field for building 
activity in the near future. As a 
consequence it seems to me that some 


effort must be made to produce well 
designed, simple, solid and substan- 
tial articles, rather than the costly 
and elaborate. In other words, it 
would appear as if we must set our- 
selves toward a very large market 
that has been neglected in the past 
—the market of the medium and 
low cost building product rather 
than to keep on in the way of the 
last ten years when almost every- 
thing was designed for the well-to- 
do; or made cheaply and badly in 
imitation of a more expensive prod- 
uct.” 


Wednesday Morning Joint Session 


Wednesday morning the two asso- 
ciations met in joint session with 
presidents Alverson and Wilson di- 
viding the honors and duties incident 
to the chairmanship of the meeting. 
This session studied steps to be 
taken to effect economies throughout 
the industry. The subject was di- 
vided into three parts. A retailer, 
a wholesaler and a manufacturer, 
each speaking for his respective 
group in the industry, addressed the 
meeting in the order named. 

Hugh F. McKnight, Pittsburgh, 
Pa., president of the National Retail 
Hardware Association, took the lead 
with the subject “Steps Which Can 
Be Taken by Retailers Which Will 
Effect Economies for Wholesalers 
and Manufacturers.” 

Mr. McKnight made a plea for 
what he termed the “forgotten hard- 
ware man.” Prefacing his remarks 
with the statement that he had been 
pointedly asked not to criticize 
either one of the great links in the 
chain of hardware distribution, he 
said that if criticism did get into his 
talk that it was not purposely so but 
that if the shoe should fit it might 
be put on; that it might benefit the 
jobber or the manufacturer, regard- 
less of whom it might fit. 

The speaker reviewed briefly the 
many functions of the National Re- 
tail Hardware Association, such as 
margin and stock control, budgeting, 
store arrangement, accounting, etc., 
and said that although the associa- 
tion could but suggest the use of 
these approved methods, those who 
had adopted them have not only 
helped their jobbers but had become 
better merchants. 


Hardware Simplification 


Simplification as applied to the 
elimination of some slower moving 
lines of merchandise was pointed to 
as one endeavor of the association 
which if more generally used would 


greatly benefit the jobber and manu- 
facturer through larger orders and 
reduced distributing costs. Elimina- 
tion of some missionary salesmen, 
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concentrated buying, merchandise 
control—all were mentioned as de- 
sirable aids to more economical dis- 
tribution. The speaker referred to 
the card system used by some mem- 
bers of the association in connection 
with their merchandise control. 

Under the heading of “Competi- 
tion,” Mr. MeKnight referred to the 
shifting of the channels of distribu- 
tion in some lines carried by the 
hardware merchant. The salesman, 
the jobber and the manufacturer 
should in turn endeavor to help the 
dealer with his problem of meeting 
competition. He stated that “buying 
backwards” is going to be more 
prevalent than it has been in the 
past. Some manufacturers and job- 
bers, he said, are helping the dealers 
wherever possible. 

The “forgotten hardware men”— 
those in the smaller towns, said the 
speaker, are the men who depen‘ 
entirely upon the jobbers for their 
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information, their merchandise and 
advice. Their distribution of hard- 
ware has been of very considerable 
percentage in past years and they 
have been more or less successful. 
They have really been quite a factor, 
greatly felt in their communities. 
While individually their sales have 
been comparatively small in volume, 
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their aggregate is large and they 
conduct stores the volume of which 
runs about $15,000, or less, to 
$40,000 per year. In many cases 
they are the general factotum of 
their business, their wives and chil- 
dren help at lunch time and after 
school. Usually they never take a 
vacation, haven’t time to attend their 
State Hardware Association Conven- 
tions; in fact, they are not even mem- 
bers, many of them, because they 
feel that the expense entailed is 
too much for them and they also 
feel that the services rendered by the 
associations are too high hat for 
them to apply to their small busi- 
nesses. 

The main complaint of these deal- 
ers seems to be that they cannot get 
merchandise to sell at a price to com- 
pete with the other channels and 
with urban centers. Here is where 
the jobbers come into the picture. 
“Frankly,” said Mr. McKnight, “it is 
a hard nut to crack. I have no solu- 
tion for it. The traveling salesmen 
should make their reports and then 
it is up to the jobbers and manufac- 
turers to help these forgotten dealers 
when they have the details they want. 


Unethical Practices 


“There are some unethical prac- 
tices in the entire hardware frater- 
nity. I do not except the retail,” 
continued the speaker. “I stated 
when I started out, I was muzzled. 
I am not permitted to take this up. 
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. . . I hope I have given you some 
thoughts that may be worth while, 
but I am sorry that I couldn’t give 
you some of the ideas I had, but my 
muzzling in the first place would not 
permit me to do that after I had 
accepted the invitation to speak.” 

Presenting the wholesaler’s recom- 
mendations under the title “Steps 
Which Can Be Taken by Wholesalers 
Which Will Effect Economies for 
Wholesalers and Retailers,” C. J. 
Whipple, president, Hibbard, Spen- 
cer, Bartlett & Co., Chicago, IIl., an- 
nounced at the outset that there had 
been no attempt made to muzzle him 
nor to censor his remarks. 

“Many of our difficulties in dis- 
tribution,” said Mr. Whipple, “seem 
to come when attempts are made to 
combine the three distinct functions 
—manufacturing, wholesaling and 
retailing. Wholesalers who have ex- 
perimented with manufacturing usu- 
ally have their fingers burned, and | 
think, perhaps, the same thing could 
be said about their experiments with 
retailing. Manufacturers who at- 
tempt to both produce the goods and 
do their own wholesaling, as a rule, 
are not successful either, particularly 
with hardware items. Last of all, the 
retailer who attempts either whole- 
saling or manufacturing is treading 
upon dangerous ground.” 

The speaker said it had been pret- 
ty effectively demonstrated that the 
efficient wholesaler provides the most 
economical link between manufac- 
turer and retail outlets; that there 
are few hardware items sold at 
popular or competitive prices that 
are distributed by the manufacturer 
direct to the dealer; and that the 
manufacturer needs the help of the 
jobber to secure the necessary low 
distribution cost on such competitive 
articles. Mr. Whipple continued in 
part: 


The Wholesaler Knows 


“An efficient wholesaler can keep 
in such close touch with his cus- 
tomers that he can know better than 
any manufacturer what is salable 
under changing conditions in each 
territory; and most important, under 
present conditions, he can know 
what each retailer can afford to buy 
and how he can pay. A manufac- 
turer calling upon a retailer four or 
five times a year cannot have the 
contact of a wholesaler calling every 
two or three weeks and selling the 
retailer the product of many manu- 
facturers instead of one. I have said 
an efficient wholesaler can know 
what is salable. He should know 
and he should buy what his cus- 
tomers can sell instead of selling 
what he buys. In other words, he 


should buy from the consumer back- 
wards instead of selling from the 
manufacturer forwards. This does 
not mean to buy only goods for 
which he has calls. His buyer can 
frequently learn from manufacturers 
of new items that his customers can 
sell. It is part of the function of an 
efficient wholesaler to do his part as 
a service to his customers in present- 
ing such items to them. 

“T believe it is good policy for a 
wholesaler to jealously guard his 
functions and that any shifting of 
them to manufacturers for a tempo- 
rary saving is dangerous. An im- 
portant function is to carry a stock 
sufficient to fill orders from his cus- 
tomers. When a _ wholesaler by 
placing frequent orders in retail 
quantities and demanding immediate 
shipment requires a manufacturer to 
carry a jobbing stock he is weaken- 
ing his own position. When he goes 
further and asks the manufacturer to 
ship direct to retailers items that he 
should have in stock, he is adding to 
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the cost of distribution because these 
direct shipments cost the manufac- 
turer more than it would cost the 
wholesaler to ship them with other 
goods from his stock. One step, 
therefore, which improving condi- 
tions may enable wholesalers to 
take, is to anticipate their wants and 
order in large enough quantities to 
provide a stock suflicient to supply 
the wants of their customers without 
expensive shortages. This will re- 
duce their cost and the manufactur- 
er’s cost. 

“There would be few critics of our 
present channels of distribution if it 
could be done at lower cost. The 
explanation that service rendered by 
distributors makes these costs neces- 
sary does not adequately meet the 
situation today, particularly when 
we see more and more of the busi- 
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ness that formerly went through 
hardware channels diverted to some 
other type of distributor. Therefore, 
it seems to me that the key to our 
problem is to find what makes these 
costs necessary. 

“An analysis of the expense in- 
volved in wholesaling indicates that 
our activities are scattered over too 
wide a variety of items. The result 
of this automatically brings too 
small a sale per item and too large 
a percentage of handling cost. I be- 
lieve that the same situation applies 
to the manufacturer and that manu- 
facturing costs are too high because 
a manufacturer has too small a vol- 
ume on a given item. Very different 
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costs are obtained when‘ the volume 
reaches a point where maximum 
efficiency is attained. 

“In the past there has not been a 
sufficient analysis of what the con- 
sumer actually wants. Each year 
manufacturers bring out a_ great 
quantity of new merchandise but sel- 
dom think of discontinuing old lines. 
New articles have been put on the 
market based upon the factory’s 
facilities for manufacturing rather 
than the needs of the user. While 
some manufacturers have made con- 
scientious efforts to reduce the vari- 
ety, by far the greater number con- 
tinue to confuse the wholesale buyer 
with altogether too great an assort- 
ment. A study of the stock records 
of wholesalers brings to light the 
fact that in most lines of merchan- 
dise the greater part of the business 
is done on a very small proportion 
of the items carried. Further anal- 
ysis shows that in the various lines 
of merchandise there are distinct 
price ranges, proving a consumer’s 
preference. Too little attention has 
been paid to price lining. Wholesale 
buyers continue to buy what the fac- 
tory offers. If they do not, the maker 
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‘high pressures’ the retail dealer by 
means of missionaries. Incidentally, 
if the article was really good, the 
missionaries would not be needed. I 
think it is up to the manufacturer to 
study the consumer’s preference and 
not to urge the wholesaler to carry 
an item where he has not proved to 
his own satisfaction that there is a 
reasonable demand for it. 

“Wholesalers also are led into too 
great a variety by the belief that it 
will increase their volume and re- 
duce their overhead. The opposite is 
generally the case. Unless the whole- 
saler can increase his capital, he se- 
cures the greater variety at the ex- 
pense of reducing his stock of the 
items he is already selling. The 
greater variety increases his over- 
head and if his capital is not suff- 
cient to carry an adequate stock of 
the greater variety, resulting short- 
ages greatly increase his expense. 
Goods sold and not delivered quickly 
eat up profit. This does not mean 
that an efficient wholesaler will not 
add new lines that he can profitably 
sell in sufficient volume, but that he 
should be equally vigilant to com- 
pensate by dropping those lines that 
are no longer necessary. 


The True Cost 


“T believe it reasonable to assume 
that wholesalers, in order to even- 
tually fit into a proper scheme of 
distribution, must start with a true 
cost on the merchandise that they 
handle. By that I mean the actual 
amount in dollars and cents that it 
costs to produce the merchandise in 
an efficient factory by efficient meth- 
ods, plus a reasonable profit. Any 
price is the sum of costs and costs 
are the result of methods. If a manu- 
facturer is not efficient, that ineffi- 
ciency is passed on to the whole- 
saler in the price he pays for the 
goods and in these cases, at the very 
outset, the wholesaler is_ starting 
under a handicap. Proper manufac- 
turing accounting would allocate 
costs strictly in accordance with the 
actual expense involved. Legitimate 
wholesalers should protest upon pay- 
ing a price that includes the manu- 
facturer’s expense of maintaining 
contact with small dealers, branch 
warehouse stocks, missionaries, and 
other factors of this kind that should 
not enter into the real cost of selling 
an efficient wholesaler. In this con- 
nection, I would recommend that cer- 
tain manufacturers make an analysis 
of their costs of handling chain store 
business and by that I mean cases 
where they undertake the wholesal- 
ing themselves and ship direct to 
individual stores in relatively small 


quantities. I would also recommend 
that wholesalers recognize the fact 
that when a manufacturer assumes 
the wholesale function of distribut- 
ing to retail stores either in chains 
or otherwise without charging for it, 
he cannot be quoting a true cost to 
wholesalers. 

“Most of the costs of wholesalers 
are dependent upon physical factors 
rather than values. Cost analysis 
brings out the fact that the real unity 
of expense is the item or the package 
rather than a percentage of the 
value. Further operating economies 
are well-nigh hopeless unless this 
fact becomes understood and, in all 
frankness, I do not think that here- 
tofore I have explained this clearly. 
Several years ago when I spoke here 
my subject was “To What Extent 
Does Quantity Influence Net Profits.’ 
I repeatedly emphasized the fact that 
I was talking about individual items 
and the quantities in which they were 
sold and was not referring to orders, 
but when one of the prominent trade 
papers reproduced my talk, they 
used as a headline ‘Small Orders 
Constitute the Weakest Factor.’ Re- 
duction in cost comes to a much 
larger extent from increasing the 
quantity of each item on an order 
than from increasing the number of 
items. 

“One of the principal expense 
items of a jobber is packing. It re- 
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quires not only the cost of labor and 
packing material, but also the main- 
tenance of bins and shelves for open 
stock. This expense can largely be 
reduced by the cooperation of manu- 
facturers in preparing packages to 
have the merchandise in small 
enough quantities so that the jobber 
may in turn ship to the dealer with- 
out repacking. During the last few 
years, with the advent of low-priced 
fiber cartons, considerable progress 
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has been made along these lines, but 
there is still a lot of work to be done. 
Jobbers must understand and _ be- 
lieve in the plan of selling full pack- 
ages at a lower margin than when 
the original package is broken. We 
have made material progress along 
these lines in my own company and 
could go a good deal further if we 
had the support of other jobbers and 
manufacturers. Cost analysis shows 
that no wholesaler can profitably 
handle items of low unit value un- 
less they are sold in reasonably large 
quantities. By that I mean that in 
the case of items that retail at 5c., 
the jobber should sell them to the 
retailer in quantities of 14 gross; 
10c. items 14 gross, and 25c. items 
1 dozen. Unless this low-priced mer- 
chandise is sold in the quantities I 
have indicated, it is necessary to 
have a lower than average handling 
cost, or a higher than average mark- 
up, in order to make the transaction 
profitable. I am certain that I could 
convince anyone in this audience of 
that fact by showing him the figures 
we have secured from our actual ex- 
perience and which are not based 
upon theory. 

“Summing it up, the greatest op- 
portunity for effecting economies in 
manufacturing and wholesaling lies 
in increasing the unit sale. We can- 
not efficiently serve as wholesalers 
when we are expected to fill retail- 
ers’ orders with the minute quantities 
they have ordered in the last few 
years. A smaller variety of mer- 
chandise for the manufacturer, the 
jobber and the dealer and a careful 
study of what the consumer in a 
given locality actually wants, offers 
the means of bringing this about.” 


G. B. Durell Speaks 


Completing the formal presenta- 
tion of the session theme, Geo. B. 
Durell, president, American Fork & 
Hoe Co., Cleveland, Ohio, took the 
subject, “Steps Which Can Be Taken 
by Manufacturers Which Will Effect 
Economies for Wholesalers and Re- 
tailers.” but exercising his preroga- 
tive in the matter, changed it to 
“How Can the Legitimate Hardware 
Business, viz., the Manufacturing and 
Selling of Good Hardware, Be Pre- 
served and Continued in a Way to 
Render Satisfactory Service to the 
Consumer; and at the Same Time 
Yield a Fair Profit to the Manufac- 
turer, Wholesaler and Retailer of the 
Same?” Mr. Durell said in part: 


“You will note that I say good hard- 
ware. You all know what is meant by 
that term. Not the spurious, catch- 
penny, under-size, under-quality junk 
that is being foisted on the market to- 
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day by time-serving interests, but the 
old-fashioned, durable, quality hard- 
ware that is a credit to the manufac- 
turer to sell and a satisfaction to the 
consumer to buy, and which in use 
will fully render the service that the 
buyer expects of it. Hardware of that 
quality is now and should always be 
the principal merchandise handled by 
the legitimate hardware store. I think 
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a hardware store should also have 
some of the poorer stuff to satisfy any 
insistent demands that may arise for it, 
but this poorer stuff should never be 
sold except with a full disclosure of its 
shertcomings. Differentiate the sale of 
good hardware from poor hardware 
and let the cutthroat stores continue to 
sell their riffraff. Remember that it is 
the satisfied customer that builds up 
your business. Sell him one good ar- 
ticle and he will return to your store 
for another, and tell his neighbors 
about it, and the latter also will come 
to your store. That is the only way to 
build up a permanent and successful 
business. 

“You will note also that I have 
specified ‘satisfactory service to the 
consumer’ in the title of my paper. I 
do that for the reason that, in my 
opinion, the consumer hag in the past 
received too little consideration in the 
conduct of the hardware business and 
in the deliberations of our associations. 
Did you ever stop to think that the 
consumer is the only necessary factor 
in the hardware business? He is the 
person upon whom all the other fac- 
tors depend; without him, the others 
could not exist. And, furthermore, he 
could get along without us, if neces- 
sary; and there was one time in the 
history of the world when he did get 
along without us. In other words, it is 
conceivable that he could be manufac- 
turer as well as consumer. And in that 
contingency there would be no need of 
wholesaler or retailer. 

“T think we should consider the con- 
sumer oftener in hardware matters, and 
give him a chance to express his views 
when matters come up affecting the 
products he uses and which we make 


and sell. Talk about the forgotten man. 
Here he is. 

“T do not know just how many years 
these associations have been meeting, 
but I know it is a great many. And I 
think we all believe that during these 
years there has been a great amount of 
hard, conscientious and unselfish work 
done by the officers and members of the 
associations in studying and improving 
the hardware business. 

“While most of the officers and mem- 
bers deserve our approbation and 
thanks for their effective work, I think 
that the Hardware Council especially 
is to be commended. The studies and 
investigations that it has made, the 
conclusions to which it has arrived, 
and the suggestions and recommenda- 
tion which it has advanced are marvel- 
ously complete and clearly expressed 
in the pamphlets it has published. If 
the suggestions and recommendations 
which it has made could be generally 
adopted, I think the answer to the 
question which is the subject of my 
address would be pretty effectively 
given. 

“But the question that now arises is 
whether those suggestions and recom- 
mendations can be generally adopted. 
Because these are voluntary associa- 
tions, there is no way to force the 
members of these associations to any 
specific line of conduct or methods of 
doing business. The only way to effect 
this is by appealing to the sound busi- 
ness judgment of the members and to 
demonstrate to them that they can build 
up a more permanent and profitable 
business, if they will, in general, adopt 
these suggestions and recommendations. 

“What we need, in my opinion, to 
bring about that happy result, is what 
might be called an executive body. The 
Hardware Council, as constituted to- 
day, is only an advisory or legislative 
body. It has done splendid work; 
in fact, none better, I think, could have 
been done. But its efforts will yield 
no fruits unless the suggestions and 
recommendations it has made are 
generally adopted. 


Suggests Broadening of Mem- 
* bership and Powers 


“T therefore suggest either the broad- 
ening of the membership and powers 
of the Hardware Council or the crea- 
tion of a supplementary body (which, 
as a suggestion, might be called the 
Hardware Federation), for the purpose 
of making a dynamic effort to have 
these suggestions and recommendations 
generally adopted by all three factors 
in the hardware business. This body 
might function both as the supreme 
court and the executive body of the 
hardware associations. In other words, 
the recommendations of the Hardware 
Council could be referred to them and, 
if approved, this body could, by moral 
suasion, endeavor to get those affected 
by such recommendations to adopt 


(Continued on page 41) 
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Editor’s Note: 


We submit the following table of values of manufactured hardware and affiliated 
lines, compiled by Oliver Brothers, Inc., New York and Pittsburgh, for their clients and 
reproduced by us because of the valuable data given and which we know will be wel- 
comed by our readers. 


This table of values applying to manufactured hardware will, we are sure, prove 
to be a valuable supplement to the table of values of iron, steel wire and metal mate- 
rials —Editor, Hardware Age. 


Comments: The prices shown in this table of manufactured hardware and affili- 
ated lines represent the price fluctuations over the period indicated, and we believe 
will be interesting to hardware merchants. Some manufacturers of special brands may 
have obtained prices different from those indicated. 
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239 West 39th Street, New York City 


TABLE of VALUES of MANUFACTURED - 





March 1912 to September 1932 


Compiled by 





OLIVER BROTHERS, INC., New York, N. Y., and Pittsburgh, Penn., U. 



















































































































































































































































































Item Mar. Dec. Mar. Dec. July Nov. Jan. Sept. Aug. Mar. Sept. Dec. Dec. Dec. 
No. MATERIAL Unit 1912 1913 1915 1916 1917 1918 1920 1920 1921 1922 1922 1923 1924 1925 
1 2 a ee a 100 Lb. 1.35 1.50 1.35 3.40 5.00 3.90 3.60 5 00 3.00 2.10 2.80 3.15 2.80 2.80 
2 ne) er ae —. foe. i. ee ate ue 1.90 2.15 1.70 4.75 7.00 4.90 5.50 7.50 4.15 3.00 4.05 4.00 3.75 4.00 | 
3 Se NE TR NS IER Gc tories ow 0h e's 4 ois oo dd weed oeie ae eee 100 Lb. 1.80 1.90 1.65 4.00 6.50 7.50 6.25 7.25 5.25 4.50 4.75 5.75 5.25 5.75 
4 Striking hammers, Oregon pattern, 6 Ib..............0.00e0eeeee on Aa gal gay Rel Rs el 4.74 3.54 7.50 10.80 10.80 9.23 10.80 7.88 6.41 7.29 8.75 8.10 8.75 
5 PN SMR. So ris ieee ss sb 5 ssc anes desace seas csaias Doz. 2.43 2.43 1.87 4.86 7.29 9.00 7.69 8.55 6.08 4.86 5.40 6.20 LF 6.10 
Me OE 77 En er ab kone 100 Pcs. 1.35 1.51 1.32 4.26 4.97 3.83 4.05 5.33 2.13 1.68 2.81 2.43 3.04 3.04 
7  |Hot pressed nuts, square, blank, %4 in...............00eeeeeeeeee Te Monks eink | 2.00 2.60 2.20 6.30 6.50 6.50 6.50 8.50 3.77 3.25 5.10 5.20 4.95 4.95 
8 iron turmmbuckies, 1 in. with ettib ends... ........5 cee ccswessece 100 Pcs. 28.59 27.80 26.34 45.58 57.20 57.20 61.60 70.40 50.16 39.60 48.40 39.80 41.80 49.50 
9 [Spring ee EE EON 2 Oe oe. 5 0 5.cs bs ab os pasos nan saemeee 1000 Pcs. 0.42 0.44 0.41 0.78 0.96 1.02 0.78 1.16 0.70 0.52 0.65 1.05 0.68 0.75 | 
10 lSmall SONG EOI, PRU Os SI OENO Sg aici bisiais bie hae ope 8's e oieie non 100 Lb. 2.31 2.56 2.40 7.92 8.21 7.20 7.20 8.80 4.79 3.70 5.44 5.10 4.36 4.10 
11 Upholstered cut tacks, No. 4, blued, in bulk*.................... 100 Lb. 4.22 5.20 4.96 11.60 16.25 15.10 17.15 18.15 13.00 11.75 12.75 12.40 14.30 14.55 
12 Wood screws, flat head, iron (new list prices Jan. 3, 1928)......... Per Cent Off List 0.9297 0.926 0.9198 0.82 0.784 0.784 0.82 0.784 0.8502 0.8847 0.8577 0.8335 0.835 0.87 
13 os OR a ee ae ree ree eae e Doz. 3.83 4.31 3.90 6.05 8.50 bw ee | 10.90 12.90 10.90 9.90 7.41 9.16 9.16 8.47 
14 Ball tip, loose pin, steel butts, 344 x 34............... cece eee Doz. Pr. 0.55 0.64 0.61 1.32 1.75 1:75 2.20 2.20 1.70 1.55 3.55 1.90 1.70 1.44 
15 Dene Wenbe Gette, Bn: MMEIOW., ©... onc ec cece es cece sdesces Gross P1, 3.38 3.38 3.80 7:17 IAT 7.81 7.02 7.02 6.33 5.49 6.33 7.20 7.20 7.20 
16 _|Stillson SPUN GUPERINNOR FED BN 6 oo oasis oo dic ove eo sesieeee swind Doz. 4.87 4.87 4.75 7.70 9.00 10.00 10.00 11.81 9.87 8.78 8.78 9.00 7.50 7.50 
17 Monkey wrenches, knife handle, 10 in...................eeeeees Doz. 4.33 4.32 4.32 VER 10.49 11.66 11.88 13.20 10.69 7.33 7.12 9.62 9.62 9.62 
18 TIS NS os os ho nowine Su Sis win $.0.bice ss penned aesuis Doz. 1.13 1.13 1.13 1.89 2.09 2:73 2.39 2.66 2.27 1.70 1.89 1.75 1.89 1.89 
19 |Carbon twist drills, 4 in., round straight shank, Jobbers Lengths. . Doz. 0.85 0.85 0.79 1.14 1.42 1.46 1.39 1.39 1.30 1.08 Q73 0.97 1.11 1.11 
20 |Chisels, plain handle and edge, 1 in. socket firmer................ Doz. 1.97 1.97 3.71 4.01 4.70 5.35 5.35 5.49 5.49 5.49 5.35 5.35 5.34 
BR I, ME NEIIID 6 65 oo 5 05.0 6 0'eiw 5 vob nie bso do sland eieinniow'e Lb. 0.18% 0.20% 0.19 0.41 0.42 0.48 0.29 0.2914 0.19 0.18% 0.1914 0.19 0.2134 0.21 
22 «© {Post-hole diggers, Mareken pattern......... 2.2.0. ccscccccsecseccs Doz. 4.75 6.00 5.00 6.00 9.00 12.50 13.00 17.00 12.50 10.00 10.00 11.50 11.50 11.50 
ee Se A rare errr re err ees Doz. 24.00 24.00 25.00 27.50 27.50 36.00 34.80 48.00 48.00 48.00 48.00 48.00 48.00 48.00 
24 ~ |Wire rope, cruc. cast steel, 6 strand, 19 wire, 54 in. diameter....... 100 Ft. 5.32 4.79 4.41 9.98 11.90 11.55 9.28 9.28 7.81 7.81 7.81 8.62 8.62 8.62 
25 |Poultry netting, 2-in. mesh, 19-gage wire, galvanized after woven... Roll of 600 Sq. Ft. 1.97 1.97 1.69 3.47 3.47 4.13 4.13 4.13 4.13 3.51 3.51 3.76 3.53 3.33 
26 |Wire screen cloth, 12 mesh, black, less than carload............... 100 Sq. Ft. 1.10 1.10 0.90 1.60 1.75 1.95 2.05 2.05 2.05 1.80 1.80 1.95 1.80 1.70 
27 Galvanized water pails, 10 qt., light pattern, less than carload...... Gross 18.14 28.74 33.60 45.97 40.32 50.40 24.19 22.98 22.98 24.19 25.53 26.88 
28 |Enameled cast iron sinks, flat rim, 18 x 30...............02-0e0es Each 1.80 1.80 1.80 2.57 3.35 4.45 4.55 5.00 4.10 3.85 3.85 4.05 4.05 4.05 
29 Finished brass compression bibbs, standard pattern, for I. P. 54 in.. Doz. 3.58 3.67 3.59 6.30 7.18 8.60 9.58 10.77 6.80 5.67 6.30 6.80 5.98 5.98 | 
30 |Axes, unhandled, first quality standard grade, single bit, base...... Doz. 4.50 5.75 3.50 8.50 11.50 13.50 14.50 16.00 12.00 12.00 11.00 10.75 12.00 10.50 | 
31 jPlain tin wash basins, 13 in., stamped{..................2ssecee8 Gross 6.03 10.44 10.44 10.44 17.16 17.16 14.60 13.90 13.90 | 13.90 13.21 13.21 
| Ee a ee a ee ee Each 6.00 7.00 7.50 8.00 9.00 9.00 7.50 7.50 7.50 7.69% 7.6914 7.69% | 
33 Lawn mowers, 14 in., ball-bearing, medium grade...............-. Each 2.90 3.60 3.60 5.00 5.50 7.50 6.40 6.40 6.40 7.00 6.40 6.40 | 
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Compiler’s Note: 


We have reduced lists and discounts to unit prices or unit quantity prices as the 
case may be, and in doing this we have taken into consideration the fact that the list 
prices on some items have been changed from time to time and the net prices shown 


are based upon the lists and discounts in effect on the dates given. 


The figures oppo- 


site the subject Wood Screws represent the discounts reduced to a unit percentage. 
The prices shown represent what would be recognized as a reasonable wholesale price 
allowed by the manufacturer to the wholesale merchant (the jobber). 


The lowest average prices will be found in column under “March, 1915,” although 
lower prices on some commodities are to be found in other columns. ; 


The highest prices are to be found distributed between “July, 1917, and Septem- 


ber, 1920.” 


during 1918, 1919 and 1920. 


We believe a study of the prices shown in this table of manufactured hardware, 
in conjunction with our TABLE OF MARKET VALUES of iron, steel wire and metal mate- 
rials, would be time well spent to those who are familiar with the materials entering 
into the manufacture of the finished product. 


Many of the highest prices were put into effect after the war had ended, 


OLIVER BROTHERS, Inc. 
New York-Pittsburgh. 

































































































































































































































































Dec. Dec. Dec. Dec. June Dec. Dec. Dec. July Dec. Sept. Item 
1923 1924 1925 1926 1927 1927 1928 1929 1930 1930 1932 MATERIAL No. 
3.15 2.80 2.80 2.90 2.90 2.80 2.80 2.80 2.80 2.80 2:00 > RSGeel OMLOMG OPUS Te EDK io sc 5 sive ce vcisieveessvsieescccwescene 1 
4.00 3.75 4.00 4.25 3.81 3.81 3.81 3.81 3.43 3.43 . 347 CME CIONUNs @RNUETO TIE) 94 Bh B5G. «i 5 oiic dake saision es ecicreensescs 2 
5.75 5.25 5.75 5.25 4.99 4.99 5.89 5.89 5.89 5.89 7 5.89 4 een NICE ITEMS 525-55. 55c0.0/ pis above args ne siale oar aiid are Sioisioeiere ace 3 
8.75 8.10 8.75 8.10 7.70 7.70 0.70 0.70 0.70 0.70 De 0.70 | Striking Hammers, Oregon pattern 6 Ib... ......... ccc ceccesccece 4 
6.20 5.71 6.10 6.00 5.70 5.70 5.70 5.70 5.70 z 5.70 ¥ 5.70 ENCE ON COI RUT oo cin os:0b 0 s.cco easier ominedioe gow gods sndea se 5 
2.43 3.04 3.04 3.04 3.33 3.33 3.33 3.33 3.00 3.00 c 2.77 ~ [Machine RT I ooo Sis wu kara gues cic aubin Rictavole We sreierelevelwiavejere hese 6 
5.20 4.95 4.95 4.95 0.375 0.375 0.555 0.555 0.50 0.50 ; 0.46 Hot pressed nuts, square, blank, 14 in... ........... 0c e cece cece 7 
39.80 | 41.80 49.50 | 55.00 | 55.00 | 55.00 55.00 35.00 | 44.00 | 44.00 | 39.60 [tron turnbuckles, 1 in. with stub ends.................-.sc0000+ 8 
1.05 0.68 0.75 0.75 0.75 0.75 0.78 0.78 0.78 0.76 | 0.78 [Bpring cotters, stecl, #x13...........0...-.2.sccresscecesee- 9 
5.10 4.36 4.10 4.10 4.32 4.32 4.32 4.32 4.10 4.10 4.10 Small black rivets, 34 =x 134, in kegs... 2... ccc ccc ccc ccccccece 10 
12.40 | 14.30 14.55 | 11.255 | 9.05 | 11.88 | 11.33 9.91 8.92 8.26 | 6.95 |Upholsterers cut tacks, No. 4, blued, in bulk®.................... 11 
0.8335 0.835 0.87 0.8819 0.8754 0.919 0.645625 0.6288 0.6793 0.6537 0.7256 Wood screws, flat head, iron (new list prices Jan. 3, 1928).......... 12 
9.16 9.16 8.47 8.47 8.47 8.28 8.28 6.62 6.62 6.62 “7.45 ‘Renate, PURINE EWEIERs.5'5.2..0 2c: snbkeeagiteieoie ad sess 8a velo cess 13 
1.90 1.70 1.44 1.44 1.44 1.55 1.57 1.64 1.62 1.53 1.53  |Ball tip, loose pin, steel butts, 344 x 344.............. cece cece eee 14 
7.20 7.20 7.20 7.20 7.20 7.20 7.20 7.20 7.20 7.20 5.74 WV SOUMINE DOOD DEES, FIN. TIAETOW. 2. 2 oc ccc c ce ccccccccevece 15 
9.00 7,50 7.50 7.50 6.75 6.00 4.86 5.13 4.88 4.62 3.42 |Stillson PERE OUDIOEIO, NOUNS 6.5 05s obi bode owe es ecndeeees ae 16 
9.62 9.62 9.62 9.62 9.08 9.08 9.62 9.14 9.14 9.14 7.13. {Monkey wrenches, knife handle, 10 in......................04- a 17 
p Bb) 1.89 1.89 1.89 1.89 1.89 1.89 1.89 1.89 1.89 1.89 a ee eI PUI INI 0°55 s..00'5.«) ier b.aip 81059 oto Beis p.die's's wSS vss «60/0 18 
0.97 1.11 1.11 1.11 | 1.11 1.11 1.11 1.11 Lit 1 | Carbon twist drills, 14 in., round straight shank, Jobbers Lengths. . 19 
5.35 5.35 5.34 5.34 5.35 5.35 5.35 5.35 5.35 5.35 5.35 |Chisels, plain handle and edge, 1 in. socket firmer ................ 20 
0.19 0.213% 0.21 0.2034 0.20 0.21144 0.2334 26% 2014 1734 LEG ee ERTS 1s TINE ois c 0 Sbicin cop oo 0 Sk thence saseesceees 21 
11.50 11.50 11.50 11.50 11.50 11.50 11.50 11.50 11.50 11.50 ‘ 11.50 eg AR > 22 
48.00 48.00 48.00 48.00 48.00 48.00 48.00 48.00 48.00 48.00 48.00 a a aN og 0. 5.4 698) 6 ere ore so kere arene-a: 6.ceie Bod rerguale eo 23 
8.62 8.62 8.62 8.62 8.62 8.62 8.62 8.62 9.71 9.71 9.09 Wire rope, cruc. cast steel, 6 strand, 19 wire, 54 in. diameter....... 24 
3.76 3.53 3.33 3.08 3.42 3.40 3:13 3.01 3.01 2.98 2.54 Poultry netting, 2-in. mesh, 19-gage wire, galvanized after woven... 25 
1.95 1.80 1.70 1.50 1.50 1.65 1.71 1.42 1.62 1.52 1.27 |Wire screen cloth, 12 mesh, black, less than carload .............. 26 
24.19 25.53 26.88 24.84 26.88 26.88 23.04 24.12 23.94 22.80 19.20 Galvanized water pails, 10 qt., light pattern, less than carload...... 27 
4.05 4.05 4.05 4.05 4.05 4.05 4.05 4.15 4.10 4.10 f 3.20 ‘ Enameled cast iron sinks, flat rim, 18 x 30....................44. 28 
6.80 5.98 5.98 6.30 5.99 5.70 5.99 5.35 5.04 5.04 4.75 Finished brass compression bibbs, standard pattern, for I. P. 54 in... 29 
10.75 12.00 10.50 12.00 13.00 13.00 13.00 13.00 12.00 12.00 ; 9.60 |Axes, unhandled, first quality standard grade, single bit, base...... 30 
13.90 13.21 13.21 12.20 13.00 13.00 12.20 9.72 10.80 10.32 9.96 Plain tin wash basins, 13 in., stampedf................000eeeeeee 31 
7.6934 7.6914 7.69% 7.69% 7.694 7.69% 7.69% 7.6914 7.6914 7.6914 6.50 {Circular epring balances, 30 Ib. £08... osc s ccc ccesccccceees 32 
7.00 6.40 6.40 6.40 6.40 6.40 6.00 5.50 5.25 5.25 4.15 Lawn mowers. 14 in.. ball-bearing, medium grade ................ 33 














them. I think this body should be com- 
posed of representatives from the man- 
ufacturers, representatives from the 
wholesalers and representatives from 
the retailers; and also representatives 
from consumer organizations, such as 
the farm associations, utility and rail- 
road associations, and so forth. The 
body should select an outstanding man 
as its president and chief executive. 
He should be a man of great ability 
and forcefulness and, if possible, have 
a thorough understanding of this line 
of business. He, of course, should be 
paid a salary commensurate with his 
ability; and I think the members of 
this federation also should be paid, as 
they would have to give large amounts 
of their time to perform the intensive 
and arduous work necessary to a proper 
discharge of their duties. There would 
also be some expenses in connection 
with the conduct of an office, traveling, 
advertising, and so forth. How those 
expenses could be met I shall suggest 
later. 

“The object of this federation would 
be, impartially, conscientiously and ef- 
fectively, to take the necessary steps to 
try to see that the hardware business is 
conducted in a way to render satisfac- 
tory service to the consumer and yield 
a fair profit to those engaged in it. To 
effect this much-to-be-desired result, of 
course, a great many general and spe- 
cial problems would arise which would 
have to be solved, if possible, by the 
federation, and the solutions executed 
by the president. 

“There is nothing new in this sug- 
gestion. It is a plan that has been 
found necessary and has been adopted 
by other industries. The moving pic- 
ture industry, for instance, has adopted 
substantially this plan and, as you 
know, has a man by the name of Hays 
at the head of it. The baseball indus- 
try has also adopted the plan and 
Judge Landis is the head of that. I un- 
derstand that the western railroads are 
about to adopt the plan—in fact, ac- 
cording to the newspapers, have virtu- 
ally adopted it and are now looking 
for the man to head it. The broadcast- 
ing companies and many other indus- 
tries are also using the plan. 

“Such an executive, if properly qual- 
ified (and I think there is no doubt but 
that a man of the proper qualifications 
can be secured), could settle, by cor- 
respondence and _ conferences, hun- 
dreds and thousands of situations and 
conflicts that would come up, which, if 
not properly and promptly taken care 
of, would result in unsatisfactory ex- 
periences and financial loss to many. 
How such an organization could be 
financed would have to be worked out 
by the body itself. But as a suggestion 
I believe it could be done in the fol- 
lowing way: 


Incorporate 


“Let this body be incorporated and 
this incorporated body acquire the title 
to some coined word with which they 
could license those who, according to 
standards they adopt, would be quali- 
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ness” grows, 


ministration. 





Resolution on *“‘Government in Business”’ 


Wuereas, much of the tax burden is due to the necessity for main- 
taining Government bureaucracy as a result of the Government invading 
the fields of private business in active competition with two hundred and 
thirty-five varieties of private business, and 

WHEREAS, in an economic sense the Government exists largely through 
the taxes which it levies on the profits earned by business and as the 
Government pays no taxes on its business operations, taxes on all other 
business must be increased proportionately as “Government in busi- 


THEREFORE BE IT RESOLVED, that the Members of the National Hard- 
ware Association of the United States, and the American Hardware 
Manufacturers’ Association, in Joint Convention assembled are un- 
alterably opposed to Government competition in business and urge that 
Governmental activities be limited to the proper field of political ad- 


—Resolution adopted jointly by the 
National Hardware Association and the 
American Hardware Manufacturers’ Associ- 


ation, Atlantic City, N. J., Oct. 19, 1932. 








fied to use in the hardware business, on 
a scale of small annual license fees. 
The word to be selected, it would seem 
to me, might properly be made a mat- 
ter of general competition among all 
the officers and employees of the man- 
ufacturing, wholesaling and retailing 
hardware interests. A prize might prop- 
erly be given for the name that is final- 
ly adopted. The same method might 
also be employed in the selection of a 
slogan which might properly be used 
along with the word. Just as a sugges- 
tion, suppose the body selected the 
word ‘Hardwarist,’ and the slogan 
‘Good Hardware at Fair Prices.’ The 
word and slogan, being the property of 
the federation, could not be used by 
anyone other than a licensee of the fed- 
eration. And if the licensees were lim- 
ited to people of character who would, 
in the main, live up to the principles 
of the federation and conduct their 
business according to the ethics adopted 
by the federation, the buying public 
would soon come to know that if they 
wanted to buy reliable hardware, the 
place to go would be to a hardwarist. 
Manufacturers could use this name and 
be known as manufacturing hardwar- 
ists; wholesalers as wholesale hard- 
warists; and retailers as retail hard- 
warists. These words would not be il- 
logical. There are today manufactur- 
ing druggists, wholesale druggists and 
retail druggists, though of course the 
word druggist is not a coined word and 
is not the private property of any per- 
son or organization. 

“T believe, with proper care in the 
selection of the licensees and with the 
proper supervision of their methods of 
conducting their business, this name 
would in time become so valuable that 
a legitimate hardware merchant could 
not afford to fail to use it; and at the 
same time it would be an assurance to 
the consuming public that they would 
be getting fair treatment when buying 
hardware from stores using the name. 


“One of the many useful functions 
of this federation might be to adopt 
some practical plan for the education 
of hardware clerks, either by cor- 
respondence or by attendance at cer- 
tain hardware stores where instruction 
would be daily given. It might pay to 
have the fees for such schooling nom- 
inal, as it would benefit the whole in- 
dustry to have efficient and well-posted 
clerks to sell this line of goods. You 
know a drug clerk has to go to a school 
and get a diploma before he can fully 
qualify as a druggist. 

“T could say much more on this sub- 
ject, as it is one to which I have given 
much thought. For instance, I could 
take up and discuss at length some of 
the matters which, in my opinion, 
should be acted upon by the proposed 
federation. But I don’t want to weary 
you with my ideas—although I would 
like to emphasize my belief that some- 
thing effective can be worked out along 
the lines I suggest. Anyway, I hope 
that my suggestion will be a starter of 
thought along this line. 

“You know you do not get anywhere 
if you don’t make a start. You may 
take the wrong road and have to re- 
trace your steps and select another 
road; but if you Keep doing that long 
enough you will finally get to your des- 
tination. In other words, it is better to 
start, even if you start wrong, than not 
to start at all. 

“I do not think any more propitious 
time could be found to start the con- 
sideration of this matter than the pres- 
ent, because the business reverses that 
we have all had in the past three years 
have sobered and chastened us to a 
degree that we are ready to consider 
and adopt any plan that shows good 
prospects of enabling us to recover our 
prestige and recoup our losses. 

“In summation, I believe that the 
hardware business can be vitalized. To 
do this will require vigorous and co- 
operative work. If on reflection you are 
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of the same opinion, why should we not 
start the job, and start it right now! 
In other words, why should we not all 
say, ‘Let’s Go!’” 


P. A. S. H. A. President 
Comments 


Mr. William McK. Reber, Blooms- 
burg, Pa., president, P. A. S. H. A., 
made a few extemporaneous remarks, 
which in part follow: 

“Gentlemen, this is rather unex- 
pected, and I came here to listen and 
learn something about the troubles of 
the hardware gentlemen, not only the 
manufacturers and jobbers, but all the 
rest also. I know what real trouble 
the retailer has. I get it every day in 
some letter from some small retailer in 
Pennsylvania who states he is in trouble 
and is unable to meet certain competi- 
tion due to unfair methods of jobbers 
and manufacturers, and that seems par- 
ticularly strenuous this year. 

“The retailers do not seem to object 
to the selling to whomsoever the man- 
ufacturer or jobber really wants to sell 
or prefers to sell, but they do seem to 
feel there is some chance of getting a 
price which will be fair and equitable 
so that they will be able to meet that 
competition in a businesslike way; in 
other words, they do not feel that the 





F. A. WALTER 


The Wagner Hdwe. Co. 
Convention Speaker 


prices sometimes given out are fair to 
them as retailers. 

“They also feel that the distress mer- 
chandise which has been put on this 
year has been rather unfair to them. 

“T feel, personally, that the times are 
a little strenuous and we will eventu- 
ally work through, and I try to report 
to them the progress that is being 
made, though sometimes it seems as if 
it hasn’t been made very fast.” 


O. B. Surpless Speaks 


The chairman then called upon Oli- 
ver B. Surpless, Surpless, Dunn & Co., 
New York City, who said in part: 

“T think we ought to congratulate 
ourselves that we are here today to lis- 
ten to Mr. Durell bring something be- 
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fore your organizations that represents 
forward progress. 

“It does seem that, regardless of 
these days, a great study should be 





W. McK. REBER 


President, PASHA 
Convention Speaker 


given by merchants and by manufac- 
turers in particular to what may be 
ahead. 

“We come to these meetings—of 
course, I don’t belong to the manufac- 
turers’ organization, only representing 
manufacturers, and I don’t belong to 
the jobbers’ organization because I 
don’t belong there, and, of course, I 
am not in contact with retailers, but I 
should like to say that it would seem 
as though a committee should be ap- 
pointed by the manufacturers’ and job- 
bers’ organizations to take up a study, 
a very careful study, promptly, of Mr. 
Durell’s suggestions, which seem very 





vital, to my mind, in connection with 
the future of the hardware industry. 
“We listen at the different meetings 
to the same story, almost, year in and 
year out. It is a great deal like poli- 
tics, which I have the pleasure of en- 
gaging in and have had it for many 
years, but it seems when we come to 
industry, the organizations meet, we go 
home, and nothing is accomplished. I 
hope the manufacturers who are so 
deeply interested at the present time 
regarding the future questions of profit 
and distribution along ethical lines 
that will bring success and continue 
the organization of the hardware ef- 
forts, will give serious consideration to 
Mr. Durell’s suggestions made here to- 
day and, if I were a manufacturer or 
a jobber, I should be glad to stand here 
and move that the Chair be asked to 
act promptly on this matter and ap- 
point a committee so that considera- 
tion can be given and a careful study 
made during the course of the next six 


months.” 


Economy in Government 


The final speaker of the Wednesday 
joint session was Thomas G. Chamber- 
lain, New York attorney, representing 
the National Economy League. His 
talk, “The Necessity for Economy in 
Government,” dealt particularly with 
soldiers’ bonus activities. Himself a 
World War veteran, Mr. Chamber- 
lain declafed in his opening remarks, 
“Were the United States one hundred 
times as rich as it is, the nation would 
still be too poor to pay out a single 
dollar, much less billions, to any priv- 
ileged class of people.” 

Severely denouncing what he called 
“The Soldier Grab,” this speaker urged 





ae ; 


taxes. 





Resolution on National Economy League 


WueEnreas, the National Economy League is organized: 
1. “To revive and restore the American principle that our Govern- 
ment shall be a Government truly for the benefit of the whole peo- 


2. “To ‘secure, as a general objective, the reduction of all wasteful 
and unnecessary governmental expenditures, Federal, State and local, 
which have risen to a point where they threaten the public credit and 
sap the resources of the people—and thus to compel the reduction of 
the taxes which these rising expenditures ultimately exact from all the 
people. To this end to cooperate with other non-partisan citizens’ or- 
ganizations concerned-with the reduction of governmental expense and 


3. “To provide a national organization through which the unorgan- 
ized majority—all the men and women entitled to vote—may unite for 
effective action to achieve these objects.” 

Be It THEREFORE RESOLVED that we endorse the National Economy 
League in its efforts to reduce taxation and to prevent increases therefor 
and in the achievement of its purposes offer the cooperation of the Na- 
tional Hardware Association of the United States and the American 
Hardware Manufacturers’ Association. 

—Resolution adopted 
National Hardware Association and the 


American Hardware Manufacturers’ Associ- 
ation, Atlantic City, N. J., Oct. 19, 1932. 


jointly by the 
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hardware men to make it their job to 
stop governmental waste and extrava- 
gance in the United States by sup- 
porting the National Economy League 
and its principles. The League, he 
said, should be successful through na- 
tion-wide organization, headed as it is 
by such outstanding public men as 
former President Calvin Coolidge, for- 
mer Governor Alfred E. Smith, former 
Secretary of State Elihu Root, former 
Secretary of War Newton D. Baker, 
General John J. Pershing and Ad- 
miral William S. Sims as advisors, 
with the active work in the hands of 
Rear-Admiral Richard E. Byrd, Archi- 
bald B. Roosevelt and Major Henry 
H. Curran, Director of the League. 

“The tragedy of the situation,” con- 
tinued Mr. Chamberlain in part, “is 
that close to one-half billion dollars 
every year is now going to veterans 
whose disabilities were incurred in 
civilian life, such disability having no 
connection at all with the war. 

“Tt does not follow that a man who 
simply did his duty, and was mustered 
out of the service in perfect health is 
entitled to draw an income from the 
government for the rest of his life be- 
cause after the war he happens to sus- 
tain some injury in civil life which has 
absolutely no connection with the war. 

“In 1931 the Federal Government 
had a deficit of $903,000,000. In 1932 
the deficit was $2,885,000,000. For the 
first quarter of the current fiscal year 
the deficit was $402,000,000, so we are 
currently running into the red ink, at 
the rate of about $2,000,000,000 a year. 
About one-fourth of our national in- 
come is going into governmental ex- 
penditure, Federal, State and _ local. 
The Federal budget is about- $4,000,- 
000,000 annually. Nearly $1,000,000,- 
000 is being spent each year on the 
veterans. 


The Bonus Bill 


“In 1924 the bonus bill was passed, 
making provision for the payment of 
a certain amount of money to all vet- 
erans in 1945. To pay $100 in 1945 
is one thing, and to pay $100 today is 
quite another and different thing. The 
last House of Representatives by a 
vote of 211 to 176 passed a bill pro- 
viding for the immediate cash payment 
of the bonus which would require $2,- 
300,000,000. Compound interest, be- 
ing what it is, the present value of an 
obligation to pay $100 in 1945 is 
about $55. But, mind you, the Con- 
gress has determined not that the 
present cash value of the bonus should 
be paid, but that the full amount due 
in 1945 shall be paid today. Such a 
payment would depreciate our cur- 
rency and would imperil the credit of 
the government. The corner-stone upon 
which our business structure is raised 
is credit, and the keystone of the arch 
is the Federal Credit. Imperil that, 
and you will continue the depression 
with its attendant hardships for many 
years to come. 

“As soon as the bonus bill was 
passed, the American Legion and other 
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veteran organizations, acting through 
a powerful lobby in Washington, un- 
dertook a campaign to liberalize the 
provisions of the law with reference to 
the veterans. This campaign was highly 
successful—it is continuing today, and 
the end is not yet in sight. By a series 
of conclusive presumptions established 
by law, compensation was paid to vet- 
erans for disabilities that were in fact 
not war-connected. 

“In 1930 a law was passed provid- 
ing that any veterans who had been 90 
days in the service, and who had not 
paid an income tax for the preceding 
year, could collect an income for life 
from the government for any disabil- 
ity, total or above 25 per cent, even 
though the injury was sustained in 
civil life. This law at one stroke 
added to the Government beneficiaries 
460,287 men up to Aug. 31, 1932, and 
the number is increasing day by day. 

“Year by year the drain on the Fed- 
eral treasury increases, and if this 
policy of liberalization and _ special 
privilege continues it can end only in 
bankruptcy. We have already paid out 
to World War veterans $6,000,000,000, 
and even without any increases, at 
the present rate by 1945 we will have 
paid out $21,000,000,000, or more than 
the cost of the war itself. 

“T am not laboring under the delu- 
sion that we are a pauper nation. In 
my humble opinion, we are rich enough, 


but apparently not yet intelligent 
enough, to abolish poverty in the 
United States; we are rich enough, 
but apparently not yet _ intelligent 
enough, to eliminate unemployment on 
a large scale; but, gentlemen, were 
we one hundred times as rich as we 
are, we would still be too poor to pay 
out one single dollar, not to mention 
billions, to any privileged class who 
would plunder the public treasury and 
put their interest above the interest of 
the whole people! 

“There is only one way in which to 
meet this crisis, and that is to or- 
ganize. The American Legion has or- 
ganized and it has accomplished 
its ends. The taxpayer can organize 
and he can restore this government to 
the whole people. The National Econ- 
omy League, under whose auspices I 
come here today, is a voluntary organ- 
ization, made up largely of former 
service men. Admiral Byrd is the 
chairman, Archibald B. Roosevelt is 
secretary, and.on the advisory com- 
mittee are such outstanding men as 
Calvin Coolidge, Alfred E. Smith, 
Elihu Root, Newton D. Baker, Gen- 
eral Pershing and Admiral Sims. I 
commend this organization to you, for 
it is engaged in the high calling of stop- 
ping the raids now being systematic- 
ally conducted by privileged groups, 
and of restoring the public treasury to 
the public.” 


Wholesalers’ Thursday Morning 


Session 


Thursday morning the wholesalers 
held their closing session, with Pres- 
ident Wilson presiding. Using charts 
to illustrate his talk, W. P. Tracy, 
The Tracy-Wells Co., Columbus, 





W. P. TRACY 


The Tracy-Wells Co. 
Convention Speaker 


Ohio, diagnosed some of the prob- 
lems facing the hardware business. 
Excerpts from Mr. Tracy’s address 
follow: 


“ 


It seems to me, therefore, 
that it would be best to select some 
particular phase of the wholesale 
hardware business, and I have chosen 
one which, in my judgment, is likely 
to undergo the most revolutionary 
changes in the next five years, and 
which will require the most thought 
during that period. 

“When we were all striving for 
more volume, more sales, we took 
on every account that offered us 
business, never stopping to question 
the profitableness of these accounts. 
If the credit department would only 
O. K. them for $25 worth of mer- 
chandise at a time, we gladly put 
them on the ledger, expecting with 
the ever-increasing business, so evi- 
dent a few years ago, that as the 
dealer grew his account some day 
would be quite valuable to us. 

“Many of these small dealers 
bought $2, $5 and $10 at a time 
from us, and the same size orders 
from a half dozen other wholesale 
hardware houses. From the number 
of sources from whom they secured 
merchandise they received credit far 
in excess of that to which they were 
entitled, and the past three years 
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have seen many of them close their 
doors, and the owners of the busi- 
nesses added to the list of the unem- 
ployed. There are many of them, 
however, who still appear in the rec- 
ords of the wholesale houses, and, 
because of their low overhead, have 
been able to make a meager living, 
holding off their creditors as long as 
possible, paying each one a small 
proportion of the accounts they owe 
them, but who lack the capital, the 
experience and the ability to ever 
grow into profitable dealers.” 

Here Mr. Tracy referred to an ar- 
ticle by C. J. Whipple which ap- 
peared in HarpwareE AcE, July 21, 
on the subject of Voluntary Chains. 
This article contained the following 
which was pertinent to the speaker’s 
paper: “The average dealer thinks 
of his own convenience first and then 
bitterly complains about the whole- 
saler’s prices on competitive items 
without a thought as to what makes 
these prices necessary.” 

“There is a determined effort,” 
said the speaker, “on the part of 
nearly all merchants, particularly 
the larger dealers, to buy as many 
lines as possible direct from the 
manufacturer, thus unbalancing their 
stock, all in search of the elusive ex- 
tra discount. 

“The little dealer might well prove 
to be a profitable customer of two 
or three wholesale houses, but he 
can never be a satisfactory account 
with fifteen or twenty. The larger 
dealer can never obtain as low 
prices, keep his stocks as well bal- 
anced or receive the service and ad- 
vertising support if he uses the 
wholesaler only as a convenience and 
buys large quantities direct from the 
manufacturers in order to secure a 
small and sometimes questionable 
extra discount. 

“Therefore is not the question 
asked in the Diagnosis Chart, ‘Have 
you recently made a thorough anal- 
ysis of your accounts?’ the most im- 
portant problem facing us today? 


Ask Yourself 


“Are your salesmen properly in- 
structed as to the manner in which 
they can best assist retailers? Do 
they understand merchandising? Are 
they capable of assisting in store re- 
arrangement, window display, table 
display? Do you supply your cus- 
tomers with specials, bought for that 
purpose, with which to meet the com- 
petition of chain store and mail 
order houses? Are retailers instruct- 
ed as to the manner in which they 
are to be used? Do you know those 
customers who use you as a con- 
venience in placing only small, un- 
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profitable orders? Do you price 
such orders based on the service ren- 
dered? Do you figure cost on each 
order? Have you made a careful 
analysis of territories by salesmen? 
Do you know the possibilities for 
business in each town? Do you know 
how frequently your salesmen make 
the towns assigned to them? Do you 
know how often a salesman calls on 
a dealer and doesn’t sell him? If 
you are not selling the good ac- 
counts, do you know why? If a re- 
sponsible dealer quits buying, how 
long before you find it out? Is your 
ratio of returned goods to total sales 
satisfactory? Are you over-empha- 
sizing service to customers? Do you 
know what percentage of orders are 
for less than $10, and are efforts be- 
ing made to increase the size of 
orders? If it costs $5.94 to handle 
an average $20 order of ten items, 
how many orders are being handled 
at a loss? 

“The figures I am quoting are 
taken from reports with which you 
are all familiar, yet they serve ad- 
mirably to illustrate the desirability, 
in fact the necessity, of diagnosing 
your business.” 

Many other problems, including 
cost of handling the average order 
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and the explanation of charts, were 
taken up by Mr. Tracy. -This infor- 
mation, due to the lack of space in 
this issue will be published in full 
with charts at a later date. 


Consumer Demand 


In discussing the subject “Is Con- 
sumer Demand During the Next 
Twelve Months Going to Be For— 
(a) Cheap Price Merchandise, (b) 
High Grade, Fine Quality Goods, or 
(c) Satisfactory Quality at Medium 
Price?” F. E. Pharr, president, 
Buhrman-Pharr Hardware Co., Tex- 
arkana, Ark., pointed out that the 


consumer demand was of vital im- 
portance to manufacturers, whole- 
salers and retailers. He declared the 
manufacturers’ interest in the topic 
is based on the desire to gage the 
market; that wholesalers are con- 
cerned because it has a bearing on 
the stability of prices, while the re- 
tailers’ interest results largely from 
desire to secure appealing values 
that will attract buyers. 

Mr. Pharr, analyzing his subject, 
divided the consuming public into 
three classes. In the first class he 
grouped persons having an income 
sufficient to insure their future 
financial welfare, and in de- 
scribing this group, declared it 
has been drastically reduced in 
numbers during the past two 
years. And that the average in- 
come of persons in this class has 
declined until they are cautious buy- 
ers, slow in extravagances, who con- 
fine themselves to good wholesome 
merchandise, but just such as is 
needed. 

In the second class he placed per- 
sons of average circumstances, who 
with a small income must necessarily 
largely restrict their purchases to 
necessities. 

In the third class of consumers he 
grouped the millions of unemployed 
and their families, whose demands, 
he said, must be for the least expen- 
sive item available that can, in any 
manner, be used to meet their need. 

From his analysis of the three 
classes of consumers mentioned, Mr. 
Pharr stated that “We must infer 
that there will be little high price 
merchandise sold, and we must ex- 
pect to rely largely on medium and 
low priced goods.” 

Mr. Pharr also declared that “the 
spread between the return for farm 
products and the wage earner’s dol- 
lar is too great,” and voiced the 
opinion that such factors must be 
corrected before consumer demands 
can readjust themselves into their 
proper place in our great economic 
structure. 

Consumer demand, he said, can be 
assisted materially by manufacturers, 
if they will adopt a program for the 
simplification of their products. In 
discussing this point he expressed 
the belief that by reducing the num- 
ber of items carried in stock a great 
good can be accomplished. 

Instead of adhering to the pro- 
gram of expansion vigorously fol- 
lowed by many fir msduring the past 
few years, Mr. Pharr recommended 
that programs of drastic contraction 
be instituted. 

In concluding he said in part: 

“What we need most is rehabilita- 
tion and strengthening of our present 
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position. Suppose we do not have 
much business for a time, nor make 
as much money as we would like to, 
can we not so aid in the economic 
reconstruction of things in general, 
that in the final analysis we will 
have paved the way to a greater con- 
sumer demand? 

“It is my belief that we are slowly 
but surely coming out of this de- 
lirium, with which we have been 
obsessed, and that while we need not 
expect a complete recovery tomor- 
row, yet I do feel, that we have so 
completely. analyzed our own posi- 
tion, that the demand for our wares 
will be of such a nature, that our 
next inventory will show in black 
instead of red.” 

Calling for greater courage in 
handling unfounded price cut ru- 
mors reported by salesmen and ask- 
ing wholesalers to have more con- 
fidence in their friendly competitors, 
W. H. Terstegge, Stratton & Ter- 
stegge, Louisville, Ky., talked on 
“Sales Planning for Profit,” saying 
in part: 

“Looking at what I might term 
price chiseling in all three branches 


of trade, I can see only one satis- , 


factory solution to it. To me, that 
is the most important thing we have 
in sales planning today—some satis- 
factory method of meeting this con- 
tinual chiseling. 


Must Be Firm 


“T have taken the stand in our own 
business that we have got to be firm. 
We have put a fair price on our 
goods and we have to maintain that 
price. We are besieged by our own 
salesmen as well as our sales man- 
ager (at least I am) saying that we 
can’t hold the price, that our well 
known friends, Mr. Blank, Mr. 
Blank and Mr. Blank, are cutting 
the prices. I have found that that is 
not true in 99 per cent of the cases. 
We have just another price chiseler 
working on us. 

“There are a few cases where 
prices are made lower than we 
would like to have them. I think 
rather than meet those prices the 
house itself must have backbone 
enough to let some of that business 
go by. If it comes generally, we 
have got to meet it; if it comes more 
or less as a market price, we have, 
of course, got to have our prices in 
line with the market. 

“A lot of these reports, however, 
come in from our own salesmen. 
They write in and tell us they have 
seen an invoice. We trace it down 
and they haven’t; it is merely that 
a clever dealer has told them he has 
an invoice and will show it to them, 
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and they were too good scouts to 
ask him to do it, and they took his 
word for it, and in that way we had 
another ‘authentic’ report that our 
prices were out of line.” 

Summing up outstanding features 
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of the convention, A. J. Gaehr, presi- 
dent, The Geo. Worthington Co., 
Cleveland, Ohio, made the final talk. 
With the appropriate assignment, 
“What We Have Learned from the 
Convention That Will Enable Our 
Members to Operate More Economi- 
cally and More Efficiently,” Mr. 
Gaehr said in part: 

“This is a time for serious and 
calm thinking. No pet scheme or 
quick solution can be offered for our 
problems. Foremost and outstand- 
ing at this convention was the ques- 
tion of cost, cost of doing business. 
That is a problem that each man 
must study minutely. We must check 
with all the figures that are avail- 
able our own work and performance. 
We must not be satisfied just with 
averages or that we are doing a little 
better than the average. The aver- 
age may not be good enough. So, as 
we check up on our expenses, which 
constitute the outstanding problem 
before us today, I think, each item 
must receive very careful scrutiny. 

“We have to consider whether the 
dollar that we spend will do a dol- 
lar’s worth of work. We have to ask 
whether the dollar that we will spend 
will produce a reasonable, satisfac- 
tory return for us. We have to go 
over the problem very much as we 
would if we were organizing anew, 
and ask, Is it necessary? Is it essen- 
tial that we spend this dollar, or 
whatever amount is involved? 

“Every item must be challenged. 
We can’t be satisfied with old rec- 
ords. I think this is a time when we 
must scrutinize more closely than we 
ever have before. That seems trite 


and commonplace, but that advice or 
bit of admonition is very much in 
line in these days for all of us. 


Refers to Wall’s Address 
“Mr. Wall, of the Robert Morris 


Associates, spoke to us on the ques- 
tion of what a banker wants to know 
and I think he stressed these points 
in particular: Is the concern headed 
in the right direction? Is it pro- 
gressing even moderately, or is it 
headed in the right direction, even if 
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it does not show any profit in these 
days, and how does the company 
compare with others in the trade? 
Is its standing, its financial position, 
such that a banker can advance loans 
with confidence and reasonable as- 
surance of return? Then we ought 
to use the pruning shears not simply 
to cut expenses in the ordinary way, 
but use a pruning shears very much 
as a, gardener or a_horticulturist 
does, for the purpose of shaping up 
his tree or producing more fruit or 
greater production. 

“We must learn to interpret our 
figures correctly, and keep close con- 
trol of our expenses and stop losses 
so far as they can be stopped. 

“TI think a great item of expense 
or profit is the condition of our 
stock. It must be kept clean. Items 
that are not moving fast enough or 
satisfactorily enough to produce a 
profit ought to be eliminated. 

“The meeting yesterday morning 
taught us anew the interrelatedness 
of the entire industry and the re- 
sponsibility resting on each party. 
Speaking as a wholesaler to whole- 
salers, we must do our part toward 
the other two parties. 

“Mr. McKnight urged the simpli- 
fication of stock and he stressed the 
need of supporting the smaller men 
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who may grow into profitabie re- 
tailers, worthwhile men. 

“I think this is a very accurate 
statement to make: That in the 
smaller communities or in a general 
community the hardware retailer 
stands quite above the average in 
character and ability and in his gen- 
eral influence in the community and 
assures us, I think, gentlemen, that 
there will be a continuance of the 
hardware industry through a re- 
tailer. 

“IT believe that many manufactur- 
ers have found it to their disadvan- 
tage to make direct and personal 
solicitation and use the channels and 
the opportunities that the wholesaler 
offers. 

“Mr. Whipple said the greatest op- 
portunity in reducing costs is the in- 
crease of the unit sale. I think we 
have given too little attention to that 
problem. The wholesalers are as 
much at fault as anyone in bringing 
about the evil that we complain of 
now, that is, the small order. We 
have asked them not to stock up too 
much, to buy often, and now we are 
paying the penalty for advising this 
too urgently. 

“We can study and find out the 
figures which, in orders, are profit- 
able, and we should cooperate with 
the retailer to reduce this unneces- 
sary expense of shipping the small 
orders. We can reduce the merchan- 
dising cost by reducing costs of sell- 
ing in assembling and packing the 
orders. 

“Too often, I think, we have been 
misled by price questions, selling 
merchandise on the basis of price 
only rather than on quality. Mr. 
Durell has brought that to our atten- 
tion. 


Reduce Government Cost 


“T think all of us were greatly im- 
pressed by the address of Captain 
Chamberlain on the need of watch- 
ing taxes. That is an item we cannot 
control so directly. Each of the ma- 
jor parties has pledged itself to re- 
duction of Government expenses. 
That is a promise we hear periodi- 
cally at election time and it is very 
often forgotten afterward, and in 
urging the construction of new build- 
ings and roads, remember that the 
only way to pay for that is by taxes, 
and when we importune our Con- 
gressmen and Senators for new 
buildings and improvements of vari- 
ous kinds, the only way to pay for 
that is by taxation. 

“There are a number of ways in 
which a government can reduce ex- 
penses, but so long as we urge un- 
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necessary buildings, unnecessary post 
offices, unnecessary roads, we cannot 
hope for very much of a reduction in 
taxes. 

“We must watch and have the 
Government, or our responsible offi- 
cers, feel that we are alert and on 
our toes on questions of taxes. 

“Only as we watch constantly and 
intelligently and industriously our 
own business can we hope for any 
solution of our difficulties.” 

J. A. Warner, Wyeth Hardware & 
Mfg. Co., St. Joseph, Mo., as chair- 
man of the Resolutions Committee 
presented appropriate resolutions ex- 
pressing the association’s apprecia- 
tion for the work of the officers, the 
contributions of the speakers, the 
several committees and to the hard- 
ware trade press. A minute of 
standing in silence was observed in 
memory of the late Chas. H. Ireland, 
of the Odell Hardware Co., Greens- 
boro, N. C. H. J. Funk, Albany 
Hardware & Iron Co., Albany, N. Y.; 
H. E. Chaffee, Belcher & Loomis 
Hardware Co., Providence, R. I.; 
D. D. Peden, Peden Co., Houston, 
Tex., and W. P. Tracy, The Tracy- 
Wells Co., Columbus, Ohio, were 
members of the resolutions commit- 
tee. 
As reported previously C. J. 
Whipple, president, Hibbard, Spen- 
cer, Bartlett & Co., Chicago, IIL, 
was elected as president of the Na- 
tional Hardware Association suc- 
ceeding G. Sumner Wilson, Decatur 
& Hopkins Co., Boston, Mass. Vice- 
presidents chosen are Brace Hayden, 
Dunham, Carrigan & Hayden Co., 
San Francisco, Cal., and Leslie M. 
Stratton, Stratton-Warren Hardware 
Co., Memphis, Tenn. A. J. Gaehr, 
The Geo. Worthington Co., Cleve- 
land, Ohio, John T. Martindale, Van 
Camp Hardware & Iron Co., Indian- 
apolis, Ind., and C. S. Harper, Har- 
per & McIntire Co., Ottumwa, Iowa, 
whose terms as members of the ex- 
ecutive committee expired this year, 
were all reelected to serve another 
three years. The vacancy caused by 
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the death of Mr. Ireland was filled 
by Mark Lyons, McGowin-Lyons 
Hardware & Supply Co., Mobile, 
Ala., and the vacancy caused by the 
elevation of Mr. Stratton was filled 
by selecting F. E. Pharr, Buhrmann- 
Pharr Hardware Co., Texarkana, 
Ark. The new officers made brief 
remarks in accepting their responsi- 
bilities. 

A. H. Nichols, Buhl Sons Co., De- 
troit, Mich., was chairman of the 
nominating committee. He was as- 
sisted by Mr. Stratton, J. W. Mc- 
Lean, G..E. McClintock, The John H. 
Varick Co., Manchester, N. H., 
W. W. French, Moore-Handley Hard- 
ware Co., Birmingham, Ala., E. W. 
Hardin, Amarillo Hardware Co., 
Amarillo, Tex., and Chas. F. Shar- 
rocks, Baker, Hamilton & Pacific Co., 
San Francisco, Cal. 

R. W. Shapleigh, Shapleigh Hard- 
ware Co., St. Louis, Mo., on behalf 
of the association presented Retir- 
ing President Wilson with a hand- 
some gift as a token of the member- 
ship’s esteem and appreciation for 
his work during his tenure of office. 

A brief discussion regarding the 
1933 place of meeting seemed to be 
strongly in favor of Chicago. The 
question will be submitted to the 
entire membership by mail for a 
decision. There being no further 
business, the convention adjourned. 








There is more about the Atlantic City Convention 
on pages 56 and 78. 
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Resolution on “Anti-Trust Laws’’ 


WHEREAS, all industry is unnecessarily hampered by the restrictions 
of our Anti-Trust Laws, and their interpretation by the courts, and 

WHEREAS, a most urgent need exists for reasonable cooperation 
among competitors for the improvement of business in this country for 
placing it on a more stable basis, and insuring continuous and profitable 
employment for American labor now seriously distressed by the lack of 


THEREFORE Be It Resotvep, by Members of the National Hardware 
Association of the United States, and the American Hardware Manufac- 
turers’ Association in Joint Session assembled that we favor modification 
and amendment of our Anti-Trust Laws to permit reasonable and help- 
ful cooperation among members of our Industry. 

—Resolution adopted jointly by the 
National Hardware Association and the 
American Hardware Manufacturers’ Associ- 


ation, Atlantic City, N. J., Oct. 19, 1932. 








Manufacturers’ Thursday Session 


Secretary-treasurer Chas. F. Rock- 
well made his semi-annual report at 
the Thursday morning closing ses- 
sion of the manufacturers, saying in 
part: 

“Much of good and of bad can 
happen in a third of a century, and 
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much of both has happened to busi- 
ness during the thirty-two year life- 
time of the American Hardware 
Manufacturers Association. There 
have been changes of men and meth- 
ods, in merchandise and markets. 
Small units have grown into large, 
in turn to be absorbed by even 
greater organizations. 

“In this period came the Sherman 
Law ar.d the Clayton Act, deemed 
necessary and beneficial to national 
welfare when enacted, but the in- 
flexibility of which under changed 
conditions rendered both a menace 
to renewed prosperity. 

“Came the Great War, with its 
multitudinous problems and conse- 
quent violent readjustments; the 
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Federal Trade Commission and its 
hopeful child, the Trade Practice 
Conference; the boom period of 
boundless hope and limitless in- 
discretion—and then the crash, from 
the effects of which we are just 
emerging. 

“But through it all, in good times 
and bad, your association has never 
failed to maintain its recognized 
strength and influence in the hard- 
ware industry. From the business 
chaos of the past three years it 
emerges numerically strong and 
financially sound. Some loss in 
membership was inevitable, but it is 
significant that such loss as has oc- 
curred has almost without exception 
been accounted for by financial 
troubles, consolidations, or with- 
drawals from the hardware field. 


* * * * 


“Great as has been the cost in 
human suffering and even life, in un- 
merited deprivation in countless in- 
stances, in wrecked ambitions and 
aspirations, the period through 
which we have just passed may yet 
return a substantial dividend by forc- 


ing recognition of true values in 
everything that goes to make up life; 
business, social and spiritual. The 
mania for mere bigness has passed 
with the realization that undertak- 
ings unduly expanded ultimately 
defy control. The law of supply and 
demand has vanquished the high- 
powered salesman and the quota sys- 
tem. The elephant is again watch- 
ful of the mouse. 

“What has happened in every in- 
dustry, in every profession, has 
again demonstrated that necessity 
knows no law. In instances manu- 
facturers, wholesalers, retailers and 
consumers have been temporarily 
forced by circumstances beyond con- 
trol to acts as harmful to themselves 
as to others. These infractions will 
not be permanent, but they cannot 
be remedied in a day. None is an 
offender greater than another, and 
with the gradual return of more 
stable conditions self-interest will be 
the most potent corrective. And with 
particular respect to the hardware 
industry, there will continue full ac- 
cord in the economy, efficiency and 
logit of the manufacturer to whole- 
saler to retailer theory of distribu- 
tion.” 

Following the secretary’s report 
all officers were reelected to serve 
the American Hardware Manufactur- 
ers’ Association another term. These 
are: A. E. Alverson, Greenlee Tool 
Co., Rockford, Ill., president, ard 
Vice-Presidents J. P. McKinney, Jr., 
McKinney Mfg. Co., Pittsburgh, Pa.; 
R. G. Thompson, Lufkin Rule Co., 
New York City, and A. P. Van 
Schaick, The American Chain Co., 
Bridgeport, Conn. 

John S. North, North Bros. Mfg. 
Co., Philadelphia, Pa.; Sam Stone, 
Colts Patent Firearms Co., Hartford, 
Conn., «and Geo. S. Case, The Lam- 
son-Sessions Co., Cleveland, Ohio, 
were elected members of the Execu- 
tive Committee to serve for three 
years. 

Brief acceptances by the officers 
were followed by adjournment. 








Beware of Bogus Subscription Salesmen! 


Martin A. Schuette, hardware merchant of Amboy, IIl., was 
victimized by a man who falsely represented himself as a sub- 
scription agent for HARDWARE AGE. This man is reported as 
a fast talker, and promises all kinds of extras in connection 
with a year’s subscription to this publication. 

All hardware men are here warned not to give cash to anyone 
for subscriptions to HARDWARE AGE unless convincing creden- 
tials are presented. All representatives of this publication have 
ample evidence of their affiliation and will be able to establish 
their identities to your satisfaction. 


—The Publishers. 
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HARDWARE AGE 
ADVERTISING 


[a ADVERTISING SERVICE 





Save On Quality 
Electrical Needs! 


Toasters 


Nickel plated turn 
easy model toaster 
—complete with 6 
ft. heater cord and 
plug. 


Hot Plates 


Made of sheet steel 
—green enamel fin- 
ish. Full size burn- 
er. Complete with 
6 ft. cord and 
plug. 


Percolators 


Beautiful Colonial 
pattern electric 
percolator, chrom- 
inum plated finish. 
Capacity (—) com- 
plete with cord 
and plug. 











(List Additional Electrical 
Items With Prices) 


YOUR STORE NAME 








Modernize Your Home 


NNW MG 
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Electrical Fixtures 
Now is the time to install beautiful, 
up-to-date fixtures to brighten up 
your home and increase its value too. 
Our complete line is correctly styled 


—of the very best quality and rea- — 
sonably priced. 


(List Items with Prices) 
Wiring Supplies 


(List 
Supplies 
with 
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By SAMUEL KALP 


HOW TO USE 


The illustrations, layouts and ads supplied with this service are especially 
planned to help every hardware store make its advertising more practical 
and effective by the liberal use of human interest illustrations. Copy is 
always supplied in so far as it is practical for use by all of our clients. 

The description and pricing of the items must necessarily be left to the in- 
dividual store in most cases. In writing the descriptions to give to your 
printer with the supplied ad layout, keep in mind that brief, to the point 
descriptions are the most effective. The style, size, colors, unusual features 
or special economies effected by the use of the item should be given. 
If greatly reduced, it is sometimes desirable to show former as well as 
reduced price. If any question arises concerning the use of these ads, write 
us. You'll find us willing to help you sell more hardware at all times. 


HOW TO ORDER 


If you have local stereotyping facilities, request the complete sets of mats 
of all the advertising illustrations on these two pages, inclosing your check for 
$1.25. If you need mounted cuts order them by number given under each cut, 
listing the numbers in a column. Figure the charge of 35c. for each cut 
when less than ten cuts are ordered; when ordering ten cuts or more figure 
the charge at 30c. for each cut ordered. Inclose check with order, please— 
this saves bookkeeping of small amounts. Send all orders to 


HARDWARE AGE ADVERTISING SERVICE 
239 W. 39th St. New. York City 


(All Ads Are Planned Six Weeks in Advance to Give You Ample 
Time to Order Illustrations) 
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Quality Farm Needs 


Every thrifty farmer knows that it pays to buy good 
quality farm equipment. You save money in the long 
run. Come to (Store) where you know the quality is 
of the best and prices are FAIR. 








Coal Shovel Snow Shovel 
Specially _ treated ae — one. 
pressed | steel Steel blade 17 x 15 
shovel. Blade (13 in Sastwood 868 
x 14 inches)—se- in. handle — iron 
lected ash ‘‘D’’ braced 
handle. . 
Husking 
Post Hole G7 Zz” Pins 
iggers ——=a—=> 
D 88 . Forged tool steel, 
Extra strong heavy BB-5 nickel finish best 
. ‘ steel blades 9% x " grade leather; spe- 
This layout is for a 6% inches, cE ft. — Tool cial riveted fore- 
ash handles. Heavy ering ools nger guard. n. 
regular Government malleable castings. ute li pin. 
Postal Card. Just of Quality 
itional The kind of fine grade 
add the additiona tools that will last a life- 
type matter and time. Only the best steel 
. is used in their construc- 
hand this layout tion. The handles are se- 
with cuts to your curely riveted to stay. 
local printer. 
BB-4 
(List Butchering BB-6 
Lanterns Tools with Prices) Forks 
Cold blast model, Polished crucible 
a, Soe steel tines. Select- 
and ‘the utmost in ed straight grained 
lighting power. All handles polis 
tin—height (—) in. and waxed. Size 
fountain capacity 20 (—) length of 
hours. No. 1 wick. handle (—). 








YOUR STORE NAME 
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| Promote Modern Equipment for the Home 


Tie UpWith Government Rehabilitation Campaign 





To Fix 


Hand Saws 


Fine quality spring 
steel handle highly 
polished, 4 gage 
taper, carved apple- 
wood handle securely 
attached. Length 
(—) points (—). 





MODERN EQUIPMENT 


Up Your Home 


Smart manufacturers all over the country are 
taking advantage of present low prices in raw 
material and labor to replace old antiquated 
equipment and to modernize their factories. 
Thrifty home owners will take advantage of this 
opportune time too. Look at these tools—the 
very finest quality at surprisingly low prices. 


Hammers 


Drop forged cruci- 
ble steel, seasoned 


Iron Planes 


Adjustable planes 

—Japanned cast 

iron frame, rose- : 

bse ——, ana hickory handle, 
nob, tempered too 

steel cutter. Length round neck — 

in. (—). Cutter in. poll, curved claw. 


(—). Weight (—). 


Bit Braces 


; 


Open ratchet, nickel 
plated metal parts, (Speer are 
barber chuck with 

forged alligator jaws, 
ball bearing head. 
Sweep in (—). 








Pocket Chisels 


Head, shank and 
blade forged from 
one piece tool steel— 
stained hickory han- 
dle, reinforced to pre- 
vent splitting. Width 
(—) length (—). 


YOUR 


Plumbs and 
Levels 


Adjustable, cherry 4 cl 
stock, brass ends. = — SED 
One plumb, one level 
—height (—) length 
(—). 


STORE 
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NAME 
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ADVERTISING 





New Lamps! 


Floor ‘ 
and 
Bridge 


$()00 





A group of stun- 
ning lamps in the 
new modern de- 
signsinboth 
bridge and _ floor 


a 
styles. You'll be 
delighted with 
their graceful lines 
and attractive 
shades. Complete 


with cord and plug. 
BB-10 


Indirect Lighting 
Lamps 


Smart graceful lines 

ee these new 

ndirect lighting lamps 

—all metal stands $ 00 
and shades in attrac- 

tive bronze finish. 

Complete with cord 

and plug. 


YOUR STORE NAME 























Expert engineers have desi 
minimum cost. The fine q 
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Electric Heaters 


a A wonderful convenience 
a for the bathroom, bed- 
ee room, sickroom, or 





Modern Heating Equipment 


gned the best to give you the maximum heat at a 
uality of materials combined with outstanding work- 


manship guarantee you long wear and satisfaction. 


Gas Radiants 
$(J00 


Handsome models_ with cast iron 
frames attractively finished in antique 
brass, excellent heaters that will add 
charm to any home. Clean and odor- 
less—No. radiants (—) size (—). 


Asbestos 
Special prices on all Coal Pipe Covering 
Heaters — big warm air 


circulators to heat 3 and| Saves its cost many times 
rooms with heavy alljin lowered fuel consump- 


Coal Heaters 


© nursery — drum model, cast iron inner units and/|tion—special air cell as- 


ity (—). 


YOUR 





green enamel finish, height /wainut grained porcelain| bestos covering in 3 ft. 
(—) diameter (—) capac-|enameled outer casing as | lengths. Bands for at- 
low as (—). 


taching included. 


STORE NAME 








BB-11 


For Winter Sports 


Everything you need to enjoy 
healthy thrilling Winter sports 
at thrilling prices! The fine 
quality things that you know 
will be dependable at prices that 
make them within your reach— 
even if you have tightened up 
the budget strings. Look at 
these Bargains! 


(List Winter Sporting Goods 
With Prices) 


YOUR STORE NAME 
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Henry Mohr Hardware Co. Tacoma, Wash. 


t’s Easy to Install 
Good Windows 


(Story on opposite page) 


Montgomery & Crawford, Spartanburg S. C. 
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LANNED windows such as 

illustrated on these pages 

are easier to build and 
much more productive of sales 
than are windows dressed accord- 
ing to the dictates of fancy. The 
planned window has a central] 
idea around which is built sup- 
porting appeals. 

At this season the general ap- 
peal of hunting and shooting is 
logical and pretty sure to get at- 
tention. The example shown on 
the opposite page is selected this 
week because of its contrast to 
the usual treatment of this type 
of merchandise. Here the goods 
are presented without much dec- 
oration, thereby securing the at- 
tention of the customer to the 
merchandise rather than to a 
beautiful scenic effect. A scenic 
window is effective also, but 
there are those who prefer to 
show the merchandise in an ap- 
pealing arrangement without any- 
thing to distract attention from 
it. The Montgomery-Crawford 
window is that kind of a display. 

Frequently a “stunt window” 
will cause a lot of word-of-mouth 
advertising for a store. Such a 
window is that shown at top of 
page 50. H. D. Coffey, of Henry 
Mohr Hardware Co., Tacoma, 
Wash., sends this picture with a 
description of the material used. 
~~ No. 1—Pirate, $1.75, one quart 

glassbake casserole, round, one 

yd. silk electric light wire, one 

Pflueger Biz Minnow fly. 

No. 2—Princess Eugenie, $1.70, 
one and a half quart oval glass- 
bake casserole, one foot white 
weatherstrip, two Pflueger Chip- 
pewa Buck Tail Flies. 

No. 3—Eyebrow Beret, $1.50, 
large strainer, three tin roofing 
washers, green paint. 

No. 4—Darbie, $1.30, large 
strainer, six-inch stove pipe col- 
lar. 

No. 5—Merry Widow, $1.30, 


one and a half quart tin sauce 
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Again the Harpware Ace interchangeable display fixtures are used in the installa- 


tion of our suggested window displays on this page. 


You can have a copy of the 


sheet of instructions for building these fixtures yourself for the asking. 


pan, six inch stove pipe collar, 
six inches black netting. 

No. 6—Bicarnes, $3.50, No. 1 
Oval cast aluminum casserole, 
twelve inches of one-half inch 
manilla rope, one Pflueger Dar- 
thie fly. 

No. 7—Sailor, $1.45, one and 
a half quart tin sauce pan, two 
yards silk electric light cord, red 
paint. 

No. 8—Turban, $1.39, two 
quart enamel cream mixing. dish, 
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twelve inches of light furnace 
chain, three inch brass letter O, 
one Pflueger Ideal Bass Plug. 

No. 9—Lacy Turban, one large 
strainer, three yards of silk elec- 
tric light cord, one Pflueger Filite 
Bass Plug. 

Ladies dress made of two 
shades of building paper—cow 
bell strap for belt and letter O 
house number for buckle—brass 
chain with brass spinner drop for 
necklace—brass spinners for ear- 
rings—brass chain for bracelet. 
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z stores; to provide a store in which service, 11—Merchants and employees should adapt : 
5 variety of goods and values encourage pat- all useful methods practised by chain stores, e 
Fy ronage; to facilitate second or extra sales by mail order houses and other competitors. e 
. With full confidence in the future of the hardware 6 
® business, HARDWARE AGE dedicates its editorial efforts % 
| to the principles embodied in these eleven points. ie 
| % 
te dl 
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The Harpware Ace 


PLATFORM 





HARDWARE AGE Believes:— 


1—With proper cost control, distribution 
from manufacturer -to-wholesaler-to-retailer 
will continue the economical and practical 
— for merchandising most hardware 
ines. 


2—Retailers should focus their effort and 
thinking more on selling than on buying, and 
should concentrate their buying in the fewest 
possible sources of supply. Sales opportuni- 
ties should govern purchases. 


3—tThe wholesaler function cannot be elimi- 
nated, though distribution costs could and 
should be reduced. Cooperative buying 
transfers but does not eliminate the jobbing 
function and its costs. In most cases, co- 
operative groups could work successfully 
with existing wholesaler machinery, if all fac- 
tors observe rigidly the conditions required 
in a cooperative group. A compromise may 
be the further development of jobber owned 
retail stores or dealer owned jobbing plants. 


4——Price competition will always be a vital 
factor in retailing, but permanent success de- 
mands a new appreciation of quality mer- 
chandise. Added costs that do not carry with 
them added value to the consumer should be 
eliminated. Manufacturers’ suggested resale 
prices should provide adequate margins for 
both wholesaler and retailer, giving full con- 
sideration to required stock investment and to 
frequency of turnover. Manufacturers who 
aim to distribute mainly through hardware 
channels should avoid price discrimination in 
favor of chain store and mail order com- 
panies. If they furnish such outlets with 
competitive grade products at special prices 
they should offer their regular distributors the 
same goods on the same basis. 


5—The basic problems of retail hardware 
dealers are: to get more people into their 


grouping related merchandise together; to 
promote aggressively the sale of more higher 
price units to offset the narrow margins of 
many small sales which are inseparable from 
hardware retailing, and to develop outside 
selling. 


6—Hardware dealers should promote the 
sale of all related specialties which have a 
profitable market, but not to the detriment 
of standard backbone lines such as tools, 
builder’s hardware, housefurnishings, paints, 
etc. With proper balance of effort and think- 
ing, specialties should help sell staples and 
vice versa. 


7—The hardware store should resume the 
mechanical services which formerly centered 
there: tinsmith and sheet metal shopwork, 
sharpening scissors, skates, lawn mowers and 
edge tools; making keys, fixing locks, put- 
ting in window glass, miscellaneous simple 
repairs, etc. Such services are profitable 
and attract customers. 


8—A few strictly cash-and-carry retail hard- 
ware stores can succeed. For the majority of 
stores, a sane credit and installment selling 
basis is desirable. American consumers ex- 
pect such extra service plus deliveries, partic- 
ularly when they buy higher value units. 


9—Window and interior displays should in- 
clude visible, value-creating price cards, and 
a higher standard of lighting. Window dis- 
plays and interior lay-outs (particularly table 
displays) call for frequent change. 


10—Hardware merchants should give more 
attention to selecting and training sales per- 
sonnel. This means regular store meetings 
and constant use of helps offered by business 
papers, trade associations and traveling sales- 
men. Experienced employees should share au- 
thority and responsibility. 
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rade Comments on the 
Hardware Age Platform 


Postal 
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ne18 20 DL 
PMG STPAUL M 


CHARLES J HEALE 


HARDWARE AGE PLATFORM A S 
MANUF ACTUR 


yoaBER AND 
% wFG CO. 


MINNESOTA ™ LENG 


MILWAUKEE, Wis.—The platform 
which you have worked out for the 
guidance of a hardware store is one 
of the best things I have ever read. 
It surely solves the hardware man’s 
problems if he can be induced to adopt 
it and religiously follow the principles 
thereof. 

It is our opinion that any hardware 
store adopting this platform will find 
itself on the sure road to success. 

In our opinion, the strongest sen- 
tence in your proposal, and the one 
which makes the strongest editorial 
follow-up your part, is this: “Re- 
tailers should focus their effort and 
thinking more on selling than on buy- 
ing.” 

With your permission I would like 
to send this to the editor of our house 
organ with the suggestion that he re- 
print it in an early issue. In this man- 
ner, it will come to the attention of 
all our selling force and all our cus- 
tomers. 

If, in addition, we could have sev- 
enty-five or one hundred copies of this 
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we would like to mail it to each one 
of our branch managers. 

You can see from the above that we 
think very well of this editorial policy 
of yours and are eager to give it the 
widest possible publicity. 

E. J. ALLEE, 
Divisional Advertising Manager, 


Pittsburgh Plate Glass Co., 
Paint & Varnish Division. 





LoulIsvILLE, Ky.—All hardware men. 
regardless of their political affiliations, 
can and should heartily endorse the 
platform of the Harpware AGE. 

This platform covers those princi- 
ples, which are not only the foundation 
of successfull hardware merchandis- 
ing, but the entire sales structure as 
well. If followed out to the letter, 
conscientiously and intelligently by 
those in this business, they will surely 
bring success. 

Congratulations on your stand. May 
your magazine always measure up to 
the high standard given and lead the 
hardware industry back to profits and 


glory. Standing 100 per cent on this 
platform, we'll vote for you and sup- 
port you every time. 

P. W. Moore, 


Sales Manager, 
The Stratton & Terstegge Co. 





LoulsvILLE, Ky.—I have read with 
considerable interest your “HARDWARE 
Ace Platform,” and agree with you 
whole-heartedly on most of your points. 

I don’t know that a compromise may 
ever be effected whereby jobbers will 
successfully own retail stores or where 
dealers will own jobbing plants—I am 
inclined to question it—but, as I 
stated above, in the main I subscribe 
one hundred per cent to your points. 

C. R. Borrorrr, 


President, 
Belknap Hardware & Mfg. Co. 





NASHVILLE, TENN.—I have read with 
much interest your HARDWARE AGE 
Platform with the eleven principles as 
outlined therein, and I heartily agree 
with all that you have to say. 

I can see no way in which the plat- 
form in question could be improved 
and feel sure that the Wholesale Hard- 
ware Fraternity as a whole will in- 
dorse all of these principles. 

WEAVER Harris, 


Treasurer, 
McWhorter, Weaver & Co. 





LANcASTER, Pa.—The writer as well 
as our Mr. Herr has read your plat- 
form with much interest. We were 
much interested in the fact that you, as 
publishers of Harpware AGE, have 
seen fit to present a set of principles 
such as are entailed in this platform. 
We feel that if, as is your intention, 
to develop these principles through the 
editorial contents of HARDWARE AGE, 
that it cannot but help the future of 
the entire hardware business, not only 
from the standpoint of the retailer but 
from that of the distributor as well. 

We believe the majority of distribu- 
tors as well as retailers are subscribers 
to Harpware Aceg, and cannot help 
but feel that one who receives this 
magazine, seeing articles along this 
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line, will not stop until they have read 
them. 

Wishing you every success and hop- 
ing that you can through this means 
revolutionize the hardware business. 

B. F. Metzcer, 


Sales Manager 
Herr & Co. 





Watertown, N. Y.—I have read 
with interest the HarpwareE AcE Plat- 
form. I believe in it and agree with 
you. I especially agree with Points 
2, 10 and 11. 

Our territory is limited and the 
writer has had an opportunity of call- 
ing on the major portion of our retail 
customers for the past twenty-five 
years. The one thing I have always 
felt is that the average retailer should 
lay more stress, effort and thought on 
selling. They seem to be more inter- 
ested in what price they can buy at 
rather than what price they can sell at. 

In reference to Point 11, referring 
to useful methods practised by chain 
stores, the retailer who has succeeded 
in the last decade is not the man who 
has belittled the chain stores, but who 
has taken advantage of the chain store 
practices and thrown his personality 
into his business, which makes a stiff 
competitor for the chain store. 

H. W. Conpe, 


President, 
W. W. Conde Hardware Co. 





Centratia, Mo.—We have just read 
and reread the eleven principles in the 
platform for the guidance of Harp- 
waRE ACE in the future and they im- 
press us as being sound, sane, practi- 
cal and helpful. We heartily approve 
of them. 

Roserts & GREEN. 





Waco, Tex.—The writer has read 
with interest the Harpware AcE Plat- 
form and wants to say if this plat- 
form can be carried out it will have 
its influence in ending the depression 
for hardware merchants. I do not see 
where it could be criticized or added to. 

I particularly want to mention that 
part of Article 4 which reads, “manu- 
facturers resale prices should provide 
adequate margin for both wholesaler 
and retailer”; also, the balance of the 
article which has reference to the man- 
ufacturers selling to chain stores, etc. 
HarpwareE AGE is evidently perform- 
ing a function that is very much 
needed. 

J. W. Taxor, 
McLendon Hardware Co., Inc. 





MANSFIELD, OHI0.—We can _ sub- 
scribe heartily to practically every 
point you outline and are particularly 
interested in Paragraph No. 1, which 
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predicts the continuation of the Manu- 
facturer-to-Wholesaler-to-Retailer type 
of distribution. Our company has fol- 
lowed this plan exclusively for many 
years and believes that the position of 
the hardware wholesaler is becoming 
stronger from year to year, in spite of 
a good deal of propaganada to the 
contrary. 

We believe that whatever your pub- 
lication can do to further the interest 
of the legitimate hardware wholesaler 
will be a definite contribution to the 
industry. 

J. S. Watnriext, 


General Sales Manager, 
The Mansfield Tire & Rubber Co. 





Ottumwa, Ia.—We heartily agree 
with and wish to indorse each and 
every one of these eleven points. We 
are particularly interested in the first 
paragraph of point No. 4. We believe 
that this is vitally important and is 
going to tbe more so during the coming 
year. 

C. L. REIFSNYDER, 
Haw Hardware Co. 





Mempuis, TENN.—I have read with 
much interest copy of your “HARDWARE 
Ace Platform” and I would be an 
“awful liar” should I deny the fact 
that in my humble opinion it certainly 
covers the situation and, if those in- 
volved in the manufacturer-wholesaler- 
retailer distribution would live up to 
your “Harpware AcE Platform,” our 
worries as wholesale _ distributors 
would certainly be much less and, we 
are sure, lots more profitable. 

We are for your Platform 100 per 
cent each and every plank and cer- 
tainly wish to assure you very much of 
our appreciation of your thoughtful- 
ness in sending us copy of same. 


J. W. Morris, 


Director, 
Orgill Brothers & Co. 





KNoxviLLeE, TeENN.—Congratulations 
on your Harpware Ace Platform. It 
seems to cover everything, and cover 
it well. I do not see anything to 
criticize or anything to suggest. Would 
be glad to have a half dozen more 
copies of it for use in our organization. 

We do not know of any considerable 
movement toward Item 3 that has de- 
veloped of jobber owned retail stores 
or dealer owned jobbing plants. We 
know that the Hall Hardware Co. 
have worked out what seems to be a 
very satisfactory arrangement of this 
kind. If you know of anything of 
this kind going on, would be glad to 
have further particulars. 

W. M. Bonuam, 


President, 
C. M. McClung & Co. 






















MitwavukeE, Wis.—We believe it 
(the H. A. Platform) is thoroughly 
sound and should therefore be sub- 
scribed to by all who are interested in 
placing business on a profitable and 
sound basis. 

Keep up the good work—editorials 
in this direction should be very fruit- 
ful and worthwhile. 

Geo. F. Lissey, 


Master Lock Co. 
Director of Sales 








Fircusurc, Mass.—Your platform 
is surely a big mouthful, covers every- 
thing to our mind that can be, and 
leaves no openings. It sounds good 
to us. 

J. Lovett Jounson, 


President, 
Iver Johnson’s Arms & Cycle Works, 





NASHVILLE, TENN.—I wish to com- 
mend you and to extend to you my 
congratulations upon your HARDWARE 
Ace Platform. 

I wish also to be permitted to take 
my stand on this same platform with 
you. 

Houston Dub ey, 


President, 
Gray & Dudley Co. 





LANCASTER, Pa. — The Harpware 
Ace Platform is the soundest statement 
of principles governing hardware dis- 
tribution we have ever seen. Our ex- 
perience confirms very definitely the es- 
tablished Manufacturer-to-Wholesaler- 
to-Retailer method of distribution, in yw 
which we have full confidence. 

We are glad to know that HARDWARE 
Ace has so thoroughly covered the fac- 
‘tors most important to successful hard- 
ware selling. 

W. Heywarp Smit, 


Sales Manager, 
The Slaymaker Lock Co. 





BaLtimorE, Mp.—Every jobber and 
hardware retailer in the United States 
should read the platform from top to 
bottom. It is a sound, strong platform, 
clear cut and direct to the point. 
“Not a knot” in a single plank—and 
the whole document deserves wide cir- 
culation. 


Geo. H. Harper, 


National Enameling & Stamping 
Co., Inc. 





Kansas City, Mo.—After going 
over this platform very carefully, it 
would seem to me that you have struck 
the keynote on practically each one 
of the eleven points in your platform. 
Will expect to see much good come 
from your effort. 

W. M. Fercuson, 


Treasurer, 
Townley Metal & Hardware Co. 
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Remington, 


-WEEKLY@LETTER 


THE ONLY SHOT THAT COUNTS IS THE SHOT THAT HITS 


THE KLEANBORE STORE 
MAKES THE MOST MONEY 


NITRO EXPRESS SHUR SHOT TARGET 
hits harder —reaches farther. When Kleanbore Shot Shells were first introduced, they had High scores at lower cost. 


Nails ‘em at 50, 60, 70 yards, 

and oven at greater distanees. = the advantage of the most popular name that is associated 
with ammunition. The leadership of Kleanbore Metallics was 
so firmly established that the shooting public immediately 


accepted Kleanbore as the leader among shot shells. 








Shooters were impressed by the statement in our adver- 
tising that Kleanbore gives you more effective pellets in every 
load—better patterns—because by keeping the bore of the 
gun clean and smooth it reduces the number of deformed 





SKEET LOADS 


SIMPLIFIED GAME LOADS nw a) eee 


make It easy to soll the right Shot which never reach the mark. Shooters were curious 
lead for every kind of game. 

about Remington’s patented priming mixture that cannot be 

duplicated by others. 

All this accounts for the enthusiastic reception and heavy 
sales of Kleanbore Shot Shells when they first appeared. It 
also accounts for the steady and continued swing towards 
them that has persisted ever since. The name and the adver- 


tising were enough to make shotgun shooters try Kleanbore, 





TRAP LOADS but only results would make them come back for more in ever _,, ARROW LACQUERED 
The leader in winning © aristocrat among shelis—for 
champienshi ° ® those who will pay for the best. 
a increasing volume. 


The trend towards Kleanbore is something every seller of ammunition must 
reckon with. You may fight this trend, create sales resi$tance, and lose customers; 
or you may take advantage of it, cut down your inventory of slower moving stock, 
decrease your investment, and increase your turnover and profits. 

Today no dealer needs any ammunition, either metallics or shot shells, except 


Kleanbore. The dealers who are making the most 
money on ammunition are running Kleanbore stores. e/ POV I LEE 





The! most nepal shall at a You will be wise to follow them. President 


Your jobber will supply Kleanbore. Don’t submit to substitution. 


REMINGTON ARMS COMPANY, Inc.,. BRIDGEPORT, CONNECTICUT 


Originators of Kleanbore Ammunition 


MANUFACTURERS OF ARMS, AMMUNITION AND CUTLERY 


© 1982 R. A. Co. 





The Greatest Value Ever Offered—The Remington Standard American Dollar Pocket Knife 





OCTOBER 27, 1932 55 











Sheffivid 


Urges all dealers to take advantage now of these 
profitable deals on these fast-selling items. Your 
preferred jobber can serve you. 


Attractive Colorful Displays Sell 


Wax 


This new liquid 


wax is years 
ahead — once 
applied, any 


mars or 
scratches can 
be easily 
rubbed out 
with a cloth— 
no extra coat 
is necessary. A 
child can apply 
No-Rub Wax 
—no rubbing, 
no. polishing. 
Dries quickly ; 
with lustrous | 
beauty. Stun- 
ning Colored |i 

Dis- }j 


Display given 

Free with Introductory Assort- 
ment of 12 qts. and 12 pts., re- 
tailing at $19.20. Cost to dealers 


(Prices slightly higher west of the Mississippi, 
and south of Tennessee) 





NEW LOW PRICES 


on many other Sheffield fast-selling, excep- 
tional value items. Send today for our 


new Price List. 
NEW! sesiie"2r 


COLD or SILVER 


ENAMEL 


Never before such an amazing 
value. Combination Jar of either 
Gold or Silver Bronze Enamel to 
retail at only 10c. Unique. At- 
tractive. A sight-seller! 


10/ 


Seller | 
SPECIAL 
PATENT 
APPLIED 


SHEFFIELD 
FEATURE 














One dozen, Gold or Silver, mounted on Sheffield’s 
new special eye-catching colorful Counter Display. 


Retail value, $1.20. 

Cost to dealer, only Oc. 
(Packed 2 dozen to a carton) 
And don’t overlook sales on Sheffield Patching 
Wood, Kleen-A-Brush, Water-Applied Transfer 
Sets, Poster and Show Card Colors, China and 
Household Cement, Liquid Porcelain, Bronze 


Powders, Iron Enamel, Combination Cans of 
Gold or Silver Paint. 








Order from Your Jobber. Jobbers Write for Discounts 


The Sheffield Bronze Powder & Stencil Co. 
5817 Kinsman Road, Sheffield Bidg., Cleveland, Ohio 


Canadian Factory: 426 Queen S8t., EBast—Toronto 
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The Hardware Couneil Disbands 


At Atlantic City Meeting, October 15—Held Semi-Annual 
Meetings for Seven Years—Manufacturers 
and Wholesalers Express Regrets 


r } HE Hardware Council met in 
Atlantic City, N. J., the Satur- 
day prior to the joint conven- 

tion and decided to disband. For 
seven years this organization has 
been comprised of four retailers, 
four wholesalers and four manufac- 
turers, who met semi-annually as a 
fact finding body. It concerned it- 
self with intensive study of hard- 
ware distribution problems and en- 
deavored to make the entire hard- 
ware business “industry conscious.” 
Some very splendid reports were 
distributed by the Council, which un- 
fortunately has always felt its “lack 
of police power” a severe handicap 
in its efforts to correct uneconomic 
conditions within the industry. 

The motion to disband was pre- 
sented during the brief Council 
meeting by Herbert P. Sheets, man- 
aging director of the National Re- 
tail Hardware Association, who was 
practically the founder and organ- 
izer of that body. The personnel of 
the Council has been made up by ap- 
pointed representatives of the Na- 
tional Retail Hardware Association, 
the National Hardware Association, 
the Southern Hardware Jobbers’ As- 
sociation and the American Hard- 
ware Manufacturers’ Association. 
The official report of the Council as 
presented to the association’s meet- 
ing in Atlantic City follows: 

“The Hardware Council at a meet- 
ing held Oct. 15, 1932, gave serious 
consideration to the fundamental 
need for having its findings gen- 
erally adopted, and-inasmuch as no 
effective plan had been properly 
evolved, it concluded to disband, 
subject to the approval of the con- 
stituent organizations.” 

This recommendation was _ ac- 
cepted with regrets and with the 
reservation that the machinery for a 
revival of the Council be maintained. 
The manufacturers’ association took 
action as expressed in the following 
statement: 

“The representatives of the Ameri- 
can Hardware Manufacturers’ Asso- 
ciation in the Hardware Council re- 


ported that a meeting had been held 
on Oct. 15 and a resolution adopted 
to discontinue the organization of the 
Hardware Council. 

“After discussion and considera- 
tion, it was moved, seconded and 
carried that the report from the 
Hardware Council be accepted with 
regret. It is, however, the opinion 
of the executive committee of the 
American Hardware Manufacturers’ 
Association that there should be a 
continuing body representing the 
three branches of the hardware in- 
dustry, to which may be referred for 
investigation and report, upon call 
of any branch of the industry, any 
question or problem which may arise. 
And to that end, the president of the 
American Hardware Manufacturers’ 
Association was authorized to ap- 
point two representatives to serve in 
that capacity.” 

The National Hardware Associ- 
ation took the same action and ex- 
pressed the same desire to maintain, 
even though inactive at present, its 


customary representatives to the 
Council. 

It is presumed the Hardware 
Council recommendation for dis- 


banding will be submitted to the 
Southern Jobbers’ Convention this 
spring and to the N. R. H. A. in 
June. ~ 

In his talk to the joint convention 
Wednesday morning session in At- 
lantic City, Geo. B. Durell, presi- 
dent, The American Fork & Hoe Co., 
Cleveland, Ohio, urged very strongly 
the appointment of a “hardware 
Judge Landis” and stressed through- 
out his talk the vital need for a fact 
finding industry group such as the 
Hardware Council. The hearty re- 
sponse given Mr. Durell’s plea was 
conclusive evidence that the whole- 
salers and manufacturers in joint 
session fully approved and appreci- 
ated the work of the Hardware Coun- 
cil. 

The major part of Mr. Durell’s 
talk is reported in this issue in “The 
Story of the Atlantic City Conven- 
tion.” 
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Are You Selling Yourself Out 
of Business? 


Many Hardware Merchants Are! 


By LLEW S. SOULE 
Contributing Editor, Hardware Age 


reflect a gradual yearly de- 

crease, due to loss of sales 
volume in lines and items which 
become obsolete or drift into 
other sales channels. 

There is but one logical thing 
to do under such circumstances, 
and that is to replace those “lost 
lines” with new ones; lines which 
fit definitely into the hardware 
business and which, if backed by 
intelligent sales effort, will pro- 
duce the required volume and 
profit. 

New lines, however, should 
not be taken on at random. They 
must be carefully selected with 
several things in mind. You 
cannot replace a former profit- 
able major line by the addition 
of a few five and ten-cent items. 
Some attention must be paid to 
the actual “dollars and cents” 
margins as well as to percentages. 

You must know what it costs 
to sell the new item, and deter- 
mine whether the rapidity of sale 
can reasonably be expected to 
offset the small actual amount 
which represents the margin on 
the individual sale. Your new 
lines or items must show profit 
in quantity as well as in percent- 


¢ other words, their profits 


age. 

We do not wish to minimize 
the value of “turnover.” A rea- 
sonable stock turn is essential to 
successful merchandising, but— 
it is not the sacred, predominant 
key .to profits which it has been 
heralded. It is not an altar on 
which to sacrifice items of high 
unit sale which turn less fre- 


quently. 
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True, the hardware merchant 
must handle a certain number of 
low-priced items—articles which 
must sell themselves if they are 
to pay their way. That does not 
mean, however, that his store 
must be jammed full of 10-cent 
items until it resembles a Racket 
Store. If he is to be successful, 
a fair portion of his stock must 
have sufficient unit sale value to 
justify stock investment and sales 
effort. 


must come to a realization of the 
fact that in the average com- 
munity there is a limit to the 
number of customers who can be 
induced to visit a hardware store, 
per day or per week; a limit 
which is many times lower than 
that of the Woolworth store 
in that community; a limit 
which in many cases precludes 
any great profit for a hardware 
merchant, from lines which the 
Woolworth type of store carries. 
He cannot attain the Woolworth 
turnover and in many cases he 
cannot secure the Woolworth cost 
prices. 

He must carry a_ certain 
amount of such merchandise to 
maintain public confidence in his 
ability to meet competition, and 
to attract customers. Too heavy 
a swing toward extremely low- 
priced merchandise, however, is 
for him commercial suicide. 

Unless “lost lines” in hard- 
ware stores are replaced with 
others which yield a_ similar 
amount of “dollars and cents” 
profit the owners of those stores 
are slowly but surely selling 
themselves out of business. 





The retail hardware trade 













complete 


: y The 
story of every 
padlock—at 


Use This 
Handy Guide \""ij:°" 





“PTHE handiest, most valuable counter- 
guide on padlocks ever published”. 
That’s what thousands of padlock 
dealers are saying about Master’s new 
32-page illustrated “Price List”, issued 
just recently. Check now to be sure 
you received your free copy. See that 
it was saved. Write us for extra copies 
when you need them. 


Gets New Business 


The Master “Price List” is a veritable 
storehouse of quick-reference informa- 
tion that can be turned into new busi- 
ness for you. Every padlock, bicycle 
lock, hasp, hasplock and key blank is 
illustrated and described in detail. As 
shown by the typical page above, greatly 
reduced, each item and every obtainable 
variation are priced in plain type, both 
wholesale and retail—270 of these easy- 
to-find prices in all. You would never 
dream that any fine of padlocks so 
thoroughly meets every ordinary and 
special requirement. 


MASTER LOCK CO. 


World’s Largest Exclusive Manufacturers 
of Padlocks 
Milwaukee, Wis., U. S. A. 


Master 
Padlocks 


> 
\Y"Z”), The only Genuine laminated case 
it’s Patented’: 
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T the recent convention in At- 
lantic City the ammunition 
business was freely dis- 

cussed. Therefore, it may be timely 
to review the ammunition situation 
for the past three years. 

In 1929 conditions were chaotic 
and unsatisfactory both to manufac- 
turers and jobbers. At the Atlantic 
City convention in October, 1929, 
there were formal discussions of con- 
ditions between the executive com- 
mittee of the National Hardware 
Jobbers’ Association and each of the 
several ammunition manufacturers. 
The jobbers demanded of the manu- 
facturers that they work out some 
plan that would stabilize the indus- 
try and put it on a more satisfactory 
basis. 

The manufacturers immediately 
got together with the view of work- 
ing out plans with this end in view. 
At that time many different lines of 
trade with a view of bringing about 
better conditions had formed associ- 
ations, prepared rules governing 
their industry, and submitted these 
rules to the Federal Trade Commis- 
sion for approval. Many of these 
rules were directly approved. Other 
rules were not directly approved, but 
associations were allowed to use 
them subject to further consideration 
on the part of the commission. This 
led to rules in two classes. Rules 
number one being the rules that had 
been approved by the commission, 


and rules number two being rules” 


that had not yet received official ap- 
proval. 

The ammunition manufacturers 
employed a lawyer in New York who 
had had experience as a commis- 
sioner for other trade associations. 
He was highly recommended by 
these associations. Then the manu- 
facturers went to work and spent 
many days and nights discussing and 
working out their code of rules. 
Many of these rules were simply a 
codification of practices that had ex- 
isted in the ammunition business, 
not by agreement, but by custom for 
many years past, some of them dat- 
ing back to the very first days of 
the present form of ammunition 
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The Ammunition Situation 


By SAUNDERS NORVELL 


manufacture. When rules’ were 
adopted by the ammunition manu- 
facturers that had already been ap- 
proved for other associations they 
were placed in class one. Where 
rules were adopted that had not been 
officially approved by the govern- 
ment they were placed in class two. 

When all this work was done a 
pamphlet was printed and submitted 
to the Federal Trade Commission for 
its approval. At the same time 
this pamphlet was distributed to the 
trade as the trade practices that 
would govern the ammunition manu- 
facturers in the distribution of these 
goods. These pamphlets were sent 
out with the price lists of the manu- 
facturers about Jan. 1, 1930. At 
the same time, as the profits in the 
business were entirely unsatisfac- 
tory, one manufacturer announced 
an advance of 10 per cent, and this 
advance was followed by the other 
manufacturers. This advance was 
announced about Feb. 1, 1930. 

The publication of this book of 
rules and regulations had an imme- 
diate and stabilizing effect in the 
trade. Both manufacturers and job- 
bers following these rules had some 
plan by which they could intelli- 
gently and definitely regulate their 
business. Conditions, therefore, in 
the early part of 1930, both for the 
manufacturers and jobbers, were 
more satisfactory than they had been 
for years. The entire trade wel- 
comed some plan by which definite 
rules were provided to govern the 
industry. 

In the meantime, differences arose 
between the Department of Justice 
and the Federal Trade Commission. 
The Department of Justice was of 
the opinion that these rules of the 
various trade associations were be- 
ing used as a subterfuge to fix prices, 
restrain the freedom of trade, and 
that such rules tended toward monop- 
olies. As a result of this new stand 
taken by the Department of Justice, 
the Federal Trade Commission 
changed its policies and became 
more rigid in its interpretation of 
trade association rules. Unfortu- 
nately, just at this time the trade 








rules of the Ammunition Association 
were submitted to the Federal Trade 
Commission. 

The ammunition manufacturers 
were notified that a hearing would 
be held on their rules by the Federal 
Trade Commission in New York City 
in the early summer of 1930. This 
hearing was held. The manufac- 
turers were present and the commis- 
sioner presiding for the Federal 
Trade Commission announced that 
in the main fhe rules and trade prac- 
tices as laid down in the pamphlet 
by the Ammunition Association were 
not approved. The surprising point 
in this situation was that practically 
the same rules that had been sub- 
mitted by other associations had 
been approved. There evidently had 
been a change in the minds of the 
government officials in regard to the 
interpretation of the Sherman Law 
and Clayton Act as applying to trade 
associations. 

The ammunition manufacturers 
immediately held a meeting—-this 
was the summer of 1930—and after 
discussing the whole situation de- 
cided to disband their association. 
The commissioner of the association 
resigned. All the records of the as- 
sociation were sealed in the commis- 
sioner’s office and this conscientious 
effort on the part of the ammunition 
manufacturers to straighten out con- 
ditions in the industry came to an 
end.. 

Shortly after this the ammunition 
manufacturers were served with a 
complaint of the Federal Trade Com- 
mission and were requested to show 
cause why they should not have a 
“cease and desist” order issued 
against them for fixing prices and 
doing various and sundry other 
things to limit competition and bring 
about a monopoly in the sale of am- 
munition. In other words, this com- 
plaint by the commission followed a 
complaint that was made to them by 
a certain party, or parties, against 
the Ammunition Association. This. 
complaint was based upon provisions 
in the Sherman Law and the Clay- 
ton Act. Dates were set for hear- 
ings and these hearings since that 
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time have been held in various cities 
in the country. Before these hear- 
ings were called all of the manufac- 
turers, members of the Ammunition 
Association, also a large number of 
jobbers. These hearings were held 
before what is known as an exam- 
iner, representing the Federal Trade 
Commission. This examiner is prac- 
tically a judge. He presides over 
the proceedings. The United States 
Government is represented by their 
lawyers and the manufacturers are 
represented by their lawyers, each 
manufacturer having a lawyer of his 
own, and the lawyers of the several 
manufacturers working together. 

The evidence in this hearing was 
very voluminous. All the corre- 
spondence of a number of manufac- 
turers and jobbers bearing on the 
case was examined and a great deal 
of this voluminous correspondence 
was placed in the evidence. Some 
interesting facts developed in the 
course of this case. One of them is 
that a party or parties can make a 
complaint to the Federal Trade Com- 
mission making certain charges 
against corporations, firms, indi- 
viduals or associations, and_ these 
charges will be used as a basis for 
an investigation, but the party, or 
parties, investigated are never told 
the names of those making the com- 
plaint and are never permitted to 
face their accusers. ° 

The first effort on the part of the 
Government was to prove illegal 
price-fixing on the part of the am- 
munition manufacturers. However, 
as several manufacturers testified 
they sold their goods at a different 
price from their competitors, and as 
several jobbers testified that they 
bought goods at different prices 
from the several manufacturers, in 
the face of this evidence it is not be- 
lieved that any price fixing charge 
can be maintained. Another com- 
plaint of the Government was to the 
effect that after the rules adopted 
by the Ammunition Manufacturers’ 
Association had been disproved they 
continued to do business based on 
these rules. Of course, the answer 
to this was that in the first place 
many of these rules were simply a 
codification of practices customary in 
the industry for many years, and 
even if the rules were disproved as 
having been brought about “by 
agreement” after the rules were 
abandoned the trade simply con- 
tinued the ancient custom upon 
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which their goods had been sold and 
distributed for years. 

The situation as it now stands is 
that all the evidence has been taken 
by the Government, the case closed 
and it is up to the examiner to make 
his report to the Federal Trade Com- 
mission. This report by the ex- 
aminer is expected almost at any time 
—probably after the Presidential 
election. If this report is to the 
effect that the charges made by the 
government against the Ammunition 
Manufacturers’ Association have not 
been sustained that will be the end 
of the matter. On the other hand, if 
the report sustains these charges, 


then the manufacturers will be called, 


through their attorneys, to appear 
before the Federal Trade Commis- 
sion and give answer why a cease 
and desist order should not be issued 
against the manufacturers. That is 
just how the case stands today. 

About Jan. 1, 1931, prices for 
shells and ammunition declined 10 
per cent. About April 1, 1932, the 
prices of shells and ammunition were 
reduced another 10 per cent. In 
other words, the prices of shells and 
ammunition today are 20 per cent 
lower than they have been. Taking 
into consideration the depresed state 
of business and the reduced volume 
in the sales of these commodities 
since the year 1929, it does not take 
any imagination to appreciate the 
effect upon the manufacturers. 

The Bureau of Census of the 
United States publishes the total sales 
of shells and ammunition every year. 
To indicate the shrinkage in the dol- 
lar value of the business it says 
that the total sales of loaded shells 
in 1929 as reported by the Census 
Bureau were somewhat over twenty- 
one millions. The sales of shot 
shells for the year 1931 were some- 
what over twelve millions. A 
shrinkage of nine million dollars in 
sales. As indicated, a part of this 
shrinkage is a result of the reduction 
in price, as the figures are in dollars, 
but the larger part is simply a re- 
duction caused by the fact that the 
consumer demand for loaded shells 
decreased. In other words, in 1931 
a large part of the loaded shell busi- 
ness that the industry had enjoyed in 
1929 had simply ceased to exist. 
Many jobbers have been under the 
impression that their sales have 
fallen off because the business had 
been taken away by their competitors. 
The above figures indicate that this 
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«made lke farm fence 





One or two-inch mesh; 
heights, 12 to 72 inches, 


Specify the Original 
U. 8. Poultry Fenee!t 
You can keep down your mer- 


chandise investment, speed up 
turnover, boost sales and _ profits, 
by concentrating on this modern, 
straight-line poultry netting. It 
alone fills every need... meets 
every demand...of your trade. 
It consistently outsells other net- 
tings for every purpose. It discour- 
ages price competition . . . attracts 
new customers... builds perma- 
nent and profitable repeat business. 


U. S. Poultry Fence, now as always, 
is distributed only through the 
regular wholesale and retail chan- 
nels. It can be obtained readily 
from representative Jobbers in 100 
distributing points. 


Consider these important factors 
when you place — orders for 
poultry netting! Be sure to insist 
os the original U. S. Poultry 
ence! For, in no other netting 
can you obtain the superior U. S. 
features of design and construction 
the public has come to demand! 


Indiana Steel & Wire Co. 


Muncie, - - Indiana 


Makers also of 
IMPERIAL Farm, Poultry, Lawn Fence, 
Trellis, Flower Border, Steel Posts, Gates. 


Fence y 


j u S. Poultr 


e Netting That Stands OAL 
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idea has been very much exaggerated. 

On metallic ammunition it is in- 
teresting to note that notwithstand- 
ing a similar decline in price, the 
total volume of sales for the industry 
have held up very much better than 
the sales of shot shells. 

The object of this is simply to 
outline certain facts and put them on 
record. You will note that we are 
simply giving the facts and we are 
expressing no opinions or criticisms. 


We may add in conclusion that one 
of the most difficult problems that 
confront the manufacturers in at- 
tempting to stabilize this industry is 
because almost every manufacturer 
of ammunition in this country has a 
different sales policy from every 
other manufacturer. It is very dif- 
ficult to work out any plan of sta- 
bilization so long as each manufac- 
turer has a different method of dis- 
tributing his goods. 





REMINISCENT 


A few notes about the first Hardware Manufac- 
turers’ Convention twenty-five years ago 


A. E. Alverson, in his presidential 
address before the American Hardware 
Manufacturers Association, made the 
following interesting comment in re- 
gard to the beginnings of the organ- 
ization: 

“As you know, this is our sixty-fifth 
semi-annual and the National Hardware 
Association’s thirty-eighth annual con- 
vention. In other words, they antedate 
us by five or six years. Old timers tell 
me we attended their early meetings in 
considerable number. 

“After a few years of this condition, 
the need of a more fixed arrangement 
was felt. so an informal call for an 
organization meeting was issued by 
Henry B. Lupton, of the Oliver Iron & 
Steel Co. This meeting was held at 
the Hollenden Hotel, Cleveland, on 
Wednesday, October 9, 1901. 

“I can do no better than to quote 
from the original minutes: 

“‘VOTED: That a committee con- 
sisting of ten members present be ap- 
pointed by the Chair which shall 
formulate plans for a permanent or- 
ganization to be reported to the Chair- 
man tomorrow (Thursday) morning,’ 
and the following gentlemen were ap- 
appointed: H. B. Lupton, E. G. Buck- 
well, W. H. Withington, Thomas Coles, 
Oliver Williams, N. A. Gladding, C. S. 
Van Wagoner, F. S. Kretsinger, Fred 
S. Merrick, Fayette R. Plumb. 

“On the following day, October 10, 
1901, that committee submitted the 
following report: 

“Mr. Chairman: Your committee ap- 
pointed for the purpose of formulating 
plans for a permanent organization 
begs to report as follows: 

“That this Association shall be 
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known as the American Hardware 
Manufacturers Association. 

“‘The object of the Association 
shall be—To further the interests of 
the manufacturer and promote cordial 
relations with the distributors. 

“ ‘Tt is recommended that a perma- 
nent organization be effected, consist- 
ing of the following officers: President, 
Fayette R. Plumb of Fayette R. Plumb, 
Inc.; vice-president, Samuel Nicholson 
of Nicholson: File Co.; vice-president, 
C. S. Van Wagoner of The Van Wago- 
ner Co.; vice-president, F. S. Kretsinger 
of Iowa Farming Tool Co.; secretary- 
treasurer, F. D. Mitchell of Standard 
Chain Co. 

“ ‘Executive Committee, Robert Gar- 
land (chairman), Standard Chain Co.; 
Henry B. Lufton, Oliver Iron & Steel 
Co.; N. A. Gladding, E. C. Atkins & 
Co.; W. S. McKinney, McKinney Mfg. 
Co.; Samuel Disston, Henry Disston & 
Sons, Inc.; C. E. Adams, Cleveland 
Hardware Co.; James Kelly, Kelly 
Axe Co.; J. C. Birge, St. Louis Shovel 
Co. 

“*The report of the committee was 
followed by general discussion in which 
the following gentlemen participated: 
W. H. Cole, Robert Garland, Henry B. 
Lupton, Fayette R. Plumb, Oliver Wil- 
liams, Samuel Disston and H. C. Paine, 
and it was 

“*VOTED: That report of the com- 
mittee be accepted and adopted—car- 
ried unanimously by rising vote.’ 

“Thus was witnessed the birth of a 
lusty infant now recognized as a healthy 
adult—age thirty-one—name, the Amer- 
ican Hardware Manufacturers Associa- 
tion. All honor to the foresight of 
those who saw the need and welded this 
organization.” 





Convention Entertainment 
Program 


The Entertainment Committee, 
headed by Geo. E. Dresser, The Car- 
borundum Co., Niagara Falls, N. Y., 
was responsible for a most enjoyable 
program of social events which were 
presented at appropriate intervals 
during the convention. Members 
serving on the committee with Mr. 





GEO. E. DRESSER 


The Carborundum Co. 
Chairman, Convention Entertainment 
Committee 


Dresser were: J. G. Geddes, H. K. 
Porter & Co., Everett, Mass.; J. L. 
Galbraith, Indiana Steel & Wire Co., 
Muncie, Ind.; J. C. Hays, Iron City 
Tool Works, Pittsburgh, Pa., and 
E. A. Tanner, Milcor Steel Co., Mil- 
waukee, Wis. 

Delegates, guests and visitors were 
also enthusiastic in praising the 
Ladies’ Reception Committee for its 
work in making certain that every- 
one present had a most enjoyable 
time at each of the social events. The 
committee was composed of Mes- 
dames A. E. Alverson, Rockford, 
Ill.; A. C. Cade, Tuscaloosa, Ala.; 
E. C. Hough, Plymouth, Mich.; E. L. 
Meadowcroft, Folcroft, Pa.; G. S. 
Wilson, Boston, Mass., and Miss 
Emma Bihler, Pittsburgh, Pa. 

The initial social affair followed 
the adjournment of the joint opening 
session and consisted of an informal 
reception and dance in the Blenheim 
Ballroom of the Marlborough-Blen- 
heim Hotel. 

On Tuesday evening an entertain- 
ment in the Music Room of the hotel 
proved to be one of the high spots 
of the entertainment program. The 
event was presented by Arline Rey- 
nolds Smith and featured The Mel- 
ody Ensemble of Philadelphia, Pa. 
The numbers presented by this ver- 
satile group of twenty-two young 
women embraced solos, duets and 
chorus numbers, as well as dancing 
and other specialties. 

The concluding feature on the en- 
tertainment program was the formal 
reception and ball, held in the Blen- 
heim Ballroom on Wednesday even- 
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A fast selling item that 
builds up sales and profits. 
These ball bearing casters ° 
roll in any direction—easily, quietly 2 
and smoothly. They will not damage @ 
either the floor, or floor covering. 


Just demonstrate “ACMES” by rolling ’em 
on the counter, or palm of your hand and 
the sale is made. Let us send you a sample 
together with prices. 


THE SCHATZ MANUFACTURING CO. 
POUGHKEEPSIE NEW YORK 


> @ 
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FLOODLIGHT 





GARAGE 
FLOODLIGHT 
rolls about on the 
fluor, under cars and 
trucks, 


also useful in fac- 
tories, warehouses, 
milking barns and 
haymows. 


List Price, $13.50 


Floodlighting for Contractors 


A surprising number of Floodlights are 
being purchased now-a-days for use about 
the home—lighting driveways, gardens, 
shrubbery, yards and buildings. They 
give fine effects and afford protection. 
Dietz Economy Floodlight is an excellent 
and profitable new item for hardware 
store sales. 

Added to the home demand is oppor- 
tunity for sales to contractors, also to 
stores and roadside stands for night 
illumination of buildings, signs, parking 
areas, etc. 

Get Descriptive Circular and Prices from 
your Hardware Jobber. 


R.E. DIETZ COMPANY 
NEW YORK 


Makers of Lanterns for the World— 

Founded 1840. Output Distributed 

Through the Jobbing Trade Only. We 

Do Not Sell Mail Order Houses and 
Chain Stores. 





Lighting Driveways, Gardens, etc. 
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A REGULAR FEATURE 
OF HARDWARE AGE 


How’s ae Hardware Business? 


Mr. James interprets for 
hardware men, such basic 
factors as, crop outlook, 
freight car loadings, circu- 
lation of money, building 
progress, employment, etc. 
He also deals with specific 
price trends, demand for 

ndise, shortages 
and future outlook as re- 
flected by his study of the 
national hardware market 
situation. 











Oct. 25, 1932. 

ONVICTION seems settled and 

nearly unanimous that the recent 

business upturn is not a flurry, but 
will be sustained. An even broader 
range of commodities has been touched 
by the improvement, and signs of 
awakened consumer demand _ are 
nation-wide—not confined alone to fa- 
vored sections. In spite of the dis- 
position to take seriously any deterrent 
effects of the political uncertainties of 
these pre-election weeks, there is no 
hysteria—and the quiet recovery goes 
on. 


Favorable Industrial Surveys 


Recent painstaking questionnaires 
by certain industrial groups, or by 
banking firms addressing all groups, 
have developed an overwhelmingly 
favorable drift of replies. In one such 
survey, one hundred picked industrial- 
ists, railway executives, public utility 


heads, economists, newspaper and 
periodical publishers, life insurance 
executives, advertising agencies and 


labor officials were asked to express 
opinions on the present and future 
business situation and outlook. 

With one exception these men ex- 
pressed their unqualified belief that 
the corner had been turned and that 
while a return to satisfactory conditions 
would be slow and accompanied by 
some unfavorable reactions, all evi- 
dences and indications were that the 
country could look ahead with con- 
fidence to lasting improvement. 


Cooperative Sales Planning 


Hardware is unquestionably enjoy- 
ing its full share of the seasonable 
betterment. There is a well-defined 
zest to the sales-planning of both 
wholesalers and retailers. New items 
and new efforts, undertaken perhaps 
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by STEWART JAMES 


fearfully, are bringing prompt returns 
to every merchant willing to risk these 
forward steps. Wholesalers find the 
“what’s the use” attitude among their 
salesmen and their customers giving 
way to a better attention and a better 
cooperation for mutual progress. A 
rather good number of retail mer- 
chants are “coming to market” in the 
larger jobbing centers, and many more 
are assembling for group conferences 
with their wholesalers at convenient 
points. Live wholesalers and manu- 
facturers, who have effective selling 
helps and selling plans to offer, are 
finding a ready appetite for their mer- 
chandise and their services. 


Stocks Perhaps Too Low 


The lowness of inventories is in- 
creasingly manifest, as retail business 
improves and as the better outlook 
lends further incentive toward stock- 
ing up by merchants. Nothing ex- 
traordinary can be expected in this di- 
rection, but here and there replenish- 
ment of bare shelves by retailers is dis- 
closing the insufficiency of wholesalers’ 
stocks and creating a mild scramble for 
goods. 

The wholesalers in turn have found 
many manufacturers unprepared for the 
fair seasonable demand which has de- 
veloped, and there has been disappoint- 
ment and loss of sales and profits all 
along the line. ' 


Christmas Spirit Evident 


The Christmas season is not so dis- 
tant but that its influence is already 
evident in hardware planning. A new 
angle this fall is the demand for new 
store dress, fixtures or lighting, to pre- 
pare an appropriate and tempting back- 
ground for holiday merchandise. New 
converts are being added each year, 
from the ranks of hardware dealers 
who have never featured Christmas 
selling, to those who consider their 
holiday business on “gifts of utility,” 
on sports supplies, and on toys, the 
store’s real harvest time. The thought- 
ful merchant who can plan his cam- 
paign, and inspire his helpers, to the 
end of maintaining the real Christmas 
spirit toward and within the shoppers 
in his community, will find profit larger 


and deeper than his purely financial 
returns. Some high-grade stores adopt 
the Bethlehem color-scheme of blue and 
silver, to unobtrusively suggest and 
maintain the higher ideals of the 
Christmas season. 


Banking and Credit 


Business failures in September 
dropped nearly 20 per cent from 
August to the lowest number in more 
than a year. Also, it was the first time 
in nearly a year that the number of 
failures was less than in the corre- 
sponding month a year ago. The dif- 
ference between total liabilities and 
total assets shows the smallest net loss 
in two years. The net loss per failure 
was the smallest since a year ago last 
February.~ All in all, September made 
one of the best showings since the be- 
ginning of the depression. 

Bank deposits are on the upgrade, 
loans are less, and investments of banks 
in United States Government se- 
curities are increasing, according to 
figures from the Federal Reserve Bank. 

The decline in loans at a time when 
deposits are going up is indicative of 
the present dearth of borrowers. There 
is no shortage of money in this country, 
in fact, the banks are rather too loaded 
with it. The shortage is that of good 
prospective users of these funds—peo- 
ple who can pay them back. 


Business Indicators 


Freight trafic in the United States 
in the week ended October 8 established 
a new 1932 high record for the fourth 
consecutive week. The number of cars 
loaded was 625,636» the heaviest volume 
since early December of 1931. Traffic 
now has been improving steadily for 
about three months. In that period it 
has risen more than 200,000 cars from 
a low of 416,950 established in the July 
4th holiday week. The decrease from 
1931, meanwhile, has been trimmed to 
138,182 cars, the smallest of the year 

The Annalist index of business ac- 
tivity for September showed a further 
sharp advance, to the highest level since 
last March, and now stands seven 
points above the July low. 

The Annalist weekly index of 
wholesale commodity prices dropped 
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One Floor Paint 


—three profitable markets 


Home, office and factory—Dixon’s Main- 
tenance Floor Paint covers these three 
profitable fields and others—more than 
triples your paint sales opportunities— 
cuts down your paint inventory corre- 
spondingly. 


What’s more, when you offer Dixon’s 
Maintenance Floor Paints you sell on 
the Dixon reputation—widely and favor- 
ably known for over a century—widely 
advertised—a house noted for quality 
products and fair dealing. 


Furthermore, you sell a paint unex- 
celled for wood, concrete, composition 
and linoleum—indoors or out. Neither 
hot, cold, fresh, salt or soapy water, oil, 
alkali or dirt affect Dixon’s Maintenance 
Floor Paints. And as for wear—you 
° 
can’t beat them. 


On top of all these advantages, there 
are sales helps and a sales policy as 
good as the product. Like to hear it? 
You can’t lose by listening, you may 
gain much. Write to Dept. 40 BF. 


PAINT SALES DIVISION 


Joseph Dixon Crucible Company 


New Jersey 


Jersey City 
Established 1827 











When ECONOMY 
Is the Keynote 






Allith “40-90” 


y When the prospect wants to remodel his old 
garage with a minimum of expense . . . when 
he’s looking for a trouble-free, bangless, weather- 
proof door . . . that looks better and costs less 


. show him ALLITH 40-90. 


\ When the Contractor wants to cut costs to get 
the job—use standard door section from the 
local mill . . . cut installation time and work 

. and at the same time offer those “plus 


values” that sell the job—show him ALLITH 
40-90. 


And if there’s a woman in the case . . . she 
wants a door that opens easily ... won’t bang 
her shins or mar the car . . . weather-tight, yet 
opening instantly in any weather . . . she'll buy 


ALLITH 40-90 on sight. 


ys every installation—whether a one or 
two-car garage, with or without center pier. 
Converts three-part sliding, folding doors into 
one-piece unit. Requires only 8 inches head 
room. No special frame is necessary for open- 
ing. Locks or unlocks, opens or closes from in- 
side or out. Cylinder lock, weatherstrip—every- 
thing included. No extras to buy. First cost 
is last cost—there’s no upkeep to it. 


Write 
today for 


information 
and customer 
litera- 
ture. Get 
ready to 
make bigger 
profits this 
summer with 


ALLITH. 











Allith-Prouty Company 


Danville Illinois 











OCTOBER 27, 1932 
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to 90.9 on October 11, with a loss of 
2.2 points from the previous week’s 
93.1. 


Price and Sales Notes 


Values have remained steady, with 
some improvement in demand, on the 
staple wire products, such as_ nails, 
barbed wire and fencing. Wholesalers 
located near the seaboard continue to 
suffer from import competition, par- 
ticularly on barbed wire and fencing 
quoted from Germany, on a basis im- 
possible to meet with domestic costs. 
Competition on structural steel and 
reinforced concrete bars from abroad 
are also an adverse factor in market 
steadiness on these lines. 

The 1933 season prices have been 
announced on the leading lines of 
lawn fencing, gates, trellis and flower- 
bed border. The average of these quo- 
tations is not greatly different from the 
1932 season, but there are some ad- 
justments in prices both ways, and a 
schedule is furnished naming delivered 
quotations to destination, by adding the 
freight rate into the price. 

An interesting trade note credits one 
of the largest harvester companies with 
placing a recent spectacular contract 
for approximately a million yards of 
cotton duck to be delivered throughout 
1933. This, together with recent huge 
purchases of copper by Westinghouse 
and of pig iron and copper by the 
American Radiator Company, suggests 
to smaller buyers a growing assurance 
that some recent low values are prob- 
ably the final and permanent bottom. 

Following the trend of advances on 
leather itself and on other leather prod- 
ucts, lace leather manufacturers are 
quoting advances of approximately 5 
to 10 per cent. 

Early 1933 prices from some manu- 
facturers on rubber garden hose are 
about 10 per cent higher than during 
this season, logically expected on ac- 
count of the higher levels on crude 
rubber. 

A looked-for advance on cotton belt- 
ing has been placed in effect, repre- 
senting a mark-up of 12% to 15 per 
cent. The manufacturing group seems 
confident of the maintenance of this 
advance, which is only sufficient to 
cover the increased cost of cotton. 

A new schedule of prices on sweat 
pads, likewise based on higher cotton, 
has been issued, but contrary to the 
usual trend of other cotton products, 
grass catcher prices have not risen and 
some makers are offering lower values 
for 1933. 

Staple lines of snow shovels are 
quoted on a new low schedule effective 
for the season near at hand. Dealers 
and jobbers express satisfaction that 
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values now justify buying for the sea- 
son. 
The sale of oil heating burners is 





Some Manufacturers 
Found Unprepared to 
Cope with Growing 
Seasonal Demand 


Hardware wholesalers in one 
of the leading Mid-Western mar- 
ket centers are selling stove 
goods faster than they can obtain 
the merchandise from makers. 
The condition is reported to be 
quite general in that territory. 
One wholesaler has already sold 
more stove goods this season than 
were sold by the firm during 
1931. 


This wholesaler found he 
would be unable to fill incoming 
orders and wired his manufac- 
turer only to learn he could not 
secure a carload shipment for at 
least a week. At that juncture a 
salesman for a competing manu- 
facturer called. The wholesaler 
asked him: “If I give you a car- 
load order can you give me im- 
mediate shipment?” The sales- 
man assured the wholesaler that 
he could. “I want to know that 
you can,” said the wholesaler, 
“before I give you the order. 
Phone the factory to make cer- 
tain.” 


The salesman ealled the fac- 
tory and found that it could not 
ship a carload under a week’s 
time. The wholesaler placed the 
order, however, and waited the 
week. Then the wholesaler be- 
gan sending wires and tracers, 
but received no reply. After an- 
other week had elapsed, and 
nothing had been heard of the 
carload of goods, the wholesaler 
sent the manufacturer a “hot” 
wire that produced results. 


In his letter of explanation, 
the manufacturer expressed his 
regrets, stating that the carload 
was being shipped that day, and 
that in order to do this he had 
been obliged to place the car 
ahead of 21 other cars waiting to 
go out, The manufacturer also ex- 
plained that his factory was 60 
cars behind on orders and had 
been operating 24 hours day, 
7 days a week, since Sept. 1. 


This is an indication of what 
may become a very general con- 
dition as recovery proceeds and 
the pent-up demand begins to 
make itself felt in other types 
of merchandise. 











showing a trend to the hardware trade. 
Stores which have taken on a good oil 
burner line experimentally usually turn 
into steady sellers. The newer burners 
offered at prices to meet even mail 
order competition are simple in con- 
struction, easy to install and to ser- 
vice. Hardware jobbers and dealers 
have also taken on oil burner inserts 
for both cooking and heating ranges, 
and report considerable interest be- 
cause of the novelty and profit of these 
appliances. 

Flint paper and emery cloth have 
been reduced 10 per cent by leading 
manufacturers—not, they say, because 
of lower costs, but to meet recent new 
short line competition. The fight for 
business has kept flint paper values ex- 
tremely low for many months and no 
further reduction was expected. 

Wholesalers report a firming in 
enamelware quotations from manufac- 
turers all along the line, on the basis 
that the makers have been losing money 
to an extent which could not be main- 
tained. Jobbers consider the advance, 
which averaged about 10 to 15 per cent, 
reasonable and justified. The natural 
increased fall activity on these lines is 
very manifest, particularly on staples. 

Lead prices, while not at the low 
marks of mid-summer, have taken sev- 
eral recent declines, and one result has 
been a reduction in lead shot quota- 
tions. 

Enameled plumbing ware prices have 
recently been marked up about 744 
per cent. An increasing number of 
dealers are taking on a staple variety 
of plumbing and heating supplies, and 
hardware jobbers are taking more in- 
terest in carrying staple values at 
thoroughly competitive prices. 

The sales of weatherstrip have been 
better thus far than during last fall, 
partly due, no doubt, to prices about 
10 per cent lower, and to better pub- 
licity concerning fuel savings in prop- 
erly weatherstripped buildings. 

Tool departments report a continuing 
fine demand for cross-cut and one-man 
saws, influenced largely by the record 
low prices on good competition values 
and by the economy inducements for 
home wood-cutting. 

As the fall advances, electric ap- 
pliances, such as sandwich toasters, 
electric mixers, percolators and other 
tableware, are increasing in demand 
and are put up attractively in gift dis- 
plays for the holidays. 

Some hardware stores are selling cut- 
lery freely and others report very slack 
demand. Investigation usually reveals 
the active stores are using display as- 
sortments of popular-priced knives for 
everyday use, the popular boys’ grades 
retailing at 15 to 25 cents each and 
the men’s grades from 49 to 98 cents. 
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EXPLANATORY NOTE OF PRICES 


Items 1, 2, 8, 4, 5 and 6 represent Dollars per gross ton 


(2240 Ibs.). 
Items 7, 8, 9, 10, 11, 12, 13, 14, 15, 16, 17, 18, 19 and 20 repre- 


sent Dollars per hundred pounds. , 
Item 21 represents discounts from Price List which would 239 West 39th Street, New York City 


need to be consulted. 


For Example: Table of current market values from December, 1897, to September, 1932, of t 


lst item, Pig Iron, Basic—Valley, $16.75 per gross ton 
(2240 Ibs.). 


2nd item, Foundry Pig Iron, No. 2—Chicago, $11.00 per e e = - 
gross ton (2240 Ibs.). metal materials entering into the manufacture of a ereat variety of har 


7th item, Common Iron Bars, Pittsburgh, 95/100 of a 
—t — “3 ad 4 lbs. 
woe inn 0 we ei sn eae Compiled by OLIVER BROTHERS, INC., New York and Pittsburgh 














OMMENTS:—Except where tage stated, ~ $e below — the mag eg te raya or 
lowest prices ruling at any particular dates. It will be noted that Ingot copper, Electrolytic, New York refinery ‘ . : . : 
equivalent average for July, 1932, is 5.284 whereas the Jow for July was 5.25 on July 11, 1932. _ DITOR’S NOTE :—We again submit the revised TABLE OF MARKET VALUES m 
Attention is argon d called to the long price movement starting in April, 1915, advancing steadily until July, by Oliver Brothers, Inc., of New York and Pittsburgh, who are recognized as one of th 
cg re aegesdiy ool vested bongs ocd fs ony ogy ae ~ gpm Mee te de ane ot te reliable sources of price information in America. Requests have come from ail parts of the wa 
Armistice. Then there was a “marking time” or gradual easing off until late 1919, when the market began advancing additional = of the _sighhennce—mys of this Chart, which is an indication of the value and imp 
again by leaps and bounds until July, 1920. This was the turning point of the greatest market movement of modern of the information herein contained. 
times, and was followed by the Post-War deflation culminating early in 1922. The market cycle showed an upward We beli h h ki 1 ‘ ne : p 
movement during the period of 1922 coal strike, followed by recession after the strike; the upward movement resumed _ We believe that the work involved in compilation and the value of the information set fort 
in January, 1923, culminating in April, 1923. Then a long period of recession with an upward movement again dur- justify this Table being made a permanent record of your office. 


ing 1929 but followed by a definite turn downward to the present time. , 
In considering this chart the facts should be taken into consideration that the cost of labor is much greater than We again express to Oliver Brothers, Inc., our appreciation of their courtesy in supplyi 
Chart, and which we recognize as a service rendered the trade by their organization. 


prior to 1914. 
OLIVER BROTHERS, INC. 
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(For the sake of quick comparison, we have added two columns to the chart, one column indicating the lowest prices since 1897 on each individual item, the second coiumn showing the 














Compiled by 
OLIVER BROTHERS, Ine 


Export and Import Merchants 
(Correspondence in all languages) 


ALSO 


ber, 1932, of the principal iron, steel, wire and Resident Buyers for Domestic Wholesalers 
200 Hudson Street, New York, N. Y. 


ariety of hardware and kindred supply lines Published by Hardware Age, Issue of Oct. 27, 1932 


N. B. Prices Shown Are Domestic Prices Only 
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. OTE: Prices under the heading “March 21, 1919”, and those markea py aagger (7), represent 
)F MARKET VALUES made up the Steel Corporation’s prices (to which they adhered strictly) and which customarily are fol- 
are recognized as one of the most lowed by the Independent mills. From Jan. 1920 to Jan. 1921, in some instances, two sets of prices 
bme from all parts of the world for are shown on the chart because of the two markets prevailing on certain steel items. In such 
cation of the value and importance instances the upper price in each individual box indicates the one adopted by the U. S. Steel Cor- 

poration and the lower price indicates figures that were secured in the open market. These two 

markets were caused by the Steel Corporation maintaining the prices suggested in Washington in 
of the information set forth would March, 1919, while the outside. market was regulated to a considerable extent by the law of Supply 

and Demand. This dual price market ceased to exist in November and December, 1920, as demand 

had fallen off, but was renewed spasmodically in 1921 when the so-called Independents cut under the 
f their courtesy in supplying this Corporation’s prices, but in every instance the Leading Interests were quick to follow a reduction 
eir organization. when they had assurances that the reduction was bona fide. 
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Hardware Dealers 


If You Sell 


House Furnishings 





JAN 9 TO 14, 1933 
OFFICIALLY 


ENDORSED 


BY THE 
‘NATIONAL 
HOUSE FURNISHING 
BUYERS 














Attend this EXHIBIT 


— the only National Market Event in the 
industry, and your opportunity to see and 
compare complete factory displays of the 
new and staple lines that will enable you 
to make a profit next year. Nearly 300 
lines were shown last year—more expected 
this year. Many “Show Specials” offered 
—good only at Show—One good “Special” 
may pay your expense and a profit besides. 


Hundreds of Millions 


of invested capital represented in prod- 
ucts on display in this Exhibit. Leading 
manufacturers and executives attend in 
person to meet you and cooperate with 
you—a few days spent here may mean 
hundreds more in profit to you in 1933. 


6th NATIONAL 


HOUSE FURNISHING 
EXHIBIT 


Stevens Hotel, Chicago, January 9 to 14, 1933 
WARREN EDWARDS, Sec’y 


NATIONAL HOUSE FURNISHING MANUFACTURERS 
ASSOCIATION 
(Inc.—Not for Profit) 


228 N. La Salle St., Chicago, Illinois 
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prove value of 


USTRAGLASS 


the ultra viole SHY LLL, Glas Ses 





A. Chicks grown under 
ordinary window glass 
develop rickets. 










B. Chicks grown under 
Lustraglass are normal, 
healthy and free from 
rickets. 


The photographs above show two lots of chicks 
at the age of six weeks. Both lots were raised 
under similar conditions except that lot A was 
grown under ordinary window glass and lot B 
under Lustraglass. This is positive biological 


proof that sunlight through Lustraglass prevents 





rickets. « Here is a big new market 


for Lustraglass. Farmers everywhere Die 
: USTRAGLASS 
want a permanent, durable ultra-violet Preiser sm 


AMERICAN, 
Wikoow gisss CO. 


PeTSOUROM, OA USA 


ray glass for poultry houses, brooders 











Look for 
this label on 
every light of 

genuine 

Lustraglass 


and every building about the farm. 
Lustraglass costs them no more than 
ordinary window glass. 


National 
Advertising 


in Country Gentleman, 
Poultry Tribune and Suc- 
cessful Farming is telling 
over 3,000,000 farmers 
and poultry raisers about 
Lustraglass. * Send for 
Booklet P332, a report of 
scientific tests on raising 
chicks under glass. 


AMERICAN WINDOW GLASS CO. 


Also makers of Lustrawhite Picture Glass, Armor-Lite Safety and Bullet- 
Proof Glass, Tintaglass, Photograghic Dry Plate Glass, 346” and 732” Crys- 
tal Sheet Glass, Ground Glass, Chipped Glass and Bulb Edge Glass. 


PITTSBURGH - PENNSYLVANIA 
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PITTSBURGH DEALERS OPPOSE PENNSYLVANIA 
SALES TAX; GERKEN ADDRESSES GROUP 


Unanimous opposition to the 
Pennsylvania retail sales tax was 
expressed by the members of the 
Pittsburgh Retail Hardware Deal- 
ers Association at the Roosevelt 
Hotel, Pittsburgh, Pa., Sept. 23. 
Frank Hegner, Hegner Hardware 
Co., Sewickley, Pa., president of 
the association, outlined the 
salient features of the new tax 
bill, which requires a 1 per cent 
levy on gross sales from Sept. 1, 
1932, to March 1, 1933. A reso- 
lution was passed condemning 
the measure, and ways and means 
to prevent its continuance after 
the original six months have 
passed were considered. 

Comparisons of present whole- 
saler’s prices on hardware prod- 
ucts with those in effect three 
years ago were made by A. J. 
Bihler, president, J. C. Lindsay 
Co., Pittsburgh. The declines 
generally ranged from 20 to 50 
per cent, although a few items 
have not changed. Mr. Bihler 
pointed out that advances in 
prices on certain commodiffes in 
recent months would doubtless 
lead to a reversal of the down- 
ward trend during the fall. Mr. 
Bihler also made a plea for bet- 
ter cooperation between whole- 
salers and retailers, pointing out 
that wholesalers stand ready at 
all times to advise and aid re- 
tailers in time of stress. 

Prospects for improvement in 
the steel industry over the next 
six months were discussed by T. 
H. Gerken, Pittsburgh resident 
editor, The Iron Age. Mr. Gerken 
pointed out that the industry had 
begun to show signs of improve- 
ment this month, following three 
months of minimum production. 
The steel ingot output during 
June, July and August averaged 
barely 15 per cent of capacity, 
but gains in finished steel or- 
ders thus far in September have 
averaged from 5 to 10 per cent. 
October is expected to bring a 
more definite increase, but it was 
explained that a 50 per cent gain 
over the low summer level would 
bring production to only about 
22 per cent of capacity. This 
would scarcely lead to the em- 
ployment of additional men in 
Pittsburgh district mills, but 
would increase the working 


68 





hours of those which have been 
maintained on the payrolls of the 
leading producers. 

The heavy construction indus- 
try, according to Mr. Gerken, of- 
fers the best prospect for addi- 
tional steel tonnage in the next 
three months. Much of this 
work, which is largely financed by 
the Federal and State Govern- 
ments, will also extend into the 
new year. The railroads may be 
expected to increase their pur- 
chases of steel for car repairs. 
The automobile industry will gov- 
ern its production almost entire- 
ly by the trend of retail sales, 
which at present is upward. The 
most that can be expected of the 
farming industry will be in- 
creased purchases of roofing ma- 
terial, fencing and wire products, 
as the buying power of the 
farmer will not be increased suf- 
ficiently this year to bring about 
renewed purchases of agricul- 
tural implements. Buying by 
small manufacturing consumers 
of steel by warehouses has ac- 
counted for much of the improve- 
ment in aggregate demand during 
September. As the steel com- 
panies are devoting most of their 
attention to the stabilization of 
current prices, Mr. Gerken indi- 
cated that no immediate advances 
in prices was to be looked for. 





PADLOCK SPECIFICATIONS 
PROPOSALS ISSUED 


(From Our Washington Bureau) 


The Federal Specifications 
Board has sent out proposed 
specifications for padlocks to 


manufacturers for their comment 
and criticism. The board is 
seeking suggestions as to changes 
which may be thought desirable. 
It is required that criticisms be 
received not later than 10 weeks 
from the date of the board letter, 
sent out Sept. 23, if they are to 
receive attention of the technical 
committee considering the sub- 
ject. 
ILLINOIS CONVENTION 
JAN. 31-FEB. 2, 1933 


Paul W. Mulliken, managing 
director, The Illinois Retail 
Hardware Association, with of- 
fices at 1141 Merchandise Mart, 





Chicago, Ill., has announced the 
dates of the thirty-sixth annual 
convention and exhibit of the or- 
ganization. The_ convention 
meets Jan. 31, Feb. 1 and 2, 1933, 
at the Arsenal, Springfield, Ill. 





CHAPMAN, MANAGER OF 
CYCLONE FENCE CO. 


H. G. Chapman was elected 
vice-president and general man- 
ager, Cyclone Fence Co., Wau- 
kegan, Ill., at a recent meeting 





H. G. CHAPMAN 


of the board of directors, to suc- 
ceed the late J. H. Kinney. He 
has been with the company 
for many years and since 1927 
has held the position of general 
sales manager. 

R. E. Pinniger, former assist- 
ant general sales manager, lo- 
cated at Newark, N. J., has been 
named as general sales manager 
with- headquarters at Waukegan. 
E. Kyndberg, formerly district 
manager at Waukegan, has been 
transferred to Newark, N. J., as 
Eastern district sales manager. 





V. C. REDD, PARTNER 
IN OHIO STORE 


Veach C. Redd, Cynthiana, Ky., 
hardware dealer, director, N.R.- 
H.A., is a member of the firm 
of Redd & Walter which recently 
purchased the former Gardner 
Hardware Co. store at 27 South 
Main Street, Middletown, Ohio. 
The store is being completely re- 
modeled. 


~}Jackson, 


FERDINAND CO. PLANT IN 
FULL OPERATION 


L. W. Ferdinand & Co., now 
located at 599 Albany Street, 
Boston, Mass., is now back in 
full production. The former plant 
in Cambridge, Mass., was badly 
damaged by fire early this year. 
At the new address offices, fac- 
tory and warehouse are located 
and the plant has been increased 
as to capacity. 

The company recently induced 
Alfred Jeffery & Co., London, 
Eng., to turn over to it deck 
grade formulas so that Jeffery’s 
Marine Glues could be produced 
in this country. 





REYNOLDS SPRING CO. 
ACQUIRES “DURAWARE” 


Reynolds Spring Company of 
Mich., has acquired 
from the Dura Co., Toledo, Ohio, 
all the inventory, good-will, dies, 
tools and fixtures necessary for 
the manufacture of the product 
known as “Duraware,” which will 
be used separately or combined 
with Reynolds ‘“Bonnyware,” 
which is being made into a large 
number of similar articles at the 
present time. 

Reynolds Spring Co. has here- 
tofore manufactured automobile, 
furniture and other cushion 
springs, as well as various other 
mechanical articles such as 
“Bakelite” products, Ford dis- 
tributors, etc. 


HATCH RESIGNS FROM 
WATERPROOFING BUSINESS 


H. A. Hatch has resigned as 
general manager of four offices 
of the Western Waterproofing 
Co. Mr. Hatch, who has had 
considerable experience in the 
hardware field before entering 
the building specialty business, 
is interested in reentering the 
hardware field. 

For seven years he was with 
the Winchester Repeating Arms 
Co., New Haven, Conn., and with 
the Simmons Hardware Co., first 
working on the Winchester 
agency plan, out of New Haven, 
placing agency accounts. Later 
he was located in Sioux City, 
Iowa, where he was in charge of 
agency development. Mr. Hatch 
may be reached at 123 Baywood 





Avenue, Mount Lebanon, Pa. 
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GRIFFIN HINGES 








Size of Butt — 3 3g x 334 In. 


N lovely homes 


where details mean so much 





are found--because they com- 
bine sturdy, practical quality 
with precise uniformity and 


superior finish. 


(SRIFFIN 


nufacturing Company 


ERIE, PENNSYLVANIA 





Branch Offices:- 


NEW YORK: 45 Warren Sr. BOSTON: 113 Purcuase Sy, 
CHICAGO: 162 N. CuInToNn 5r. SAN FRANCISCO: 703 Marker Sr. 
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POULTRY HOUSES 


® DOPLEX lets in the health-giving ultra-violet rays! 
That’s one reason why it’s better than glass for 
growers, poultrymen, farmers and others who need 
the full benefit of sunlight. This new glass substitute 
material is lighter, easier to handle, tough and strong. 

DOPLEX is the only glass substitute material that 
is made from continuous sheets of cellulose acetate. 
Has advantages not found in any other glass substitute 
material. It’s double-thick with open mesh reinforcing 
cloth cemented between the sheets. 

And it sells at a “middle-of-the-road” price—a 
price that enormously,widens the field for it. There’s 
good profit—a sound policy of protection for jobber 


and dealer. 


DDE EX 


The Dobeckmun Company, 3301 Monroe Ave., Cleveland, O. 














= . for samples and full 
= | information about DOPLEX 
[ | 

3 Firm Name C) Jobber 
Ww ~~. ~~ [] Dealer 
™ 

~ Address = 
= 3301 Monroe Avenue, Cleveland, Ohio 
D 
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J. A. GREGG 60 YEARS 
IN HARDWARE FIELD 


Jesse A. Gregg, Nicols, Dean 
& Gregg, St. Paul, Minn., whole- 
sale distributors of heavy hard- 
ware, iron, steel and automotive 
equipment, celebrated recently 
his sixtieth year with that or- 
ganization, which was known as 
Nicols & Dean when he joined 
the company in 1872. A year 
later he became a salesman for 
the organization. In 1899 he be- 
came a full partner in the firm, 
becoming president in 1907, re- 
taining that office for twelve 
years. 

Today Mr. Gregg is still active 
in the business as a member of 
the board of directors. During 
his period as a salesman he 
opened considerable new terri- 
tory for his organization and saw 
centers of business change. Mr. 
Gregg has always been active in 
civic affairs and commerce or- 
ganizations in his city. 





DEVLIN HEADS NEW 
ORLEANS PAINT CLUB 


D. J. Devlin, vice-president and 
general manager, Marine Paint 
& Varnish Co., Inc., was elected 
president of the New Orleans 
Paint, Oil and Varnish Club at 
the Oct. 12 meeting. E. J. Haas, 
manager, Oliver N. Van Horn 
Co., Inc., was elected vice-presi- 
dent and W. C. Rhodes, manager, 
Rhodes-Pitard, was elected sec- 
retary-treasurer of the organ- 
ization. 


WILL OPEN STORE 


Richard A. Bates, East Chi- 
cago, Ind., will open a retail 
hardware store Nov. 1 at Chi- 
cago and Forsythe Avenues, in 
that town. The business will be 
operated as Bates Hardware & 
Supply Co. 


M. S. ROSENFELD BROS. 
OCCUPY NEW QUARTERS 


M. S. Rosenfeld Bros., whole- 
sale and retail hardware, 56-58 
East One Hundred and Fifteenth 
Street, New York City, are occu- 
pying new quarters at that ad- 
dress. The new building, which 
replaces one destroyed by fire 
several months ago, measures 50 
x 100 ft., and has five floors, It 
is of modern fireproof construc- 
tion and was designed especially 
to meet the firm’s requirements. 

The store was established in 
1909 by Max S., Reuben, and 
Jesse Rosenfeld, sons of Benja- 
min Rosenfeld, who until his re- 
tirement in 1904 had conducted 
a hardware store at 19 Clinton 
Street, New York City. 

During the past 24 years the 
establishment has been located 
at its present address and has 
steadily expanded until a force 
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of 28 men is now required to 
handle its business. * 





LONGFIELD IS SALES 
MANAGER, YOUNGSTOWN 
SHEET & TUBE CO. 
Charles H. Longfield, who has 
been vice-president and_ sales 
manager of the Lamson & Ses- 
sions Co., Cleveland, has been 





C. H. LONGFIELD 


appointed general sales manager 
of the Youngstown Sheet & Tube 
Co., Youngstown, Ohio. Mr. 
Longfield has been _ identified 
with the bolt and nut industry 
in Cleveland for over 19 years. 
His first connection with the in- 
dustry was as a salesman for the 
Kirk-Latty Co., of which he later 
became sales manager. When that 
company was merged with the 
Lamson & Sessions Co. in 1926 
he became the sales manager and 
later was elected a_vice-presi- 
dent. 


APPLIES FOR FISHING 
NET DUTY INCREASE 
(From Our Washington Bureau) 


Application for an increase in 
the duty of 40 per cent on cotton 
fishing nets and cotton fishing 
nettings has been made to the 
Tariff Commission by the R. J. 
Ederer Co., 540-548 Orleans 
Street, Chicago. These nets and 
nettings are classified under the 
basket clause of the cotton 
schedule of the Hawley-Smoot 
tariff act. The products are sub- 
ject to an additional duty of 10c. 
per pound on the cotton content 
when the staple is 1% in. or 
more in length. 

MASTON VISITS PAINT 

CLUB IN CLEVELAND 


Willard E. Maston, president, 
National Paint, Oil and Varnish 
Association, was the guest speak- 
er at the recent meeting of the 
Cleveland Paint, Oil and Varnish 
Club. He urged that the work 
of master painters’ group be 
recognized and that the work of 
the two organizations be closely 
tied up. He pointed out that the 








machine age had stimulated pro- 
duction of merchandise to such 
an extent that thought should be 
given for finding means to find 
adequate markets for products 
manufactured. A_ golf tourna- 
ment was held in the afternoon 
prior to the meeting. 





CLAIR GOODMAN OPENS 
AS BATAVIA HARDWARE 


Clair W. Goodman, whose en- 
try into the retail hardware busi- 
ness was announced in the Sept. 
1 issue of Harpware AGE, is op- 
erating as Batavia Hardware at 
56 Main Street, Batavia, N. Y. 
For a number of years he was 
purchasing agent, Bindley Hard- 
ware & Mfg. Co., Pittsburgh, Pa., 





CLAIR W. GOODMAN 


which firm was liquidated in 
1914. Part of the time with the 
Bindley company he was also 
sales manager. In 1907 and 1908 
he was manager, hardware divi- 
sion, The Cooperative Merchan- 
dising Co., Toledo, Ohio, now 
known as The Merill Co. 

From 1909 to 1920 he was sales 
manager and manager, wholesale 
division, Weed & Co., Buffalo, 
N. Y., later going for a time with 
Cussins & Fearn, Columbus, 
Ohio, He next joined W. A. 
Case & Son Mfg. Co., Buffalo, 
N. Y., as sales promotion man- 
From 1922 to 1924 he was 


ager. 
sales manager and manager, 
wholesale division, Burhans & 


Black Corp., Syracuse, N. Y. 

In 1924 he returned to Weed 
& Co. in his former capacity, 
severing his connection with that 
company in August. 





BERRY BROS. WILL 
MOVE BRANCH OFFICE 


The Philadelphia branch, Berry 
Bros., Detroit, Mich., manufac- 
turers of varnishes, enamels, 
lacquers and paints, is being 
moved from the location it has 
been for over fifty years to new 
and larger quarters at Delaware 
Avenue and Tasker Street. Ma- 
jor T. A, Murphy, recently trans- 
ferred to Philadelphia, is branch 
manager. 








CAROLINAS GROUP 
MEETINGS DATES 


During the months of October 
and November the Hardware As- 
sociation of the Carolinas has a 
schedule of nine group meetings. 
The October dates announced 
were: Oct. 24, Hotel Goldsboro, 
Goldsboro, N. C.; Louise Hotel, 
Washington, N. C., Oct. 25; Hin- 
ton Hotel, Edenton, N. C., Oct. 
26; the Ricks Hotel, Rocky 
Mount, N. C., Oct. 27; Sir Wal- 
ter Raleigh Hotel, Raleigh, N. C., 
Oct. 28; Chamber of Commerce, 
Charlotte, N. C., Oct. 31; Oregon 
Hotel, Greenwood, S. C., Nov. 1; 
John C. Calhoun Hotel, Ander- 
son, S. C., Nov. 2, and the 


Franklin Hotel, Spartanburg, 
S. C., Nov. 3. 
Harold Hirth, Indianapolis, 


Ind., is addressing each of the 
meetings on the subject “Increas- 
ing Sales.” Arthur R. Craig, 
Charlotte, N. C., secretary-treas- 
urer of the association, will be at 
the meetings, each of which are 
scheduled to start at 7 p. m. 





G. E. COACHES CARRY 
1933 MODEL KITCHENS 


P. B. Zimmerman, manager, 
General Electric Co., refriger- 
ation department, Cleveland, 


Ohio, has announced a merchan- 
dising campaign for the “1933 
All-Electric Magic Kitchen.” The 
G.E. kitchen coach carrying a 
1933 model all-electric kitchen 
will be part of the campaign. 
A fleet of the coaches has 
been ordered, each unit to con- 
tain a complete kitchen. All 
equipment is arranged in the 
coaches in a manner to require 
only the minimum amount of ef- 
fort in preparing a complete 
meal. 

A Monel metal sink, electric 
exhaust fan, planning desk, elec- 
tric clock, toaster, ironer, waffle 
iron,"percolator, radio, sun lamp, 
washing machine, vacuum clean- 
er, electric range, electric refrig- 
erator and complete lighting sys- 
tem are included. The lighting 
system is said to provide brilliant 
lighting without glare. 





MARMION, AMERICAN 
STEEL BRANCH SALES 
MANAGER 


J. J. Gilmore has retired as 
sales manager of the American 
Steel & Wire Co., at Birming- 
ham, Ala., and will be succeeded 
by Frank Marmion. Mr. Gilmore 
had been connected with the 
sales department of the company 
for 40 years. 





OPENS HARDWARE STORE 


O. E. Plattner has opened a 
hardware store in the Martin 
Building, South Whitley, Ind. 
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Dont worry about 
too much pressure 
when youre driving 
AMERICAN 
SCREWS 


; oe SCREWS 
are made to be driven in as 
hard as you want to. 








The slots are made to stand 
the strain of a screw driver 
bit even if used in a brace. 
The gimlet points are sharp 
and the threads clean cutting. 








gid IM Tye 


Your customers can do any job Fi 04's 
better with American Screws Ae 
"ey = 
WOOD TIRE STOVE MACHINE 
SCREWS BOLTS BOLTS SCREWS 


AMERICAN SCREW COQ 


PROVIDENCE,R.I.,U.S.A. 


WESTERN DEPOT,225 WEST RANDOLPH ST.CHICAGO, ILL. 


Put lt Together With Screws 


RAYE) SINS 
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Pin Jumbler 
6xtruded Brass 


PADLOCKS 














Sell Security 


and Service 


These Eagle Padlocks are not made from 
castings but from solid blocks of extruded 
brass—fitted with genuine pin tumbler 
lock work. 


There are 6 sizes from 1 to 2% inches, 
with almost unlimited key changes. 
Shackles are of brass or hardened steel, in 
various heights. 


eee 


The Eagle Quality Line 


Night Latches Store Door Sets Wood Screws 
Trunk Locks Padlocks 
Front Door Sets Cabinet Locks 


mate Fok co 


Stove Bolts 


Machine Screws 











26 Warren Street -- New-York, 
Branch Offices: 
$21 Commerce St. 177-79 N.FronklinSt, 14 Bedford St 
Philadelphia,Pa. | — Chicago, Ill. Boston, Maso 
Works_at Terryville, Conn, 
L £ 
——————————————_ 
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ALLEN HEADS “SHARE- 
THE-WORK” ZONE GROUP 


Walter C. Allen, president, the 
Yale & Towne Mfg. Co., Stam- 
ford, Conn., has been named to 
lead the “Share-the-Work” move- 
ment throughout the ninth zone 
of the Second Federal Reserve 
District, embracing Fairfield 
County, Conn. He will be ac- 
tively assisted in his work by W. 
Gibson Carey, vice-president and 
treasurer of the Yale & Towne 
company. 

At a preliminary meeting at 
the Stamford Chamber of Com- 
merce attended by a number of 
business men of the city Messrs. 
Allen and Carey delivered ad- 
dresses covering the purposes of 
the campaign, and their desire 
to cooperate heartily to make it 
a success. 

NELSON KENNEDY IS KEN. 
WEL CO. MANAGER 


Nelson Kennedy, vice-president 
and until recently Eastern man- 
ager, Ken-Wel Sporting Goods 
Co., Inc., Utica, N. Y., has been 
appointed as general manager 
and assistant to the president. 
Al. Krick has succeeded Mr. 
Kennedy in his former position 
and will cover Pittsburgh, Pa., 
Washington, D. C., Baltimore, 
Md., Philadelphia, Pa., Harris- 
burg, Pa., New York City and 
all of New England except those 
portions covered from the fac- 
tory by Bob. Smith. Mr. Krick 
will make his headquarters at 
1270 Broadway, New York City. 

I. R. Agins, who was Mr. Ken- 
nedy’s assistant, will cover New 
Jersey, Long Island, Westchester 
County and part of New England, 





DEXTER IS PRESIDENT 
NATIONAL BRASS CO. 


L. M. Dexter has been elected 
as president and general man- 
ager, National Brass Co., Grand 
Rapids, Mich., having succeeded 
the late L. A. Dexter. L. M. 
Dexter has been affiliated with 
the company for many years. E. 
B. Neuman continues as secre- 
tary and treasurer. 





ISSUES THREE SIMPLI- 
FIED RECOMMENDATIONS 
(From Our Washington Bureau) 
The required degree of sup- 
port by the industry has been ac- 
corded simplified practice recom- 
mendations covering laundry ex- 


tractors, ironers, tumblers and 
washers and became effective 
Oct. 1. The Division of Simpli- 


fied Practice, Department of 
Commerce, in making this an- 
nouncement, stated that the num- 
bers of the recommendations are 
R139-32, R140-32 and R142-32. 

Simplified schedules for wash- 
ers and tumblers are concerned 
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with the size, type of drive, the 
number of compartments, the 
number of cylinder doors, and the 
number of vertical and horizontal 
partitions. The tumbler program 
also provides for the method of 
heating. Types and diameters 
are considered in the extractor 
recommendation and sizes, types, 
drive and method of heating are 
contained in the flatwork ironer 
program. 
H. M. KRUSE NOW 

MANUFACTURERS’ AGENT 


Herman M. Kruse has re- 
signed as division sales manager, 
Simmons Hardware Co., St. 
Louis, Mo., and has entered busi- 





H. M. KRUSE 


ness as a manufacturers’ agent 
with headquarters at 7375 La 
Veta Street, St. Louis, Mo. He 
is interested in having two addi- 
tional lines to sell to automotive, 
industrial or hardware whole- 
salers in the Middle West. 

Mr. Kruse entered the employ 
of the Simmons company as a 
boy, later going with the Clifton 
Mfg. Co., Waco, Tex. Later he 
helped organize the Kansas City 
Fabric Products Co., Kansas 
City, Mo. Mr. Kruse is familiar 
with the wholesale distributing 
trade in the West and South- 
west. 

U. S. COURT UPHOLDS 

BURGESS FLASHLIGHT 

SNAPLITE PATENT 


A decision handed down Sept. 
8, 1932, by Judge D. J. Knox, 
U. S. District Court, Southern 
District of New York, in an in- 
fringement suit brought against 
U. S. Electric Mfg. Corp., New 
York City, by Burgess Battery 
Co., Freeport, I[ll., upheld the 
charge of infringement and, fur- 
thermore, confirmed the validity 
of the broad claims of Burgess 
U. S. patent No. 1701093. The 
court ordered that the defendant 
stop infringing. 

Although the defendant en- 
deavored to invalidate the claims 
of the Burgess patent by citing 





earlier United States and for- 
eign patents, the court pointed 
out the novelty of the Burgess 
Snaplite Flashlight construction 
and ruled that the earlier con- 
structions do not anticipate the 
Burgess construction. 





APEX ELECTRICAL MFG. 
BUYS NEW PLANT 


C. G. Frantz, president, The 
Apex Electrical Mfg. Co., Cleve- 
land, Ohio, has announced the 
purchase of the Jordan Motor Co. 
plant in that city. The new Apex 
plant consists of eight acres of 
property, on which are erected 
five fireproof buildings, having a 
total floor space of approximately 
160,000 square feet, located on 
East 152d Street. Both the new 
plant and the Apex factory just 
across the street will be operated 
with all the Apex manufacturing 
activities centered in them. 





VOLUNTARY CHAIN MAN 
TALKS TO DEALERS 


Leon Miller, of Allied Inde- 
pendent Dealers, Newark, N. J., 
a voluntary chain organization, 
and Economy Auto Supply, New- 
ark, N. J., addressed thirty mem- 
bers and guests of The North 
Jersey Hardware & Supply As- 
sociation, which met Oct. 11 at 
the Masonic Club, Jersey City, 
N. J. President J. J. Leonard, 
South River, N. J., introduced the 
speaker, who explained his or- 
ganization’s plans and described 
its methods. 

Secretary Horace W. Molyneux 
read his report of the previous 
meeting. 

O’BRIEN, TIN PLATE 
COMPANY DISTRICT HEAD 


Harry C. O’Brien has been 
named manager of sales of the 
Pittsbugh district sales office of 
the American Sheet & Tin Plate 
Co.! succeeding the late Joseph 
R. Bates. Mr. O’Brien, who has 
been assistant manager of sales 
since last February, has been 
with the company for 28 years, 
having been in the sales depart- 
ment since 1907. 





MOVE HARDWARE STORE 


Loomis-Modin Hardware Co., 
Forest Grove, Ore., has moved 
its store to a new location in 
that town. The Fendall Hard- 
ware Co. will occupy the store 
vacated by Loomis-Modin, fol- 
lowing remodeling. 





BUSINESS IS SOLD 


The Elkin hardware store in 
Elkin, N. C., has been reopened 
under the proprietorship of O. 
D. Casstevens, formerly con- 
nected with Roberts Hardware 
Co., Winston-Salem, N. C. 


OSBORNE HARDWARE 
OPENS NEW STORES 


Archie J. Osborne, who has 
sold hardware in Holyoke, Mass., 
for more than 50 years, has 
opened two new hardware stores. 
After being a salesman he became 
a member of the hardware firm 
of G. E. Russell & Co. In 1917 
Mr. Osborne bought the entire 
interest in the Russell business 
and formed the Osborne Hard- 
ware Company, of which he is 
now president and treasurer. In 
1914 and 1915 he was president 
of the New England Hardware 
Dealers’ Association and is now 
president of the Western Massa- 
chusetts Hardware Dealers’ Asso- 
ciation. He has been active in 
the affairs of the local chamber 
of commerce as well as of the 
Massachusetts Chamber of Com- 
merce. 

His son, George R. Osborne, a 
director of the New England as- 
sociation, is assistant treasurer 
of the firm. Fire recently de~ 
stroyed the previous store occu-~ 
pied by the Osborne company. 





HOOPER RESIGNS FROM 
GENERAL HDWE. CORP. 


Van B. Hooper has resigned as 
president of the General Hard- 
ware Corp., Milwaukee, Wis. Al- 
though he will not be active in 
the company’s affairs, he still re- 
tains his financial interest in it. 








VAN B. HOOPER 


Mr. Hooper has not yet an- 
nounced his plans for the future. 
His home address is 3535 West 
Highland Boulevard, Milwaukee, 
Wis. 


STORE CHANGES HANDS 


The hardware store of N. W. 
McDonald, Elizabeth, Pa., has 
been bought by W. E. Clyde 
Stanier, who has been in the 
hardware field for twelve years. 





LONG BEACH, CAL. 
DEALERS HOLD MEETING 


Hardware dealers of Long 
Beach, Cal., and harbor district 
recently met at the Midway 
Hardware Store, Long Beach, 
with Kenneth Bucklin, president 
of the organization, conducting 
the meeting. Talks were given 
on modern methods of approach, 
problems of the hardware fra- 
ternity and cooperative advertis- 
ing. 





HARDWARE AGE. 











BALTIMORE PAINT CLUB 
HOLDS MEETING 


The Baltimore Paint, Oil & 
Varnish Club recently held its 
first meeting of the season at the 
Hillendale Country Club, with 
John Henry Coon, president of 
the organization, conducting the 
meeting. Mr. Coon stressed the 
importance of keeping before the 
public the value of paint in 
preservation and improvement of 
property and reviewed the club’s 
work during the spring. Mem- 
bers resolved to send letters to 
their representatives in the House 
and Senate protesting against 
Government competition with 
private business. 





M.E.W.A. ARRANGES 
SPECIAL MEETING 


A meeting to acquaint manu- 
facturers with the objects of the 
Motor and Equipment Whole- 
salers Association and to inform 
them about the 14 Point Pro- 
gram of the association for the 
protection and promotion of job- 
ber distribution will be a feature 
of the M. E. W. A. annual con- 
vention at Detroit during Show 
Week in December, according to 
an announcement just made at 
M. E. W. A. headquarters. 

The announcement further 
states: “The M. E. W. A. pro- 
gram for the advancement of job- 
ber distribution is highly bene- 
ficial to manufacturers distribut- 
ing their products through job- 
bers. This fact will be all the 
more appreciated when manufac- 
turers have a thorough under- 
standing of the association’s pro- 
gram. This special meeting is 
designed to bring about such an 
understanding.” 

Details of the meeting will be 
made known in a special letter of 
invitation to manufacturers. 





BLAZE GUTS STORE 


Fire recently gutted the Archi- 
bald Hardware Co. store in 
Wheeling, W. Va. Business will 
be resumed at the same location 
as soon as possible. 





ADDS HARDWARE 


The Ritter Implement Co., 
Hawarden, Iowa, recently added 
a hardware stock. 





FIRE DAMAGES STORE 


The Gus Krueger hardware 
store, Kouts, Ind., was damaged 
recently by fire of unknown 
origin. 


TO OPEN BUSINESS 


David A. McKay, with Annis- 
ton Hardware Co., Anniston, 
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Ala., for fifteen years, is opening 
his own store at 1226 Noble 
Street, Anniston. Before going 
with the Anniston Hardware Co. 
he was engaged in the hardware 
business in Clay County, Ala. 





HENDRICK IS PRESIDENT 
OF THE H. B. IVES CO. 
At a meeting, Oct. 4, of the 

board of directors of the H. B. 

Ives Co., New Haven, Conn., 

Hobart J. Hendrick was elected 

president of the company follow- 

ing the resignation of Lauren A. 

Mr. 

forced to give up active service 

because of ill health but still re- 
tains his interest in the organ- 
ization. 

Mr. Hendrick started with the 
company eight years ago. For 
several years he acted as assist- 
ant to the president and a year 
ago, in the capacity of general 
manager, took active charge of 
the business. Other officers 
elected were: treasurer, George 
W. Bradley; vice-president, Wil- 
liam A. Eldridge, and secretary 
and assistant treasurer, Wesley 


H. Bradley. 


BENNETT, UTAH-IDAHO 
PAINT CLUB HEAD 


The Utah-Idaho Paint Club 
has been reorganized with Wal- 
lace F. Bennett, Bennett Glass & 
Paint Co., Salt Lake City, Utah, 
as president. B. W. Butler, W. 
P. Fuller & Co., is vice-president, 
while Harry Shepherd, Salt Lake 
Glass & Paint Co., is secretary 
and treasurer of the organiza- 
tion. 


Humiston. Humiston was 


OPENS NEW STORE 


Elmer Olson, Howard, S. D., 
has opened a hardware store in 
the Brockway Building, Carthage, 
S. D: 


M.E.M.A., N.S.P.A. THIRD 
JOINT SHOW 


The third joint trade show of 
the Motor & Equipment Manu- 
facturers Association, 250 West 
Fifty-seventh Street, and the Na- 
tional Standard Parts Association 
will be held in the Detroit Con- 
vention Hall, Dec. 5 to 10, inclu- 
sive. A. B. Coffman, joint show 
manager, reports that more than 
100 manufacturers have taken 
space, and that invitations have 
been mailed to a list of 1500 
overseas distributors of automo- 
tive products. Invitations will be 
sent to a list of approximately 
3000 wholesale distributors in the 
United States and Canada, who 





are members of none of the par- 
ticipating organizations. 

The first two days of the show 
will be open only to wholesalers 
who are members of the N. S. P. 
A. or the M. E. M. A., invited 
guests attending the last four 
days. First space allotments to 
exhibiting manufacturers were 
made by the joint operating com- 
mittee at the Book Cadillac 
Hotel, Detroit, Mich., on 
Sept. 22. 


TRACEY, ZENITH RADIO 
CORP. SALES MANAGER 


Appointment of E. A. Tracey 
as general sales manager, Zenith 
Radio Corp., Chicago, Ill., has 
been announced by Commander 
Eugene F. McDonald, president 
of the company. 





BUYS OUT PARTNER 
Noble P. Shelby has acquired 


the interest of his sister-in-law in 
the Lebanon Hardware Co., 
Lebanon, Ind., and is now sole 
owner of the business. 





TO REOPEN STORE 


George Wehking, Buffalo Lake, 
Minn., has purchased the Doerr 
& Dunwell hardware stock in 
Renville, Minn., and plans to re- 
open the business. 





STORE CHANGES HANDS 


Bryan F. Sherry has sold his 
hardware store in Medway, 
Mass., to Charles A. and Fred- 
erick L. Shaw, father and son. 





HARDWARE STORE BURNS 


Newburg Hardware Co., Grand 
Rapids, Mich., was burned in a 
fire which recently damaged sev- 
eral other business places in that 
city. , 


PURCHASES STOCK 
Stock of St. Louis Hardware, 
St. Louis, Mich., has been pur- 
chased by Irwin Hardware Co. 
of the same town. 





OPEN NEW STORE 
Neiditz Bros., Cleveland, Ohio, 


hardware dealers, have opened a 
store at 8011 Euclid Avenue, 
Cleveland. 


ELLFELDT DIRECTOR 
DISTRICT LAND BANK 


A. F. Ellfeldt, president, Ell- 
feldt Hardware & Supply Co., 
Kansas City, Mo., has been ap- 
pointed director of the Federal 
Home Land Bank of the Eighth 
District, with headquarters in 
Des Moines, Iowa. 





BULLETIN GIVES TEST 
METHODS FOR PRIMING 
PAINTS FOR PLASTER 
(From Our Washington Bureau) 


In response to demands from 
several branches of the Govern- 
ment service for information and 
specifications for priming paints 
for plaster surfaces, a number of 
commercial and _ experimental 
paints were tested at the Bureau 
of Standards on plaster, concrete 
and other porous surfaces. 

In miscellaneous publication 
No. 137, available at 5c. from the 
Superintendent of Documents, 
Government Printing Office, sev- 
eral methods of test are de- 
scribed and results obtained with 
40 priming paints are recorded. 
It was found that a number of 
primers are commercially avail- 
able which meet satisfactorily 
the requirements for a good ma- 
terial. for this purpose. 

These requirements include: 
First, ability to seal a porous 
surface effectively with one coat, 
so that the appearance cf a sec- 
ond (finishing coat) of either 
flat or glossy oil or varnish paint 
will, after drying, have the same 
appearance as when applied to 
an impervious surface; and, sec- 
ond, hiding power. It was found 
that the appearance or adherence 
of paint applied to any of the 
primers was materially affected 
by excessive moisture. A sug- 
gested specification based upon 
physical tests and comparison 
with a primer that can be readily 
mixed from specified materials 
is given in an appendix. 





ENDERS RAZOR CO. 
MOVES HEADQUARTERS 


The Enders Razor Co., Inc., 
has moved its headquarters office 
from 342 Madison Avenue, New 
York City, to 900 Spruce Street, 
St. Louis, Mo. 


DRAPER RESIGNS FROM 
WHEELING STEEL CORP. 


T. R. Draper has resigned as 
general manager of the Steuben- 
ville, Ohio, works of the Wheel- 
ing Steel Corp., because of ill 
health. His successor is J. E. 
Dailey, who has been superin- 
tendent of the works. Prior to 
making his connection with the 
Wheeling company, Mr. Draper 
was for about 10 years associated 
with the Sharon Steel Hoop Co., 
first as general manager of opera- 
tions and later as vice-president 
in charge of operations. Before 
that he had been with the Trum- 
bull Steel Co., Warren, Ohio, and 
also with the Youngstown Sheet 


& Tube Co. 
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RAYMOND NAMES AGENTS | Association, presented a review 


FOR EVANSVILLE TOOL 


Robert Raymond, sales man- 
ager, Evansville Tool Works, 
Inc., Evansville, Ind., has an- 
nounced several agency appoint- 





ROBERT RAYMOND 


ments. Peterson  Bros., 104 
Walker Street, New York City, 
will cover New York City and 
metropolitan area, New Jersey, 
eastern Pennsylvania and New 
England States. John J. Gib- 
bons Co., 292 Colvin Avenue, 
Buffalo, N. Y., will handle all of 
New York State except New 
York City and the metropolitan 
area. 

Robert S. Miller, 326 Morton 
Avenue, Pittsburgh, Pa., is han- 
dling Pennsylvania, west of Wil- 
liamsport and Harrisburg. 





McALLISTER SECY. OF 
SOUTHERN JOBBERS 


T. I. McAllister, editor, South- 
ern Hardware, Atlanta, Ga., will 
succeed Robert S. Martin as sec- 
retary of the Southern Hardware 
Jobbers Association. 





CONTINUES BUSINESS 


G. H. Highly will continue the 
business of the C. A. Highly 
hardware store in Caledonia, 


Ohio. = 


MEETING OF ELECTRICAL 
JOINT MERCHANDISING 
COMMITTEE 


The Electrical Merchandising 
Joint Committee met in The 
Furniture Club of America, 
American Furniture Mart, Chi- 
cago, Ill., Oct. 7 under the chair- 
manship of D. F. Kelly, presi- 
dent, The Fair Store, Chicago, 
Ill. The report of the secretary 
stressed the necessity for attack- 
ing the fundamental merchandis- 
ing problems, the testing of elec- 
trical appliances and a further 
examination of merchandising re- 
lations between utilities and re- 
tailers, 

Harry F. Cappel, past _presi- 
dent, National Retail Furniture 
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of merchandising problems inci- 
dent to the distribution of elec- 
trical appliances. He spoke of 
the importance of manufacturers 
and wholesalers selling policies 
to the smooth working of elec- 
trical appliance distribution. Mr. 
Cappel suggested a five point 
program designed to improve the 
merchandising situation: closer 
relations between manufacturers 
and retailers; a thorough reex- 
amination of the present distribu- 
tion machine; a more active in- 
terpretation of market require- 
ments; a more intelligent pro- 
gram of dealer selections and 
stabilization of electrical appli- 
ance merchandising. 

Chairman Kelly appointed the 
following committee to work with 
the secretary in analyzing mer- 
chandising factors: Mr. Cappel, 
R. J. Atkinson, past president, 
N. R. H. A., and J. F. Owens, 
president, Oklahoma Gas & Elec- 
tric Co. Mr. Owens reviewed 
the merchandising situation in 
Oklahoma resulting from the law 
prohibiting utilities to merchan- 
dise. He reemphasized the need 
for merchandising | stabilization 
and pointed to the dangers of 
sub-standard merchandise and the 
tendency to select ineffective 
dealers. He outlined the promo- 
tional arrangements now existing 
between the utilities and retail- 
ers. 





ROBT. S. MARTIN 


R. S. MARTIN JOINS 
WESTERN CARTRIDGE 


Coincident with the Atlantic 
City Convention it was announced 
that Robert S. Martin had affili- 
ated with the Western Cartridge 
Co., East Alton, Ill. For the past 
seven years Mr. Martin has been 
connected with Southern Hard- 
ware. Last spring at the Biloxi 
convention he was elected secre- 
tary of the Southern Hardware 
Jobbers Association. He is also 
a member of the Old Guard, a 
salesmen’s group within that as- 
sociation. 











WILLIAM H. GICK 
William H. Gick, 43, president, 
Albany Hardware & Iron Co., Al- 
bany, N. Y., wholesale distrib- 
utors, died recently following a 
year of poor health. Until ten 





WILLIAM H. GICK 


weeks ago he had been able to 
take an active part in business. 
Mr. Gick, who became president 
of the organization in 1931, had 
been connected with the com- 
pany for twenty-five years. For 


he past twelve years he had been |_ 


a director of the company, be- 
coming vice-president four years 
ago and holding that office until 
his election as president. 

He was active in the Albany 
Chamber of Commerce, fraternal 
work and in philanthropic work, 
although he kept information as 
to his gifts a secret. 


A. POLHEMUS COBB 


A. Polhemus Cobb, 68, vice- 
president, New Jersey Zinc Co., 
and a pioneer in the develop- 
ment of the American zinc in- 
dustry, died after a long illness 
at his home in Tarrytown, N. Y. 
He ‘had been identified with the 
New Jersey company since 1882; 
12 years later being made. secre- 
tary. In 1912 he became vice- 
president. He was also president 
and director, Palmerton Co., 
vice-president and director, Min- 
eral Point Zinc Co., and of the 
Empire Zinc Co. He was active 
in the affairs of the American 
Zinc Institute and served as its 
president in 1925. 





FREDERICK G. PLATT 


Frederick G. Platt, 84, for 30 
years president, New Britain Ma- 
chine Co., New Britain, Conn., 
died in that city on Oct. 9, after 
a long illness. Early in his 
career he was identified with the 
lumber industry in New England, 
but later joined the Case Engine 
Co., which he reorganized as the 
New Britain Machine Co. He 
was a director in a number of 


= OBITUARY = 








financial institutions and indus- 
trial companies, including the 
Stanley Works, New Britain, 
Conn., Stanley Rule & Level 
Plant, New Britain, Conn., and 
Landers, Frary & Clark, New 
Britain, Conn. 





Cc. A. W. VOLLRATH 
C. A. W. Vollrath, president, 
Vollrath Co., Sheboygan, Wis., 
enameled steel and cast iron ware 
manufacturers, died Oct. 7, at 





Cc. A. W. VOLLRATH 


the age of 73. He was born in 
that city, the son of Jacob J. 
Vollrath, pioneer in the enameled 
ware industry, and entered the 
plant at the age of 15 years. 
Upon his father’s death in 1907, 
Mr. Vollrath succeeded him in 
the presidency. 





HOMER A. MILLER 
Homer A. Miller, a director 
and one of the founders of 
Brown-Camp Hardware Co., Des 
Moines, wholesale distributors, 
died recently at his home in 
Beverly Hills, Cal. 


A. E. MAIRE 
A. Ernest Maire, 85, founder, 
Maire Paint & Mfg. Co., Minne- 
apolis, Minn., died Oct. 10 in 
that city. Until two years ago 
he was active in the business. In 
1870 he entered the hardware 
business at Winona and Lewis- 
ton, Minn. 
0. W. DANIEL 
Oliver W. Daniel, 72, New Al- 
bany, Ind., hardware dealer for 
many years, died following a lin- 
gering illness. 





RICHARD H. PAINE 
Richard Higgins Paine, Water- 
town, Mass., hardware dealer for 
many years and lately a real es- 





tate dealer, died recently. 
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For the 


First Time 


A REAL NUTCRACKER 


Here at last is a real nutcracker . .. not a crusher. 
Instantly adjustable to any size nut. Easy to operate. 
Can be fastened to table or ledge with thumbscrew 
or with wood screws. Polished nickel finish. Cracks 
all nuts including hard shell varieties. Retails, east 
of Rockies, for $1.50. Write for folder. 





Spring Hinges of Quality 


~(CHICAGO)— 
SPRING HINGES 


There Is No Substitute for Quality 





Egclo For many years “Triplex” 

: Spring Hinges have been 
recognized by Architects, 
Contractors and Dealers as 
“Spring Hinges of Quality.” 


The Chicago Spring Hinge 
Company manufactures a 
complete line of spring 
hinges, of equal quality, suit- 


Type 2001 able for other requirements. 
The “Triplex” 





If you do not have our catalogue send for 


H47 
ARCADE ; 
ARCADE MFG. CO. Chicago Spring Hinge Company. 
FREEPORT CHICAGO NEW YORK 
_ U. S. A. 
HARDWARE 


















CHRADE SAFETY 
Push Button Knife : 
No Breakingof ic. a 
Finger nails AN ECONOMICAL 













ANT 















KIMBALL |). _ 
ELEVATORS 


Rugged, compact 
and efficient, these 
<< _Safety light Electrics 

Lock come with frames 
sawed, drilled and 
fitted ready to in- 
stall—low initial 
cost and low up- 
keep. 


ae 





Tell us the task 
you wish it to 


Push the button and the blade opens auto- 
matically. Safety slide locks the button with the blade perform and we 
open or closed. DOUBLE-LOCKED—the only Safety 


will give data 
on machine you 
require. 














Knife that is actually Double-Locked, It requires two 
motions to unlock and open the knife—therefore safe, 
both conveniently done with one hand. 


TRADE FVERLASTINGLY SHARP mar KIMBALL ELEVATORS 


Manufactured exclusively by 























SCHRADE CUTLERY CO. Walden, N. Y. KIMBALL BROS. CO. 
Also manufacturers of a complete line 1205-19 Ninth St. Council Bluffs, Ta. 
of Schrade regular type pocket knives 

Send for Catalog E. Factories: Walden, N. Y.—Middletown, N. Y. | — 
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Bust Among Ourselves 


‘*TF I Were Out of a Job,” 

writes G. P. Blackiston in a 
book of that title, “I would stop— 
make a personal inspection and 
analysis of myself, definitely de- 
cide how I intended to proceed, 
lay my plans accordingly and then 
put a full head of steam behind 
my well thought-out efforts.” 
Then under headings: “If I Could 
Launder Well, If I Could Sew or 
Darn, If I Could Drive a Car, If 
I Could Cook Well, etc.’’, this 
author tells, without generalities 
but with specific statements, just 
what he would do with any of the 
special qualifications of which he 
lists 36 that are basic yet com- 
mon human activities. To each 
group he offers a great many sen- 
sible, thoroughly practical ideas 
for utilizing pecularities or abil- 
ities. This is an inspiring little 
book, sold at cost (15 cents) and 
available from G. P. Blackiston, 
L.W., Canton, Ohio. Of course, 
I realize, that with the determi- 
nation expressed by G. P. in this 
book he probably couldn’t stay 
out of a job long enough to prac- 
tice more than one of the plans 
he suggests. Oh yes, that “L.W.” 
stands for “Live Wire,” and 
rightly so. 


— HA — 


I am a member of the “Go- 
Get-Em” Pelican Club and a 
charter life member, at that. The 
club’s origin and purpose is best 
told by its sponsors, Moore Broth- 
ers Co., Joliet, Il., furnace man- 
ufacturers, when they say: “For 
years the pelicans of Santa Mon- 
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ica Bay had been fed by fisher- 
men from surplus catch, until 
they got in the habit of eating 
without work.” It seems that the 
fish have been less plentiful and 
the pelicans began to starve. Ex- 
perimental souls, among the fish- 
ermen, imported pelicans from 
another location and turned them 
loose. They showed the lazy birds 
how to “Go-Get-’Em.” The latter 
in turn resumed fishing for their 
meals. This new club is to urge 
the same kind of activity on busi- 
ness men (particularly furnace 
dealers) who in brighter days en- 
joyed an easy living without ag- 
gressive selling. The club has a 
large membership and welcomes 
new recruits. 


— his —— 


IDESPREAD circulation of 

counterfeit $5, $10 and $20 
bills is reported rather generally 
through the East and in parts of 
the South and West. It appears 
that the fake money is a pretty 
good imitation and has fooled a 
great many people. Ask your 
bank to give you a report on 
serial numbers of known coun- 
terfeit bills in circulation. Keep 
this list handy to your cash 
drawer so that those who make 
change may glance at the bad 
numbers. A little precaution in 
this matter may save you loss of 


. money. 


a 
N the October 13 issue of 


HarpwarRE AGE is an edi- 
torial on the General Sales Tax, 


which, as I have admitted before, 
is a reversal of opinion on the 
subject, Let me repeat, this re- 
versal of opinion is prompted by 
what I believe are the facts in- 
volved in our experiences since 
June 21 when a number of dis- 
criminatory or “nuisance taxes” 
became effective. As we go to 
press a collection of letters from 
Mississippi dealers justifies our 
stand. Mississippi has a State 
sales tax. A number of repre- 
sentative hardware merchants in 
that State say they, too, opposed 
the sales tax at the start but now 
believe it was a necessary emer- 
gency step and are for it as a 
means of actually raising needed 
moneys. I realize that govern- 
ment costs are too high and that 
they should be reduced. The 
facts still remain that we (col- 
lectively the citizens of the 
U. S. A.) have obligated our- 
selves for certain costs that must 
be paid. That is why, for imme- 
diate results, I am inclined to- 
ward the otherwise objectionable 
sales tax idea. 


—— HA — 


The Harpware AcE Platform 
has provoked some very hearty 
letters of approval from retail- 
ers, wholesalers and manufac- 
turers. These letters show clearly 
the thinking that is being done in 
the American hardware industry. 
This Platform is published again 
in this issue. Your comments on 
the subject are welcome. Let us 
have them. 
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Every Blade 
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Mirror-Finish 
Quality Knives 
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Prices 
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QUALITY 


STAINLESS STEEL 


SPECIAL 


IN PARING pe 


Order Thru Your Jobber 


Franklinville, New York 


THE ONTARIO KNIFE CO. 


No. 195 Mirror-Finish Stainless Steel Paring Knife Display 


Establishes Entirely New Values for the Retail Merchant 


Consists of 

12—10c knives. Two shapes 
of blades,  mirror-finish, 
imprinted “Stainless,” full 
tang Cocobolo handles, 
three brass pins. 


12—19c knives. Two shapes 
of blades,  mirror-finish, 
swaged and etched. As- 
sorted green, canary, onyx 
and ivory Catalin handles. 


12—25c knives. Two shapes 
of blades,  mirror-finish, 
swaged and etched. Shaped 
one-piece Cocobolo handles, 
two brass rivets, sanitary 
run-metal bolsters. 














Sherman 
Brass King 
Hose Nozzle 
(Patented) 





Sherman Wrought 
Brass Hose Coup- 
ling (Patented) 





Sherman 
Portable 
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Sold by Jobbers 





Sherman Wrought Brass 
Hose Clamp (Patented) 


H. B. SHERMAN MFG. CO. 


Battle Creek 
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Lawn Hose Fittings 


SHERMAN Lawn Hose Fittings are made by ex- 
perts who know requirements. For 30 years 
these popular Wrought Brass Fittings have been 
the acknowledged “Best Sellers.” 
SHERMAN line gives complete satisfaction, 
holds customers, and is profitable to handle. 
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The 


Michigan 


Sherman Sherman 
Clinching Type Clinching Type 
Coupling Mender 






Sherman Diamond Hose 
Nozzle (Patented) 
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Sheet Metal Distributors Favor 
Adequate Tariff Protection 


HE need for adequate tariff pro- 

tection against foreign steel was 

emphasized in two addresses at 
the Sheet Metal Distributors’ meeting 
Oct. 18 in Atlantic City, N. J. This 
organization is the outgrowth of the 
former Metal Branch of the National 
Hardware Association, and like its 
forerunner continues to hold annual 
meetings coincident to the joint con- 
vention of hardware wholesalers and 
manufacturers. In the first address on 
this subject, G. L. Lacher, managing 
editor, The Iron Age, advocated higher 
tariffs to stem the flow of foreign steel 
into this country. He cited vivid ex- 
amples of the past, and what he 
termed disastrous consequences of a 
free trade policy; that the latter plan 
is not as logical as many who have a 
casual knowledge of the subject might 
conclude. 

Mr. Lacher pointed out that adher- 
ents to the free trade principle have 
failed to explain “How importing Eu- 
ropean products to offset debts would 
stimulate exports to Europe,” and de- 
clared that “If goods are exchanged 
for debts, they cannot also be ex- 
changed for goods.” 

He stated that the free trade argu- 
ment also ignors another factor, name- 
ly, if increased proceeds from sales in 
this country were not used to pay off 
debts, there is a _ probability they 
might be used for increasing arma- 
ments; that if a growth of European 
income did not raise European living 
standards, the competitive effect on 
American éndustries would be ruinous. 

Through failure to consider the 
wage factor, he asserted the free trade 
theory fails to recognize the wide dif- 
ference between the American and 
European attitude toward markets. He 
declared European industrial nations 
are chiefly concerned with their export 
business, and strive to drive their costs 
lower than other nations, to capture 
the maximum of foreign trade. As 
pressure against wages increases, he 
said, international competition grows 
more acute. 

Provided that customs and standards 
of living were identical in all competing 
countries, he explained, there would 
be no particular harm economically in 
lowering wages, as labor everywhere 
would then seek about the same level 
in terms of real wages. Besides being 
in over supply, he pointed out that 


78 


European labor is accustomed to, and 
expects, much lower living standards 
than prevail in the United States. He 
expressed the opinion that it might be 





G. L. LACHER 
Managing Editor 
The Iron Age, a U.B.P. Publication 
Convention Speaker 


possible for European real wages to 
rise to the American level under a free 
trade policy, that from one to three 
generations would be necessary to ac- 
complish that end, and in the mean- 
time American manufacturers would be 
beset with competition that would force 
them out of business. 


Would Destroy Domestic 
Business 


Even if it were possible to drive our 
labor down to European levels Mr. 
Lacher declared that a very large part 
of our domestic business would be de- 
stroyed. He then quoted Business 
Week to show that 75 per cent of the 
total value of consumers’ goods and 
services disposed of in.this country in 
1929 was absorbed by people with in- 
comes of less than $5,000. Such fig- 
ures, he said, indicate the extent to 
which American business has devel- 
oped its domestic market while Eu- 
rope has concentrated on world trade. 
In this connection, he asserted that 
other figures were even more reveal- 
ing, saying: “In 1929 the United 
States produced more than 56,000,000 
tons of steel, or nearly half of the 118, 
000,000 tons made in the entire world. 
Less than 7 per cent of American 
production in that year was exported. 
Hence, it can be seen that per capita 


consumption of steel in this country is 
far ahead of the rest of the world.” 

The speaker said American domestic 
consumption had risen to such heights 
because until recently America had al- 
ways had cheap land and a scarcity of 
labor. The era which expanded con- 
sumer demand started with the passage 
of the Homestead Act of 1862. This 
made it possible for any settler to take 
up land in the West, increased immi- 
gration and resulted in steadily ex- 
panding domestic consumption, until 
the saturation point appeared to be 
reached and an act restricting further 
immigration was passed in 1921. This 
latter act, said Mr. Lacher, marked 
the end of one epoch and the begin- 
ning of a new one which made it nec- 
essary for American industry to turn 
from extensive to intensive cultivation 
of business. Meeting with success un- 
der the new plan of things, Mr. Lacher 
said, American manufacturers became 
overly optimistic and this combined 
with many other economic forces he 
mentioned caused the economic crisis 
which began three years ago. 

Due to the fact that the agricultural 
class has suffered severely, he said, it 
has added its voice to that of the in- 
ternational bankers in demanding tariff 
reductions. Relative to this, Mr. Lacher 
said that one loss added to another 
does not produce a gain. In empha- 
sizing this point he quoted Dr. Virgil 
Jordan, well-known economist, as au- 
thority for a statement that the 1929 
income of agriculture available for the 
purchase of urban goods and services 
was roughly six billion dollars. In the 
same year the wages and salaries of 
urban workers was 55 billion dollars. 
Hence it is not a question of one-half 
of the country suffering at the expense 
of the other half. Even if farm pur- 
chasing power had been doubled in 
1929, Mr. Lacher said that it would 
have been only 22 per cent of that of 
non-agricultural workers. 

Provided that industry is not de- 
prived of the protection it requires, he 
declared that our agricultural surplus 
would be absorbed in a large part 
within a relatively few years. If nec- 
essary, he said it would be far better 
to grant agriculture a subsidy through 
a domestic allotment plan, such as is in 
force in certain countries abroad, than 
to endanger our whole industrial struc- 

(Continued on page 80) 
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Sell Them 
by the set 





Sets of 9, 11, 17 bits are fur- 
nished in compact cases for 
the convenience of the users. 


It isn’t hard. Every mechanic needs the entire set in his work, and it 
resolves itself to a question of selling him once or seventeen times. Bring 
out the value of the case, its use in keeping the bits in order and near at 
hand, preventing loss, etc. Try it. 

Forstner Bits are the only bits that are not dependent on a center or a 
level to guide them. They cut from the outer rim. The entire curfees, is 
at work all the time, no jagged ends; every part of the work is smooth and 
polished. They bore their way throug h hard, knotty, cross grained wood, 
leaving a smooth hole and clean, polished surface. 

Let us send you catalogues. Order through your jobber or direct. 








The Progressive Manufacturing Co. 
TORRINGTON, CONN., U. S. A. 
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Follow the line of least resistance 


Sell Bommer Always 


They are the best 
Bommer Spring Hinge Co., Brooklyn, N. Y. 
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Fast and Safe | 


A most inexpensive and 
simple elevator to install 
and operate where an elec- 
tric elevator is not feasible 
— comes sawed, drilled, 
fitted ready for anyone 
handy with tools to as- 
semble and install. 


Builders of 


Hand Power 
Light Electrics 
Push Button 
and All Types of 
Electric 

Elevator 


Machines 

























WRITE FOR DETAILED INFORMATION ON 


KIMBALL ELEVATORS 
KIMBALL BROS. CO. 


1205-19 Ninth St. Council Bluffs, Ia. 
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ture by embracing the free trade phil- 
osophy. wt 

In explaining that the compensating 
advantages of increased exports under 
a low tariff were often overestimated, 
he pointed out that our entire exports 
in 1929 amounted to only four and a 
third billions, a mere drop in the 
bucket as compared with our domestic 
business. 

Continuing, Mr. Lacher declared that 
our industries are consumer-minded 
while this is not true of European in- 
dustries, which explains, he said, why 
the European manufacturer is so 
anxious to break into our market to 
tap its purchasing power. 

Present tariff barriers, he said, are 
ineffective, and as a result the grow- 
ing influx of European goods is rob- 
bing our workmen of jobs and bread 
at a time when both are sorely needed. 
Aside from this, he declared that em- 
ployment represents the last line of de- 


fense in the struggle of our steel in-' 


dustry to protect its investment. He 
_then quoted figures to prove that when 
1000 tons of foreign steel is imported, 
5000 American steel company em- 


ployees are deprived of a day’s work. 
The effects do not stop here, continued 
Mr. Lacher, then stating that for every 
net ton of ingot steel produced in this 


country, 534 tons of raw and finished 
products are handled by the railroads. 

With reference to tariff retaliation, 
Mr. Lacher said: “Canada recently 
placed virtually prohibitive duties on 
some of the steel products that were 
formerly imported from the United 
States. Despite the fact that low tariff 
advocates contend that our duties are 
ineffective, the American barriers 
against Canadian agriculture were the 
principal reason for the Dominion’s 
present attempt to penalize our manu- 
facturers. I am sure no American 
steel producer would favor taking away 
what protection our hard-pressed farm- 
ers have during this period of world- 
wide distress for the sake of recovering 
possible losses in Canadian business. 
They realize that our best hope is in 
guarding all fronts of our domestic 
economy.” 

An illustration of the point that our 
tariffs apply to a small portion of our 
imports, Mr. Lacher said that two- 
thirds of our imports are duty free. 

He said the future steel production 
and consumption appears to be inter- 
twined with our tariff policy and that 
a free trade experiment would prove 
disastrous and set us back many years. 
Instead he recommended more inten- 
sive cultivation of the domestic market, 
which would increase our imports. 


In conclusion he said: “The future 
of steel production and consumption 
also depends on improvement in pro- 
duction technique and on the devel- 
opment of new products. Improved 
equipment reduces costs without low- 
ering wages. In fact, it makes price 
reductions possible and thereby raises 
real wages. Improved equipment, 
moreover, increases profits and yields 


_ more capital, as well as labor, for other 


undertakings. Hence it places a pre- 
mium upon ingenuity in devising new 
products and new forms of employ- 
ment. Without doubt, coming years 
will see increasing cooperation between 
capital and technical ability to foster 
and bring out new products. Simi- 
larly there will be less blind invest- 
ment of capital in established indus- 
tries, with the inevitable waste from 
excess capacity and its twin evil, cut- 
throat competition. 

“This promising future—a future 
which points to further development of 
consumer products and therefore a 
large use of steel sheets and other 
light rolled materials—awaits us if we 
hold fast to tried and true principles 
of protection and reject the plausible 
but false counsel of low tariff advo- 
cates.” _ 

The second address stressing the 


(Continued on page 82) 

















waiting for this 
peucil to mark 
Cellophane packages 


Customers 77¢ed/ 
this CELLOPHANE’ 





Gift Shop, 
Variety and 
Department 
Store has been 

































6 
Check 
Sam, oe Pencil selling features: 
Oesrack Oren Coswe Cicreen 
Name 
Address 
— pon Write for 
F. Catalog P-10 
SV/81 eS" oO) oS, COMPANY, PHILADELPHIA S 





More to Sell and 
More Help Sell- 
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ARMSTRONG _ BROS. Better 
Pipe Tools offer the Hardware 
Dealer more to sell—the most 
complete line of pipe tools made 
(See Hardware Age Catalog 
issue). This line needs no fill-ins 
—one name, one quality all the 





way. Each is an improved tool, a better pipe tool, designed after 
exhaustive tests of other types and makes. Each has abundant 
design improvements—some patented—quality 
materials, accurate machining, balance, finish. 

Then back of these tools, helping to build your sales, is the 
ARMSTRONG name and reputation, the most widespread and 
most consistent advertising in the tool field, ARMSTRONG 
dealer helps, ARMSTRONG profit protecting policy, and the Arm- 
and-Hammer Trade Mark (the distinguishing mark) known the 
world over as a guarantee of highest quality. 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 


314 N. Francisco Ave., CHICAGO, U. S. A. 
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Superior Hex- 
agonal Netting 
now comes to 
you made from 
Copper Bear- 
ing Steel wires 
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At Your Jobber 


G.F. Wright Steel 
& Wire Co, 


Worcester, Mass. | 
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Build Trade 
With Toys 


Only a few years ago Toys 
were looked upon as a novelty 
in a Hardware store. 


Today Toys are a staple in 
many Hardware stores and all 
who sell them agree that noth- 
ing so attracts the trade of 
Boys and Girls. 


You can keep posted on 
what is New in Toys, as well 
as New methods of displaying 
and merchandising them by 
reading Hardware Age. 


HARDWARE AGE 
389 West 39h Street, New York, N. Y. 
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IWAN TOOLS 
Standard for Quality 


Ready for the 1933 season with 
latest improved patterns. Iwan Tools 
used by your Government. Recognized 
by leading Engineers 
who have experimented 
with all kinds of Digging 
Tools and find nothing 


like * 
IWAN 


Iwan Post Hole Augers, 
all sizes, 2” to 18”. ‘ 

Vaughan Post Hole Aug- & 
ers, all sizes, 4” to 
14”. 


Eureka, Atlas, Hercules, 

Invincible, Hexagon, 

Gibbs, Champion and 

the latest improved 

Jewell P.H. Digger illustrated to the left 

Patent applied 

Tile Ditch Cleaners. Drain and Ditch Spades. 

Hay Knives, Snow Pushers 
and Sidewalk Cleaners 

Barn and Poultry House 
Scrapers 

Wire Conductor Pipe Hang- 
ers 

Chimney Tops and Venti- 
lators 
Order from your jobber. 
For further information 

write 


IWAN BROTHERS 
South Bend, Ind. 


Keep this advertisement 














JEWELL 
P. H. DIGGER 

















BIG PROFITS 


from even 


One Sale! 


Volume selling at no more effort than 
unit selling means more profit and 
lower sales expense. Sell TUCKER- 











"WAY chairs to lodges, churches, 
schools, your chamber of commerce, 
conventions, clubs, etc. Even ONE sale 
will bring you BIG profits! Or why 
= gent chairs—it’s a profitable side- 
‘ine? 


The TUCKER’WAY is a stfong and 
sturdy all-wood chair. made of Beech 
throughout. Opens and closes with the 








Won’t 
Tilt 





Well 
Built 












foot, folds flat and stacks as easily as pancakes. Won't rust, can’t 
rattle, and seats the heaviest heavyweight without breaking. Priced 
for reduced budgets yet an ample margin is provided for the dealer. 

The TUCKER’WAY is made singly or in sections, in regular and 
juvenile sizes in natural (Beech), red, blue, green, orange. Walnut, 
black or other colors on special order. 

Send for sample and treat it rough, learning how tough and strong 
it is. (No free samples. Chair may be returned or kept as part of 
order). Use the coupon! 


Tucker Duck & Rubber Co. 
Folding Furniture, Furniture Pads, Paulins, Tents, Mops, etc. 
Dept. D-20 Q Fort Smith, Ark. 


Send sample (none free) of ( ) TUCKER’WAY, ( ) TUCKER- 
"WAY JR. (Juvenile size), ( New illustrated catalog. 
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need of tariff protection by Thomas 
J. Doherty, tariff counsel, American 
Iron and Steel Institute, was read by 
George A. Fernley, secretary-treasurer 
of the association, in the enforced ab- 
sence of the author, who had been 
called to a hearing before the Commis- 
sioner of Customs at Washington. 

In his address, Mr. Doherty explained 
the origin and operation of the anti- 
dumping act, and outlined recent steps 
that have been taken to obtain relief 
under its provisions. The machinery 
employed in the administration of the 
act is cumbersome, inefficient and slow, 
he said, although this is not the fault 
of Government officials. 

The Treasury Department must have 
an investigation made abroad by the 
men it has stationed there, to ascertain 
the prices at which commodities under 
inquiry are being sold in the country 
of origin, since it is necessary to es- 
tablish a comparison between those 
prices and the prices at which the 
goods are sold for export to the United 
States or to other countries. 

“This takes time,” declared Mr. 
Doherty, “and you may be sure there 
is no active and zealous cooperation 
from the foreign manufacturers. 

“Very often, however, because of the 
difference in the requirements of dif- 
ferent countries there is no merchan- 
dise sold in the home country for use 
there sufficiently like that which is sold 
for export to be comparable. In those 
cases it must be established that the 
product is sold for export to the United 
States at less than its cost of produc- 
tion. This requires an even more 
searching and more difficult investiga- 
tion. But all of these matters have to 
be gone through before there is a 
factual basis for a finding of dumping. 

“There is a more summary process 
which does not exactly result in a find- 
ing of dumping, but it does result in 
an order requiring importers to give 
a bond on each entry of the particular 
merchandise, and this is what we had 
on steel for a few days and then it 
was taken from us. 


Appraisers 


At every port of entry in the United 
States there is an official called the 
appraiser of merchandise whose duty it 
is to examine the imported goods, or 
the statutory percentage thereof, com- 
pare the goods with the invoice and 
see that they are properly described 
therein, and are properly priced, and 
that all the other details are given 
which the law requires. 

“Now sometimes this official is ac- 
tive and vigilant and intelligent, and 
he discovers something that persuades 


him very strongly that dumping is go- 
ing on. Whereupon, on his own motion 
and on the authority conferred by the 
anti-dumping statute he issues a notice 
that conveys his suspicion of dumping, 
and when he does it is sufficient justi- 
fication under the statute for the Treas- 
ury Department to order the taking of 
a bond on each entry. 

“In the case of steel importations 
that requirement would be sufficiently 
onerous on the importers as to inter- 
fere materially with the volume of im- 
portations. The reason is that many 
of the so-called importers are merely 
agents of the foreign manufacturers, 
drawing a compensation when the 
goods are sold but having no invested 
capital of their own. Therefore, the 
giving of a bond or the posting of a 
bond or collateral would be burden- 
some. I do not say that all the im- 
porters are of that description. 

“To explain to you exactly what is 
going on now, I may say that the 
Treasury Department’ is continuing its 
investigation abroad; it is also closely 
scrutinizing all invoices of imported 
steel, and taking it altogether we are 
having very good cooperation from the 
Department at Washington.” 


Dumping Charge 


Mr. Doherty explained that dump- 
ing charges had been made by the 
American Iron and Steel Institute with 
reference to angles, bars (including 
concrete reinforcing bars), beams, bil- 
lets, blooms, channels, joists, plates, 
rods, sheets, structural shapes, wire 
nails and wire netting. All invoices 
on these products, when imported, are 
being held up by the customs apprais- 
ers, that is to say, they are not being 
finally liquidated. Therefore, even 
under the present conditions the im- 
porter does not know how much duty 
he will finally have to pay. 

In opening the meeting of the Sheet 
Metal Distributors’ Association, the 
president, A. W. Howe, the J. M. & 
L. A. Osborn Co., Cleveland, said the 
shrinkage of members’ business volume 
since 1929 had been unusually severe 
but that the turn seemed to be at hand. 
He cited numerous business indexes 
which had turned upward and said 
that it was the duty of members to as- 
sist in reestablishing confidence, which 
is the sine qua non of recovery. 

The Tin and Terne Plate Com- 
mittee, the chairman of which is W. 
N. Deere, N. & G. Taylor Co., Phila- 
delphia, recommended that an adver- 
tising program be launched in cooper- 
ation with manufacturers to promote 
the use of terne plate for roofing. The 
committee’s report was unanimously 
adopted. 


Reports of the committee on gal- 
vanized and black sheets and on cop- 
per and brass brought out lively dis- 
cussion of the competitive relation be- 
tween producers and jobbers. The 
depression has caused producers to ac- 
cept much smaller orders than in nor- 
mal times. Mr. Howe voiced the opin- 
ion that sheet mills should insist on 
extra charges for handling small or- 
ders. The mills, he said, incur addi- 
tional costs when they handle less-than- 
carload shipments and they should 
charge for the extra cost. He said 
that it was just as logical to charge 
extras over prices on carload lots for 
handling l.c.l. orders as to charge gage 
extras. The gage extras are charged 
because certain types of sheets cost 
more to produce than others. Simi- 
larly l.c.l. business costs more to handle 
than carload business and the extra 
expense should be borne by the buyer. 

The discussion of the report of the 
copper and brass committee brought 
out considerable criticism of the pres- 
ent price set-up on non-ferrous sheets. 
It was contended that the present price 
structure was so complicated and al- 
lowed such a wide margin that price 
instability was encouraged. 

Much interest was manifested in the 
possibility “of expanding sheet metal 
distributers’ lines and thereby increas- 
ing their profits. It was announced 
that Secretary Fernley would send out 
letters to the members asking them 
what lines of products they had added 
in the last two years that had proved 
profitable and what lines they had 
thrown out because they had shown a 
loss. 





Read the HarpwareE 
Ace Platform on 
page 52 of this issue. 
Leaders in the trade 
interesting 
this 
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larger orders. 





BULL 


UILT 


FROG 





Branch Office and Warehouse: 


HEELBARROWS 


ORK ‘ ‘ 


We read and hear a lot about general improvement in busi- 
ness. We believe it because we have all received more and 


We have taken care of your small orders very promptly and 
promise to serve you well if entrusted with your future and 


THE TOLEDO WHEELBARROW COMPANY 


TOLEDO, OHIO 


Chicago, 520 W. Erie Street 














Meet Your Trade’s Need! 
SELL... 


IRON 
ae ENCES 


Set Rec tat 








Your customers know of STEWART 














can sell them. 





Make your store a Stewart Fence 
outlet in your vicinity. Tie up with 
our national advertising by offering 
your trade a quality line of Stewart 
Iron and Chain Link Fences and 
Gates. 


Send for free sales literature and 
window card. 


OTHER STEWART PRODUCTS 


Arches for Gateways Partitions (Wire Mesh) 
Baleony Railing Settees 
Folding Gates Window Guards 





ENTRANCE GATES | 








The STEWART IRON WORKS COMPANY, Inc. 
814 Stewart Block Cincinnati, Ohio 





FENCES. Let them know that YOU 











All Gun Owners 
Want HOPPE’S No. 9 


They know that this famous 
Nitro Powder Solvent removes 
leading, powder residue and 
metal fouling from gun bores, , 
and PREVENTS RUST. In 25 
ounce bottles. Our small Coun- 
ter Display makes countless 
sales. 


Hoppe’s 
Lubricating Oil 


For the moving parts of your fishing 
reels, light mechanisms and all purposes 
where a very penetrating, non-gumming 
oil is necessary, it is without an equal. 
In 1 and 3 oz. cans. Counter Display 
holds 1 dozen cans. 
A steady seller where shown. 
Order through your jobber. 
Write for a supply of our Gun Cleaning Guides to give to 
your customers. ° 


FRANK A. HOPPE, INC. 
2314-H N. 8th Street . Philadelphia, Pa. 


ED. W. SIMON CO., Inc., 44 W. 44th Street, New York City. 
H. L. BOWLDS, Mason Theatre Building, Los Angeles, Calif. 









HOPPE'S 


LUBRICAT IN; 
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TUBEHANKS 


AN EXCLUSIVE FEATURE OF 


ALL SILVER LAKE 
PRODUCTS 


SILVER LAKE COMPANY 


CHUSETTS 
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DansBury, Conn.: Who makes 
fluting irons?—The H. J. Heyman 
Department Store. 

ANSWER: North Bros. Mfg. Co., 
Lehigh Ave. & American St., Phila- 
delphia, Pa., and Maxant Button & 
Supply Co., 118 So. Clinton St., Chi- 
cago, Il. 

CLEARWATER, FLA.: Where can 
we buy pinking shears?—West Coast 
Hardware Co. 


ANSWER: American Pinking 
Shears Corp., 158 Greene St., New 
York, N. Y. 

* * * 

PHILADELPHIA,  PA.: Provide 


names and addresses of several man- 
ufacturers of canvas and leather tool 
kit rolls, such as are used for carry- 
ing auto tools.—Murta, Appleton & 
Co. 

ANSWER: Troy Sunshade Co., 
Troy, Ohio; R. A. Humphrys’ Sons, 
Inc., 1020-30 Callowhill Road, Phil- 
adelphia, Pa.; Atlas Specialty Mfg. 
Co., 3255 Shields Ave., Chicago, 
Ill., ard Biltmore Mfg. Co., 20401 
Santa Fe Ave., Los Angeles, Cal. 


* * * 


BETHLEHEM, Pa.: Who makes 
Dum Dum plastic, which is a cement 
used on automobile tops?—Krause 
Hardware. 

ANSWER: 
Ohio. 


Arco Co., Cleveland, 


* * * 


JEANERETTE, La.: Where can we 
obtain rock wool for insulating gas 
ranges ?—-Jeanerette Hardware Co. 

ANSWER: General Insulating & 
Mfg. Co., Alexandria, La.; U. S. 
Mineral Wool Co., 9 So. Clinton St., 
Chicago, IIl., and Johns-Manville 
Sales Corp., 294 Madison Ave., New 
York, N. Y. 

* oe * 

FRANKFORT, Ky.: Furnish name 
and address of the manufacturer of 
the Economical vegetable and fruit 
peeling machine.—J. J. Brislan. 

ANSWER: Fred Goat Co., Inc., 
314 Dean St., Brooklyn, N. Y. 


+ * * 


Co_umsBiana, On10: Who makes 
Mossman pitching horseshoes?— 
Lehman’s Hardware. 

ANSWER: Putt-Mossman Horse- 
shoe Co., Inc., Rochester, N. Y. 


: 


Who 
MIAKES 


Ir? 


Information regarding 
sources of supply as pro- 
vided readers of Harp- 
waRE AcE by the Who 
Makes It Editor is here 
presented as an aid to 
others in the trade who 
may be seeking the same 
articles. The inquiries re- 
produced have been selec- 
ted because of their gen- 
eral interest to hardware 
merchants and buyers. 








PaciFic Grove, CAL.: Where can 
we buy the Banner assortment of 
several sizes of smooth wire in 
small coils?—Roy M. Wright 
Hardware Co. 

ANSWER: Igoe Bros., 69 Metro- 
politan Ave., Brooklyn, N. Y. 


* * * 


CiarKsBurc, W. Va.: Who makes 


nickel plated countersunk screw 
washers ?——Newlon Hardware Co. 
ANSWER: Continental Wood 


Screw Co., New Bedford, Mass., and 
Reed & Prince Mfg. Co., Worcester, 
Mass. 

* * * 

RiFLE, Coro.: Where can felt 
soles and heels to be used on fish- 
ing boots to prevent slipping be pur- 
chased ?—Collett & White Hardware 
Co. ' 

ANSWER: American Fek Co., 
315 Fourth Ave., New York, N. Y. 


* * * 


SauGerTIES, N. Y.: Who makes 
plastering equipment to be used for 
applying plaster in large buildings? 
—P. C. Smith & Son. 

ANSWER: Conley Plastering 
Machine Co., Compton, Cal., Baker, 
Perkins Co., Inc., Sagnaw, Mich., 
and Dunning & Boschert Press Co., 
Inc., 382 W. Water St., Syracuse, 
N. Y. 

* cn * 

Winnssoro, S. C.: Where can we 
obtain parts for the Ace lawn 
mower?—M. W. Doty & Son. 

ANSWER: The Eclipse Machine 
Co., Prophetstown, III. 


Oak Park, ILt.: Who makes the 
Perfection household scale ?—Walker 
Co. 

ANSWER: Triner Scale & Mfg. 
Co., 2714 W. 21st St., Chicago, Ill. 


* * * 


GuILForD, Me.: Who makes the 
Driver line of electric tools?—John 
Scales & Sons. 

ANSWER: Walker-Turner Co., 
Inc., Plainsfield, N. J. 


* * * 


Brook.tyn, N. Y.: Who makes a 
glass fruit knife?—-S. Becker. 

ANSWER: E. S. Pease Factories, 
Naylon Bldg., Buffalo, N. Y. 


* * * 


PHILADELPHIA, Pa.: Where can 
we obtain the Treck string bean 
slicer ?—Sigmund Linchis. 

ANSWER: G. M._ Thurnauer, 
6 E. 20th St., New York, N. Y. 


* * * 


Pinenurst, N. C.: Who makes 
the National Can Crimper?—Pine- 
hurst Warehouses, Inc. 


ANSWER: National Pressure 
Cooker Works, Eau Claire, Wis. 
* * * 


New York, N. Y.: Provide name 
and address of the manufacturer of 
the Merry Whirl egg beater.—The 
British Empire Chamber of Com- 
merce. 

ANSWER: Turner & Seymour, 
Torrington, Conn. 

~ * * 


BRANFORD, CoNN.: Where can 
we buy bee’s wax?—Collins & Free- 
man. 

ANSWER: McKesson & Robbins, 
Inc., Bridgeport, Conn.; Smith & 
Nichols, Inc., 121 Maiden Lane, 
New York, N. Y., and Stevenson 
Bros. & Co., 108 Race St., Philadel- 
phia, Pa. 


* * * 


Mitton, Pa.: Who makes a de- 
vice to release an electrically con- 
trolled bank cage door ?—Broadway 
Hardware Store. 

ANSWER: Stanley Works, New 
Britain, Conn.; Schoelkopf Mfg. Co., 
210 E. Washington Ave., Madison, 
Wis., and Ritchie & Sons, 110 South 
St., Battle Creek, Mich. 
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FLORENCE 
Gas Ranges 


Modern Console and Table 
Top Models. All latest im- 
provements. Full line — 
finest quality. 


FLORENCE STOVE COMPANY 
ESTABLISHED 1872 
GARDNER, MASS., U.S. A. 


Oil Ranges, Wickless and Wicktype; Portable Ovens; Space 
Heaters; Water Heaters; Range Burners and Electric Stoves. 























OFAIN TAPES— 
RULES and = 


Best quality prod- 
ucts for every meas- 


uring requirement. 


THE [UFKIN foULE C9. 


SAGINAW, MICHIGAN 


106 Lafayette St., New York City 











LOOK FOR THE TRADE MARK 
ON THE SHANK OF THE BIT 









WOOD BORING T00 


Sole Manufacturers of the 
Genuine Irwin Bit Since 1885 








The Irwin Auger Bit Company 
Wilmington, Ohio ‘ 





SAMSON CORDAGE WORKS 


BOSTON, MASS. 


SASH CORD 


SAMSON SPOT, PHOENIX and SACHEM brands 


each the standard of quality forits particular use. 


There IS a Difference in Sash Cord” 
OTHER BRAIDED CORDS* COTTON TWINES 


Send for catalogue, samples and selling information 
y & § PM) 








sie JOE AND JOHNNY— 


If little Johnny is going to get 
“just what he wants’ from 
Uncle Joe on December 25 you 
should order your Christmas 
toys now. Boys like Johnny 
want action—guns like our 
Vacuum Tip Arrow Pistol A 
harmless game for indoors and 
out... complete with pistol rub- 
ber tipped arrow and target 
ready to please boys like 
Johnny, so order today 
from your jobber or 
direct, and be 
ready when 
Uncle Joe calls. 


















Complete 
details on request 


The ELASTIC TIP COMPANY 


370 ATLANTIC AVE. BOSTON , MASS. 








Steel Brick and Mortar Hods 


- 


No. 158 Mortar, No. 162 Brick, 
26812". z 11%” deep. 22”x10"x7” deep. 
Have been used for years because of their strength 
and lightness. No dripping onto the user’s back. 
They are all steel too. 
Present Prices Will Interest You 
Made by 


THE CLEVELAND WIRE SPRING CO. 
E. 38th St. and Hamilton Ave. Cleveland, Ohio 

















eral years. 


your profits. 


job. 


STAR HEEL 











More Repairing Means Increased Sales 


More boots and shoes are being re- 
paired for economy sake than in sev- 
Your opportunity to sell 
our splendid Cobbler Sets and add to 


Our Economical Cobbler Set contains 
14 items, also directions and every- 
thing needed to do a practical repair 


Sizes of lasts: 10”, 8” and 6”—just 
ritht for men, women and children’s 
shoes. Reversible Iron Stand is 12” 
high. 

The quality, weight, finish and LOW 
PRICE make this set a quick, profit- 
able seller. Each set packed in neat 
wooden box. Ask your jobber to 
supply you. 


PLATE CO. 357-39 


WILSON AVE. 
ARK N. J. 

















OCTOBER 27, 1932 


85 











Reprinted from The New York Times, TRADE ' 

Sunday, March 13, 1932 VULC, AN No. 10, a Q ui ck 
WARNING a 

“Central Park’? Lawn Grass Seed S € | | in g H re] | iday G i f t 


Is Registered in the U. S. Pat. Office, June 10, 1910. Noe. Put up in an attention compelling Display Carton in colors . 
78620 by J. M. MecCullough’s Sons Co., Cincinnati, Ohio, and containing six No. 10 Vulcan Electric Soldering Tools for 
is distributed to Eastern trade by Radio, Home Use and Light Factory Soldering. A useful gift 
for son or dad, in great demand especially during the holiday 
season. Each soldering tool equipped with Hermetically Sealed 
dwa Winding, Replaceable Tip and Adjustable Ventilated Handle— 


tool can be lengthened or shortened as desired. Operates at 


(To All Wholesalers) low cost—uses only 44 watts. For illus- 
tration and full details see pages 289-290 
RADWAY-McCULLOUGH SEEDS, INC. in Hardware Age Directory Number. 
eens sar a oir Y. Vulcan Electric Heater Corp. 
y ringements on trade mark rights or imitations wil] be 225 Varick St. New York, N. Y. 


Hable to prosecution by legal owners of this brand. 




















POULTRY SUPPLIES The ta a Soe 


_ Screw 
> Wrench 


{ ra Back to 1843—that’s when COES Knife-Handle Wrench 

was first made. The Bar, Jaw, Screw and Handle all 
. have the “stuff” that brought fame to COES wrenches. 
————=—— > Moe’s Five Foot Feeder This wrench does the work, stands every test—its quality 
Poultry Leg Bands has kept it a “Best seller” for nearly a Century. 7 sizes 


Moe’s Line—A standard complete line of Poultry Equipment. =u} to Zi: in, 
Sold wherever poultry is raised and nothing better made. 


Write for New Catalog No. 22 and Prices. Ask your Jobber 
Catalog In the 1852 BEMIS & CALL NY @es) 
eats wets! HOEFT & COMPANY ; COMPANY 


Springfield 
[ st Hardware Ace’ | “5305 "Devie St., North Chicago, Ill. — 
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Eauatar: zy? tears Me MES Li Bee ei as 7 
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REVOLVERS 
SHOTGUNS 


TRADE 





































$ 
co. 
mars 
. BRUSH-NU COMPANY |. | sts ig 
Harrington & Richardson Arms Company 
BALTIMORE MARYLAND Worcester, Mass., U. S. A. 
Profits for you the BOSTON LINE of Garden Hose 
with small investment EETS every garden hose need. 7 stand- 
PD cemagpocag — i” — ay oer hardware dealer who ard nationally known brands of plied 
ws Our sma unter Displa containing on n 
Packate. They are over ydien, ee and moulded hose. Each 
Moore Push-Pins brand a leader in its own 
and price field. A complete 








line that gives you a hose 
for every purpose at a 
price for every purse. 


Moore Push-less Hangers 


To hang things to walls. 
Your Jobber can furnish these Displays 
to you promptly. 


MOORE PUSH-PIN CO. 


113-125 Berkley St. Philadelphia, Pa. 









BOSTON WOVEN HOSE & RUBBER co. 


Cambridge, Mass. 
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INDEX TO ADVERTISERS 








VERTISERS IND lished a convenienee and not as s part of the advertising contract. very care will be taken to index correstly. 
eatin _ ae 2 No allowance will be made for errors or failure to insert. 
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CLASSIFIED ADVERTISING 
RATES 





Positions Wanted and Help 
Wanted Advertisements at Spe- 
cial Rate of one cent a word, 
minimum fifty cents per in- 
sertion. 





THE FOLLOWING RATES 
apply to “Business Opportunities,” “Sales 
Accounts Wanted” and “Sales Representa- 

tives Wanted” advertisements. 


Set Solid, Minimum of 50 words... .$3.00 
Each additional word........... .06 


All Capitals, Minimum of 50 words.. 4.00 
Each additional word............ .08 


Allow Seven Words for Keyed Address 


Remittance Must Accompany Order 








Use the “Classified Opportunities Section” to Reach Hardware Manufacturers 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 


Samples of merchandise, literature, catalogs, etc., will not be reforwarded 


Re serena DISPLAY RATES 


eocccccccccccccccccccccs cOBOO 
Ech nedidistowal fmeh...ccccccccc s+ 400 


Discounts for Classified Advertising 
4 insertions, 10% off, 8 insertions, 15% off. 
Due to the special rate, these discounts do 
not apply on Position Wanted er Help 
Wanted Advertisements. 
HARDWARE AGE is published every other 
Thursday. Forms close Nine Days previous 
to date of publication. 
Address your advertisements and replies te 
HARDWARE AGE, Classified Oppertunities, 
239 West 39th St., New York City 




















BUSINESS OPPORTUNITIES 





FOR SALE: Hardware Business established 
80 years in thriving New England distributing 
center doing wholesale and retail business in 
heavy, builders’ and shelf hardware, black- 
smith’s and garage supplies, Auto Accessories, 
Contractors’ and Mason’s supplies, etc. De- 
ferred payments could be arranged on portion of 
purchase price. Address Box J-930, care of 
HarpwarRE AGE, 239 West 39th Street, New 
York City. 





HARDWARE STORE and property located 
near Portland, Maine; established 50 years; 
does plumbing, heating and general repair work; 
good paint business; clean stock; very little com- 
petition; showing a substantial profit; owner has 
other business; will sacrifice; complete informa- 
tion sent upon request; write METRO SALES 





CO., 548 Leader Bldg., Cleveland, Ohio. 
HARDWARE STORE located in New Eng- 
land; well established; clean stock; no competi- 


tion; sales have averaged $35,000 per year; 
handles paints, oils; ice pond in connection with 
business which is very protitable; owner retiring; 
will sacrifice; write for complete details. Ad- 
dress METRO SALES COMPANY, 548 Leader 
Bldg., Cleveland, Ohio. 





FOR SALE, a modern up-to-date hardware 
store in a live city in the western part uf New 
York state. This store has been in continuous 
operation for over thirty years. Present owners 
must devote entire time to other interests. Stock 
and fixtures, $15,000.00. Address Box J-953, 
care of HarpwAreE AGE, New York City. 





SALES REPRESENTATIVES 
WANTED 





WANTED—Representatives to sell two distinct 
lines of nationally advertised toys on straight 
commission basis—one line sells for Fall and 
Xmas, the other for Spring and Summer. Sev- 
eral territories now open. A representative will 
be allotted exclusive territory of small area so 
as to exert concentrated selling efforts, hence, 
it will be necessary to handle a few other non- 
competitive lines. In your reply, give all in- 
formation possible as to experience, territory, 
other lines handled, references, etc. and the 
same will be held strictly confidential. Address 
_ J-966, care of Harpware AcE, New York 
tity. 





DISTRIBUTERS WANTED — Manufacturer 
of auto and furniture polish, the best seller in 
England for 30 years, desires reponsible parties. 
Territories now open. 10c. and $1 line. Can 
build profitable, permanent business. Preference 
to those investing small capital for merchandise. 
State full particulars, including territory desired. 
Address Box J-958, care of HarpwareE AGE, 
New York City. 





WANTED. Sales representative on commis- 
sion basis to sell to the Hardware, Plumbing 
and Electrical Trade a high class line Hack Saw 


Blades. Liberal Commissions. States of Idaho, 
Montana, Wyoming, Nevada, Utah, Colorado, 
Arizona, New Mexico, North and South Dakota. 
Address Box J-967, care of HARDWARE AGE, 


New York City. 





SALESMAN—To sell Ladders and Hardware 
to Paint and hardware stores on commission as 
i Address Box 
New York City. 


side line. Give full particulars. 
J-952, care of Harpware AGE, 
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HELP WANTED 


HELP WANTED 











N EASTERN WHOLESALE HARDWARE FIRM 
seeks an experienced executive, with sales ability, 
to take over real responsibilities for which adequate 
compensation will be paid. This firm is well located, 
serving a good territory and is well financed. An in- 
vestment is not required nor desired. This company 
has facilities for further profitable expansion in which 
the new man will share consistent with his contribution 
with such progress. If you are interested communicate 
in detail with the address below. 
will be treated confidentially. 


All correspondence 


Box J-970, Hardware Age 











EXPERIENCED HARDWARE MEN located 
within the Metropolitan district of New York 
City will find it to their advantage to register 
with this bureau for positions. We are called 
upon from time to time to fill vacancies in the 
hardware industry and we need clean cut and 
thoroughly experienced young men. No registra- 
tion fee required. 

ASSOCIATED PLACEMENT BUREAU 

152 West 42nd Street 
Wisconsin 7-1802 New York City 


_ACTIVE SALESMAN wanted to _ handle 
English product sold for 30 years. Among 
auto, hardware, drug, furniture dealers, grocery, 


department and chain stores, etc. 10-cent to $1- 
line. Address: Button Corp., 347 Fifth Avenue, 
New York, giving experience, etc. 





TWO YOUNG MEN, UNMARRIED, WITH ALL 
AROUND GENERAL HARDWARE EXPER- 
IENCK TO TRAVEL ESTABLISHED TERRI- 
TORIES IN THE EAST FOR AN OLD ESTAB- 
LISHED WHOLESALE HOUSE. GIVE AGE, 
EXPERIENCES, REFERENCES, ETC. COR- 
RESPONDENCE WILL BE KEPT CONFIDEN- 
TIAL. ADDRESS BOX 4J-969, CARE OF 
HARDWARE AGE, NEW YORK CITY 














SALES ACCOUNTS WANTED 


SALES ACCOUNTS WANTED 





LINE of hardware, elec- 
trical, plumbing specialties, or iron and _ steel 
products, can be handled in Connection with 
lines now sold. High type salesman with years 
technical sales experience and acquaintances call- 
ing on this trdde. New York City and fifty 
mile radius, New England, Pennsylvania, south 
to Washington, or any part, exclusively. Ad- 
dress Box J-961, care of Harpware Ace, New 
York City. 


A HIGH GRADE 





EXECUTIVE SALESMAN, a business build- 
er, wants merchandise line or specialty for New 
York City or eastern U. S. Twenty years con 
tact with hardware, drug, jewelry and sporting 
goods jobbers and retailers and department and 
chain stores. Have at my call a force of aggres- 


sive salesmen sufficient to cover any size 
territory. Address Box J-954, care of HARDWARE 
Acre, New York City. 








MANUFACTURERS’ REPRESENTATIVE 
covering Chicago and adjacent territory is inter- 
ested in additional lines for Wholesale Hardware, 
Mill Supply or Plumbing Supply Trade. Ad- 
dress Box J-965, care of Harpware Acre, New 
York City. 








LIVE SALES ORGANIZATION CALLING 
ON HARDWARE, Department store and House- 
furnishing trade can handle two additional lines 
advantageously. Covers Atlantic Seaboard, Ohio, 
Tennessee, Georgia, Alabama, every thirty days, 
Best references furnished. Give complete details 
in first letter and send catalogue. Address Box 
J-960, care of Harpware AGE, New York City. 





POSITIONS WANTED 








A MODERN MANAGER IS AVAILABLE—Wealth 
of experience in producing results coupled with 
ability; analyzing markets and their possibilities ; 
selecting and training salesmen to secure results; 
planning and executing productive advertising; select- 
ing kinds most suited to the merchandise, service 

and fin enced in National Magazine, Trade 
Journal, direct mail; Co-ordinating advertising and 
sales efforts to get the most for the expenditure. 
Economical in i Such a man is avail- 


able to un and) advertising peers 
ment. Address Box No. "3-902, HARDWARE AGE, 
New York, N. Y. 














HARDWARE AGE 

















CLASSIFIED OPPORTUNITIES 


Samples of merchandise, literature, catalogs, etc., requiring more than ordinary reforwarding postage should not be addressed to box numbers. 





POSITIONS WANTED 


POSITIONS WANTED 


POSITIONS WANTED 








Sales or General Executive 


with unbroken record of real achievements, 
available. round of university, actual 
ing of steel and hardware products, successful 
sales management, and well-rounded ability to do 
things and do them well. At present seeking 
permanent connection with well established indus- 
try requiring new methods, vision and sound 
judgment. Address Box J-929, care of Harp- 
WARD AGE, 239 West 39th St., New York City. 


now 
sell- 











~ 





EXPERIENCED HARDWARE MEN with 
many years of training in the hardware industry 
are continuously filing applications in this bureau 
for positions. None but thoroughly experienced 
and well trained men are permitted to register 
with us. If you are in need of clean cut, well 
trained individuals in any part of the me 
tan district of New York, just phone this office 
and you shall receive prompt attention. The 
basis of compensation is at your a but 
strictly commission jobs are not acceptable, 

ASSOCIATED PLACEMENT BUREAU 

152 West 42nd Street ’ 
Wisconsin 7-1802 New York City 





SALESMAN, over 15 years’ experience rep- 
resenting manufacturer and jobber on the road 
and in New York Metropolitan District. Well 
and favorably known to the trade; offers ener- 
getic and constructive representation for manu- 
facturer or jobber. Can furnish best of ref- 
erences as to character and ability. Address 
Box J-932, care of HarpwarE AGE, 239 West 
39th St., New York City. 





TRAVELING SALESMAN—Thoroughly ex- 
perienced and well acquainted jobbers and _in- 
dustrial plants Middle West. Have handled 
hand tools, steel wire products, fencing. Two 
positions twenty years. Forty-four years old, 
married. Successful record. Best references. 
Personal interview solicited. Salary or commis- 
sion. Address Box 7475-A, HarDWARE AGE, 
802 Otis Bldg., Chicago, III. 


EXPERIENCED CATALOG COMPILER de- 
sires temporary or permanent position. can 
save you time and money on your next catalog. 
Now is the opportune time to issue that new 
Catalog. Cost of production is low. Can fur- 
nish excellent references from past employers. 
Address Box J-947, care of Harpware AcE, New 
York City. 








CLERK—Thoroughly  experi- 
Hardware, Housefurnishings 
34 years of age. single, 
Steady, Displays, 
Chauffeur’s _Li- 

Address Rox 
New York City. 


HARDWARE 
enced in retail 
and Paints. Christian, 
8 years in last position. 
Windows, Lock repairs, etc. 
cense, New York and vicinity. 
J-957, care of Harpware AGE, 





SALESMAN, 32 years of age with a _ suc- 
cessful record, desires a connection with a_rep- 
utable manufacturer covering Ohio territory. 
Can furnish satisfactory references. Address 
os J-962, care of Harpware AcE, New York 
ity. 








SALES EXECUTIVE with over 16 years’ 
experience in marketing line of widely dis- 
tributed specialties through leading jobbers and 
retailers, chain and department stores, wants 
connection with manufacturer where experience 
and knowledge of merchandising can be put to 
good use. A_ successful salesman with ability 
to plan for others. A good team worker, knows 
how to follow instructions as well as give them. 
Capable of assuming full responsibilities of sales 
organization. Earnings for past 10 years have 
been large but opportunity more important. <Ad- 
dress Box J-955, care of Harpware Ace, New 
York City. 


EXECUTIVE—eight years with manufacturer 
thoroughly experienced in Sales, Advertising, 
Office and Factory management, cost and sales- 
promotion work, credits, collections, a gradu- 
ate accountant—bookkeeper with fifteen years’ ex- 
perience, active, capable producer, best refer- 
ences, desires position of responsibility, Manu- 
facturers, Jobbers, Retailers desiring to promote 
their business and curtail expenses will find it 
advantageous to communicate with me. Ad- 
dress Box No. J-925, care of HarDWaRE AGE, 
New York City. 


SALESMAN: Married. Thoroughly experi- 
enced. Hardware, housefurnishings, sporting 
goods, both wholesale and retail. Has been em- 
ployed by one of the leading nationally-known 
wholesale hardware companies. Unemployed for 
reasons beyond his control. Prefers to travel, 
territory in Eastern part of Pennsylvania or near 
Philadelphia. Will represent manufacturers or 
Jobbers. Address Box J-935, care of HARDWARE 
jAcE, 239 West 39th St., New York City. 


SALES _EXECUTIVE—Sixteen years’ ex- 
perience. Wide acquaintance with wholesale and 
fretail hardware, chain and department store 
‘trade in Western Pennsylvania, Ohio, and West 
Virginia. Headquarters—Pittsburgh. Seeks new 
connection. Will represent established manufac- 
turer in Pittsburgh district or will take charge 
of sales of small plant any location on percentage 
of profit basis. Address Box J-933, care of 
Harpware Ace, New York City. 














EXECUTIVE 


Accustomed to assuming responsibil- 
ity as chief executive in the Whole- 
sale Hardware Business for over 20 
years. General diversified business 
knowledge. Broad understanding of 
accounting, selling and buying. An- 
alytical type of mind. Sound judg- 
ment. Exceptional ability as an 
organizer and administrative officer. 
Unquestionable integrity. Highest 
credentials. Can qualify as chief 
executive or general manager either 
in manufacturing or distributing 
mercantile corporation. Further full 
and complete information will be 
furnished at interview sought from 
principals only. Address Box J-943, 
care of Hardware Age, New York 
City. 














EXPERIENCED HARDWARE MAN desires 
position with hardware concern where a future 
may be obtained. Twenty- five years of age, high 
school graduate, four years’ experience in buy- 
ing and salesmanship, also some experience in 


undertaking. Not particular about location. Can 
furnish satisfactory references. Address Box 
J-956, care of Harpware Ace, New York City. 








SALESMAN—Desires connection with whole- 
sale hardware house, handling hardware, house- 
furnishing and automobile accessories. 20 years 
with wholesale house handling these lines. Pre- 
fer territory in Delaware, Maryland, South Jer- 
sey and Southern Pennsylvania. Can furnish 
A-1 reference to character and ability. Ad- 
dress Box J-931, care of Harpware AGE, 239 
West 39th St., New York City. 





HARDWARE MAN, forty years of age, 
single, sober and industrious, thoroughly ex- 
perienced in the hardware business, both 
wholesale and retail, desires a position with 


some reputable retail firm as manager or sales- 
man where ability and work will be appreciated 
Can furnish best references. Middle west or 





south preferred. Address Box J-905, care of 
Harpware Ace, New York City. 
SALESMAN, ssingle, desires position with 


manufacturer or jobber. Five years office experi- 
ence as order clerk, and four years sales experi- 
ence covering New York Metropolitan District 





age 42, married, well 


HARDWARE MAN, 
goods, paints, house 


experienced in electrical 
furnishings, etc., formerly manager of large 
retail store, desires position in Metropolitan 
New York. 12 years’ experience as buyer for 
large wholesale house. Best of references. Ad- 
dress Box J-945, care of Harpware AcE, New 
York City. 


EXPERIENCED HARDWARE MAN, age 
36, married, desires connection with a cutlery 
house or retail hardware concern. Have ten 
years’ retail hardware experience and would pre- 
fer to connect in Vermont or Western Massa- 
chusetts. Can furnish best of references. Ad- 
dress Box J-946, care of Harpware Ace, New 
York City. 


YOUNG MARRIED MAN who has a success- 
ful sales record and large following with the 
Hardware and Automotive jobbers in Iowa, Ne- 
braska, Missouri and Kansas, would like to hear 
from a reputable manufacturer who wants this 
territory covered efficiently. At present in Pitts- 
burgh, Pa. Address Box J-951, care of Harp- 
warE AcE, New York City. 


EXPERIENCED TRAVELING SALESMAN, 











progressive, alert, clean-cut. I can sell Hard 
ware, Auto, Mill and Plumbing Supply Jobbers. 
Have traveled as far west as Montana. Success- 
ful getting new accounts. Have advertising ex- 
perience, initiative and am _ willing to work. 
Address, Box J-968, care of Harpware AcE, 


New York City. 


TRAVELING SALESMAN, twenty years’ ex- 
perience on general and heavy hardware and mill 
i Knows jobbers and dealers in South 




















HARDWARE MAN—14_ years hardware | and all the Eastern Seaboard States, for a leading | supplies. 
jobbers diversified office experience including | hardware specialty manufacturer. Can furnish | and Southwest. A hard worker and a business 
sales and accounting. Capable of taking charge. | best of references. Salary secondary to opportu: | getter now located in Mid-West seeks connection. 
Can furnish excellent references. Address Box | nity. Address Box J-950, care of Harpwarr | Address Box J-963, care of Harpware AcE, New 
J-959, care of Harpware Acre, New York City. | AGe, New York City. York City. 
WHERE BUYERS and SELLERS MEET 
: sai Hardware Age is the 
n ° ° . 
HEN you are in the market to buy or sell a store, to secure help or a position, pe one aio te 
or to secure sales representatives or a sales account, look over the offerings in hardware paper and is 
the Opportunity Exchange section of Hardware Age. If you don’t see just what you read by dealers and 
: . ; c i * jobbers in all sections 
want, ask for it as there is always some one who will be interested in your proposition of the country. 
Rates on Request 
Opportunity 
HARDWARE AGE _,,Qpportunity, == 239 W. 39th Street, New York 
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The Electric Heater 
That Heats Like 
a Steam Radiator 


vernot 


ELECTRIC ROOM HEATER 





This heater is selling because id . oe value for the money 
24 feabes high. Practical. Really h Safe, convenient and 
attractive. Walnut Furniture Finish. y: 50 ti fist price east of Denver. 


The erhot line of electric ap- Good old Conservo—the steam 
pulancee is alive—out of the ordi- cooker B canner — - a — 
ers with a reputation. item right now for 
Sandwich toasters, ‘‘Waf-fil’’ bakers, ning. Display and a , + 


grills, table stoves and hot plates. 
THE SWARTZBAUGH MFG. CO. 
Toledo, Ohio 
Suppliers to Leading Electrie and Hardware Jobbers 


U. S. ENAMELED 
3-PIECE REFRIGERATOR SET 


You For Butter, 
cannot have Lard, Leftovers 
too many anything 





Proven successful seller in leading stores throughout entire 
country. THE BEST SELLER OF THE YEAR. 
Attractive labels on covers. Write for prices. 


UNITED STATES STAMPING CO. 





QUALITY ENAMELED WARE - MOUNDSVILLE, W. VA. 








'T DIAMALLOY 

















THINNER STRONGER LIGHTER 
The Diamalloy featherweight adjustable wrench is made 
from a special high grade fl steel of remarkabie strength. 
The wreneh actually measures ifs thinner than the Sold 
pattern, yet it’s much stronger. where other wrenches 
will not nF) withstands the i, yh 


DIAMOND CALK HORSESHOE CO. 


4622 GRAND AVE., DULUTH, MINN. 








‘The symbol of 
quality in chain 


is an ACCO Chain for 
al, farm and 
AMERICAN CHAIN CO., Ine. 


Bridgeport, Conn. 
Makers of the Famous Weed Tire 
Chains. 











SERVICE - QUALITY ACCURACY 


Buffalo Bolts ... the reliable bolts that 
have served industry for three gener- 
ations are available in attractive cartons 
with easy-to-read labels. 


BUFFALO BOLT CO. 
North Tonawanda, New York 

















Genuine Sandvik 











Fish & Hook Brand 


SAWS wes cei “ — 





Together with the OBERG FILES combine the 
necessary features of durability and fast cutting. 


From Your Jobber or Write: 


SANDVIK SAW & TOOL CORPORATION 


749 Washington Ave., North Minneapolis, Minn. 











DOMES of SILENCE 


INSULATED 





Rubber 
Cushioned 
Sliding 





Attached 








Drive on type Rests 





Socket type 


Also equipped with wood or 
machine screw. 
Packed 1 set in box. 12 
xes in carton. 

Bulk packing 25 sets. 


Real Floor Protection 
Spread weight of furniture. 

Socket or drive on Type 
1%” set of 4 domes, $1.00 
1%” Drive on type, set 4 .50 
%” Drive on type, set 4 .25 


Domes of Silence, Inc., 4%,%2"7 = Se putt, 











Good Management 


is merely the transmission of 
the intentions and purposes 
of the management through 
the staff to the customers. 
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People like to 
buy merchandise in attractive 
packages. cs 


Sales prove it. Dealers who used to show handles covered 
with dust and dirt—now display American King Handles 


in their clean, transparent glassine envelopes and dis- 








DZE EYE 
AMMER 


tinctively colored counter cartons. 
 WANDLE 










What a DIFFERENCE IN SALES clean, attractively 


packed merchandise makes. 


But we don’t depend upon display alone to boost sales 
and increase profits—we give you hand shaved, air dried. 


Al hickory quality that insures REPEAT SALES. 





7 AXE. 
- HANDLE 


We can help any Jobber or Retailer to make 
a profit on handles that he never made 
before. Just write to 






American Handle Company 


Jonesboro, Ark. 


Nn 
ATTRACTIVELY DISPLAYED 
PACKED 12 TO A CARTON 


EACH HANDLE ENCASED IN A GLASSINE 
ENVELOPE. 
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TA5838 
Retail Price 


$980 





Remington, 
KLEANBLADE 


© 1932 R A. Co. 





CUTLERY 





Tis Holiday Special will be the 
fastest selling carving set you ever stocked. It will attract 
more interest to your cutlery counter than any item you 
ever displayed. 


It’s an unheard of value. Think of it! Genuine stag handles 
finished in the beautiful natural color. Blades of Klean- 
blade (stainless) steel, full mirror finish. Each set packed in 
an attractive silk lined box. And all this for only $2.80 re- 
tail—about half what people are accustomed to pay for 
a carving set. 


Yet you can sell this set at that price and make a good 
margin of profit. Ask your jobber’s salesman for Remington 
Carving Set TA5838. Be sure to order enough to take care 
of your Christmas trade. It’s an all-year seller, but it’s a 
knockout for a Holiday Special. Place orders early. 


REMINGTON CUTLERY WORKS ~- Bridgeport, Conn. 


HARDWARE AGE 
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